es 
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THEY ALL AGREE ON LOUISVILLE SLUGGERS— 
THAT’S WHY THEY MOVE FASTER 


VP -Wihe) Smee SEMI-PROS 
YOUNG 


ree 
é NI 


is 


THINGS MAKE A 
GREAT HITTER 


.. How he Hits the Ball 
and What he Hits it With/ 


) aol! ol UG yr v All the way down the line from Chuck Klein and Jimmy Foxx at the top of 
‘ B ATS 4 the heap, to the youngster just able to swing a bat—Louisville Sluggers are 
the choice of the great and near great in baseball. In fact, over 90%, of 


H | IL F H | [ ales A p A [ 5 iM [ ! the professional ball players use Louisville Slugger Bats. 


Fi MADE IN U.S.A. >< Another "Louisville Slugger" year is here. Be ready with a stock of these 
CY] WwW ; bats that will take care of every budding big-leaguer in your community. 


§ 3 . rode Mark 
VI 3 ie at Of They're priced and styled to meet every sort of demand. 


Published Every Other Thursday 





SPEND TOO MUCH TIME 


BUYING BRUSHES 


AND TOO LITTLE TIME 


SELLING THEM? 





OSBORN Merchants who are building good brush business, in the face 


of intense competition, have no time to waste buying brushes 
from several sources. lHere’s an example: 


A merchant stopped buying from several sources. He saw the 
wisdom of concentrating on Osborn Brushes. 


In one move, he simplified brush buying; controlled brush 
stocks; quickened turnover; and increased his brush profits. 


Ask your jobber to supply _ with Osborn Brushes. If he 
can't, write us. 


THE OSBORN MANUFACTURING COMPANY 


5401 Hamilton Avenue - Cleveland, Ohio 
Sales Offices: 
New York, Detroit, Chicago, San Francisco 


-CONCENTRATE ON 
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CREEN DOOR time will soon be here, bring- 
" ing to you a splendid opportunity to increase 
your sales and profits by featuring YALE Screen 
Door Closers. 


Get in a stock of YALE Model 570 Door Closers 
and be ready to take full advantage of this 
opportunity. Many people need only to be 
reminded of the comfort and quiet properly con- 
trolled screen doors will bring. 


Show this fine door controlling device to every- 
one who comes into your store. Explain how it 























EE he 
STOPPING THE SLAM! 


prevents slamming, closes the door firmly and 
quietly and helps keep out insect pests. 


YALE Door Closer Model 570 was designed espe- 
cially for use on screen doors. It is a liquid type 
closer, possessing the merits of the larger YALE 
Door Closers which are used to control doors in 
many of America’s finest residences and other 
buildings. 








Put on a real sales drive—you will find it well 
worth while. 


THE YALE & TOWNE MANUFACTURING CO. 
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YALE DOOR CLOSER MODEL 
570—Priced to enable you 
to retail it profitably at $3.75 
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No. 7230 “UNION” 
Level Winding Reel 


No. 7169 
Fly Reel 
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No. 47 
Steel Casting Rod 








; Mr. Dealer, 
—=—eq Are YouCasting- 


for dependable fishing tackle at moder- 
ate cost? If so—try the new “UNION” 
Line of Rods and Reels. They are all 
made to give your customers the pleas- 
ure and service they would expect from 
fishing tackle that sells at much higher 
prices. The splendid quality of 


“UNION” Fishing Tackle 


Is Winning New Customers Each Year 


Y pie aE 


The “UNION” 1934 Line includes the 
most popular selling patterns of sturdily 
built Split Bamboo and Steel Fishing 
Rods; also a pleasing variety of well bal- 
anced, smooth running Reels. 


Sell the “UNION” Line and build up a 





No. 7205 
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No. 162¥2B 
SPLIT 
BAMBOO 
FLY ROD 








; 9 permanently profitable trade in your 
4 locality. It wins and holds customers. LJ 
; 4 Send for Catalog No. 16. = 
q = 
4 : 
4 1 Your Jobber CARDWAre Eonra) E Send for = 
d Will Supply New = 
You Catalog 
| Reg. U. S. Pat. Off. 
TORRINGTON, CONN. oo" 
Established 1854 Sat Water 
No. 4421 New York Office 
Steel Casting Rod GEIR ORDENSED Cha 
No. 4160 No. 168-B Split 151 Chambers St. THE HARDWARE ace "Oe 


Steel Casting Rod 
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Bamboo Fly Rod 
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4 Plumb Nail Hammers, HFS81, at regular prices. 
Display Case Free. 





4 Plumb Half Hatchets, No. 2962, at regular 
prices. Display Case Free. 





4 Plumb Official Scout Axes, No. 682, with leather 
sheath, at regular prices. Display Case Free. 
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’, 
You've seen advertised 
You just turn the screw to keep the handle tight 


Accurate 


striking face drives the nail Straight. 


Crowned face 
Prevent 
*dgeprevents chippingandinnn wood. Bevelied | 


exclusive Patented 
the handle tight 
Ng the screw 








‘Ures against accidents, 





TOOL BUSINESS with 


PLUMB'S 





RECOVERY UNITS 


Purchasing power is coming 
back. Men are going to work. 
Mechanics need tools on their 
new jobs. Householders need 
tools for long-delayed repairs. 


P.W.A.—C. W. A.—C. C. C. and 
other recovery measures, are put- 
ting tools into millions of hands. 


Make a drive now for tool 
business and let PLUMB’S Re- 
covery Units help you do the job. 


PLUMB’S Recovery Units con- 
tain only fast-selling tools — the 
leading items of the PLUMB Ad- 
vertised Line. Each unit contains 
four tools, packed in an ingen- 
ious display box for your coun- 
ter, display tables, or window. 


Unit No. I contains 4 Plumb 
Nail Hammers, HF81, the fastest 
selling hammer in the Plumb 
Line, and the favorite of carpen- 
ters for years. 


Unit No. 2 contains 4 Plumb 
Half Hatchets, No. 2962, the tool 
that has become the standard 
hatchet for general use all over 
the country. . 


Unit No. 3 contains 4 Plumb 
Official Scout Axes, No. 682, the 
tool of a hundred uses for camp- 
ers, scouts, hunters, autoists and 
householders. 


Every tool a standard stock 
item, every tool a fast mover — 
now packed in striking display 
containers to stimulate sales. 


Order by number from your regular jobber 
FAYETTE R. PLUMB, INC., PHILADELPHIA, U. S. A. 





PLUMB 


DOUBLE LIFE 


Hammers Hatchets 
Files Sledges Axes 








Columbian Products Meet Industry’s Requirements 


The varied cordage requirements of every industry can be successfully filled 


from the exceptionally complete line of rope and twine products manufactured 


by Columbian. 








Manila and Sisal Rope Binder Twine 
Transmission Rope Fine Flax Twines 
Ww Hawser Laid Rope Broom Twines "dl 
: Drilling Cable Sail or Sacking Twines kad 
neneng Oil Well Cordage Mattress Twines : 
Hoisting Rope Jute Wool Twine 
Manila and Sisal Lariat Paper Wool Twines 
Tarred and Copperized Rope Jute Wrapping Twine 
Bolt Rope Jute Papermakers Twine 
Halter Rope Paper Twines 
Fishermen's Rope Sisal and Jute Clothes Lines 
Tent Rope Yucatan Twine and Clothes Lines 
Net Rope Paper Tape for Insulating 
Tarred and Untarred Lath Yarn Hemp Twines 
Ring Yarn Fodder Yarn 






Hide, Hay and Bale Rope Italian Flax Twines 






These Columbian Products, built only to a high quality 
standard are made in the world's most modern cordage 






mills and incorporate the latest successful improvements in 






cordage making. 


COLUMBIAN ROPE COMPANY 


352-80 Genesee Street 


Auburn, “The Cordage City,”” N. Y. 
Branches: NEW YORK CHICAGO BOSTON NEW ORLEANS 
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FOR THE GREEN ‘\ 

CABLE WIRES | 
AT THE | 
BOTTOM 


<sam US£ELRE.16871, 1.8. par. 4288.59 —— 
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IN {cen-(3ottom LAWN FENCE 


HOW 
FENCE LIFE is 


The new patented Flame Sealed 
process is an exclusive feature 
in Continental Green-Bottom 
Lawn fence that makes fence 
last twice as long. It puts a 
heavier coating of zinc on full 
copper-bearing steel wire (20 
to 30 points copper)—puts it 
on evenly, with no thin or un- 
protected spots—and the wire 
is actually Flame Sealed 
against atmospheric condi- 
tions which cause rust. 


DEFINITE ADVANTAGES 
Green-Bottom is a decidediy 
better fence than can be made 
from ordinary galvanized wire. 
It will give you a powerful sell- 
ing advantage that will mean 
larger fence volume and in- 
creased profits. 


COMPETITIVE IN PRICE 


Green - Bottom fence, like all 
Continental Steel products, is 
strictly competitive in price 
and allows you a satisfactory 
profit. It is available in double 
picket and single picket de- 
signs, flower bed border, 
trellis, with posts, gates and 
accessories to match. 


STOCKED BY LEADING 
JOBBERS 


Leading jobbers carry com- 
plete stocks of Continental 
Green-Bottom fence and kin- 
dred items. If your jobber 
does not handle Green-Bottom 
fence, write us for the name 
of a jobber who can supply 
your needs. 








0 
8 


doubled! 


Special high quality steel con- 
taining 20 to 30 points copper re- 
sists rust for years longer, 


Fldme Sealing puts a heavier 
coating of zinc on the wire—puts 
it on evenly with no thin or un- 
protected spots. 


The wire is actually Flame Sealed 
against the atmospheric condi- 
tions which cause rust. 


CONTINENTAL STEEL CORPORATION 
Kokomo, Indiana 


Manufacturers of Billets, Rods, 
Wire, Barbed Wire, Nails; Lawn, 
Chain-Link, Farm and Poultry 
Fence; Gates; Black, Galvanized, 
Galvannealed, and Special Coated 
Sheets; Galvanized Roofing (also 
**Seal of Quality’’ Roofing) R 
and Kindred Products. 





CONTINENTAL /Zeen-(30ttom’ FENCE 
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This name on belting 
promises perform- 


ance...and keeps 


ITs promise 








nd it is performance, lasting performance, that interests a customer 
who wants agricultural belting. You can satisfy him, and keep him 
satisfied, if you handle Thermoid Quality Belting. 


For either heavy duty or secondary work, Thermoid belts are made of 
strong, tightly woven duck that gives maximum tensile strength. The 
plies of the fabric are welded permanently together by a special rubber 
friction compound developed for this purpose in the Thermoid labora- 
tories. And vulcanizing under tension reduces stretching in service 
to a minimum. ' 


Thermoid agricultural belting is supplied both in the 450 grade, of 
28 ounce duck, excellent for general utility—and in the 400 grade, of 
32 ounce duck, for heavy duty and extra long life. Both are available 
in either roll or endless farm belt construction. 


Thermoid lets you promise quality—and its performance won't let you 
down. The Thermoid Rubber Company, Factories and Main Offices, 


yw Trenton, New Jersey. 
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Get In on the BIG SHOW for Stove Dealers!... 


COLEMAN RANGE REVUE 


Coming in April...a Nation-Wide Showing of 


the New eeYetirisa¥ neciiner en tire 
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A Publicity Program That Will Create 
Interest... Bring in Customers 


..eHelp Make Sales! 


ALL COLEMAN STOVE FRANCHISE DEALERS 
WILL PARTICIPATE IN THE PROFITS 











Every dealer looking forward to bigger and better business in 1934, will 
want to get in on the BIG COLEMAN RANGE REVUE! It’s a new, novel, nation- 
wide, double-barreled, sales-building program. There is Sales Power in the new 
Coleman Instant-Gas Ranges and there is Sales Power in the big publicity drive 
back of them. It’s a “scoop”! It’s coming soon! 


The new Coleman Instant-Gas Ranges with the amazing Band-A-Blu Burner 
and other outstanding features have been the talk of every hardware convention 
at which they have been shown. They’ve made a “hit” every time... they’ve 
“taken the show”. 


The time is short! Authorized Coleman Stove Dealers will reap the profits 
of this big sales drive. If you have not yet made franchise arrangements so that 
you can tie up your store with this program, write or wire at once for con- 
fidential information and full details. 


THE COLEMAN LAMP AND STOVE COMPANY (ap-22) 
Dept. HA22, Wichita, Kans.; Chicago, Ill.; Philadelphia, Pa.; Los Angeles, Calif.; Toronto, Ontario, Canada 
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Gottschalk's Metal Sponge is the original sanitary metal 
scouring device. This item constantly displayed on your 
counter will reach out and get you many a sale from cus- 
tomers going and coming. It is the revenue picked up from 


small purchases that adds greatly to the year's profit. 


In addition to Gottschalk's Metal Sponge, there is also 
Hand-L-Mop and Kitchen Jewel. The patented cushion 


sponge feature of these two items places them far ahead 





of competition. The Gottschalk line is nationally adver- 
“The Little Fellow 


eal tised and favored by housewives from coast to coast. 


Order today from your jobber. 


Metal Sponge Sales Corporation 
Lehigh Avenue and Mascher Street Philadelphia, Pa. 


Gottschalk’s 


METAL SPONGE 
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ONLY 
Gold Stripe 
Brushes have 
Gold Stripe 
Fiber Jackets 





It’s proved a real sales 
help, this jacket for 
preserving paint brushes 
after they've been used! 
It's one of the reasons 
dealers find it easier to 
sell customers Gold 
Stripe Brushes rather 
than smaller-profit 
“cheap’’ brushes! Not 
only that! This jacket 
keeps your brush stock 
clean and in perfect con- 
dition. 
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I sell Gold Stripe 
Brushes !° 


Mr. Wayne Cupps, Manager of the Paint 
Department of the H. L. Munn Lumber 
Co., Ames, lowa, isn’t guessing when he says 
the outstanding quality and distinctive mark- 


ing of Gold Stripe Brushes bring repeat sales ! 


Ix Gold Stripe Brushes Mr. Cupps and hundreds 
of other dealers find the advantages they need 
to increase sales and make friends. First, Gold 
Stripe Brushes look superior . . . and are! That 
makes it easier to sell a first-quality brush which 
assures a better job for the buyer, a bigger sale 
for the dealer. 

That's not all. A customer buys a Gold Stripe 
Brush, sees what a really fine job it makes 
possible. He remembers there was something 
different about the brush—that it had a Gold 
Stripe on the handle. Here’s what happens. When 
he’s next in the market, he comes back to that 
same store for other Gold Stripe Brushes and for 
his paint needs as well. The Gold Stripe makes 
purchasers become permanent customers! 


GOLD STRIPE 
BRUSHES 


PITTSBURGH PLATE GLASS CO. 


Manufacturers and Distributors 
Paint, Varnish, Enamel, Brushes 


FREE! Brush Display 


We imprint it with your own name. 
It sells your brushes. (No manufac- 
turer's advertising onit.) Holds brush, 
has room for price. We'll also send 
details of Gold Stripe dealer prop- 
osition. Address: COUR NaN 
PITTSBURGH PLATE GLASS Co., ~ 

Dept. 43, Brush Division, Baltimore, Md. 
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For You 


REQUESTS for samples of Kellogg’s Im- 
proved Boiled Linseed Oil are coming in 
faster than ever before. Master painters 
know that better business lies ahead... and 
they want the best linseed oil value for out- 
side painting that money can buy. 

A great majority of these painters ask 
where Kellogg’s Improved Boiled is sold. 
One trial convinces them that this is the 
product to use. They find that it dries within 
12 to 15 hours... eliminates guesswork and 
chance from mixing...makes a better look- 
ing paint job that lasts longer. 

You'll be wise to stock Kellogg’s Im- 
proved Boiled in 5-Gallon Containers now 
... and get ready for the spring rush. You 
can sell it as a superior specialty, at a price 

high enough to return a good profit. 


Call our local office or write us at once. 


SPENCER KELLOGG AND 
SONS SALES CORP’N 
Special Oils Department 


Buffalo, N.Y. 











KELLOGO’S Improved Boiled 
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This is the method used to keep 
the wire cloth on National Screen 
Doors as “tight as a drum-head” . . 
The cloth is rolled under pressure 
into the grooves on the stiles and 
rails. It is gripped by a beaded 
moulding that keeps it tight. 


New York Office: 253 Broadway 


Southern Selling Agents: 
Sano & Hu trisn, Baltimore 








HE wire cloth of National 

Screen Doors can’t sag. It is 
rolled under pressure into the 
grooves on the stiles and rails. Note 
the accompanying illustration. This 
method stretches the wire cloth 
tight and smooth and holds every 
strand in a bull-dog grip. And it 
always remains as tightly stretched 
as a drum-head. 


DRUM-HEAD 


It takes specially-built machinery 
to do a job like that. Other methods 
can produce a door that looks as 
well when the door is new. But 
your customers will soon learn the 
difference. 


From the plainest styles to the most 
elaborate, National Screen Doors 
are made of good stuff. . . well- 
seasoned wood, strong wire cloth. 


ASK YOUR JOBBER 


Your jobber can tell you about the complete line of National Screen 
Doors, Window Screens and Ventilators. They are made in styles and 
at prices to please your customers and keep them pleased. He can give 


you quick deliveries. 


NATIONAL SCREEN COMPANY 


SUFFOLK 
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INCORPORATED 


VIRGINIA 
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National Survey Shows | Westinghouse Startles 
Westinghouse Leading | Fan Industry with the 
Fan by 61°% Margin New “Master-aire”’ 














A recent nation-wide survey on electrical appliances 
reveals the following interesting fan facts: 





There are Westinghouse No other brand, regard- 
Fans in 61% more homes less of price, proved so 
than any other brand. popular a choice. 











FACTS above are certified by the independent organization that conducted the investi- 
gation. America has learned that the cheapest fans, in the end, are Westinghouse. Dealers 
have learned that the most profitable fans to sell are Westinghouse. 














AMAZING new standards of fan efficiency are established by this 
sleek new Westinghouse ‘ Master-aire.” Quieter, itis up to 25.4% more 
economical than any previous fan. Capacitor (A) increases motor effi- 
ciency up to 50.2%. Motor (B) is more compact, obstructs no breeze. 
Silent Micarta blades (C) and dripless sealed oscillator (D) are pa- 
tented. The guard (E) protects front, side and back. 





MOTION in the sign attracts attention to this handsome “silent salesman” display stand. 
Window displays are also part of the service to dealers. POWERFUL selling helps provided for the dealer include colorful lit- 
Write for 28-page fan catalog and complete information. erature and a series of clever cartoon newspaper cuts. 


Westinghouse Fans 


WESTINGHOUSE ELECTRIC & MANUFACTURING CO., MERCHANDISING DEPT., SECTION HA-334, MANSFIELD, OHIO 
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COLD ROLLED 
STEEL SCREW AND 










STEEL 
BALL ENDS 








POSITIVE LOCK NG 
SCRE 
& FORGED COLLAR 


REMOVABLE HARDENED 
STEEL JAW FACES 


RE MOVABLE 


ESS JAWS 


STEELSLIDE 









ANVIL 
CUT-OFF TOOL 


BACK AND HORN 






POSITIVE TYPE 
SWIVEL 
LOCK BOLT 





SWIVEL BASE 
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The New Columbian Garage & Household Vise 


For years Columbian has pioneered in the 
evolution of this type of sales-getting vise 
--.creating new features, new improve- 


ments and new merchandising aids. 


This agressive leadership is responsible for 


constantly bettered values and 


marketing activities. 


The new All-Red finish gives 
these vises added sales-making 


display value. 











A COMPLETE LINE 
A complete line of vises 
and clamps for the jobber 
or dealer who wishes to 
cover the entire market. 











ae dem 2 CO, | 


The Columbian Line has proved profitable 
and active for jobbers and dealers. It’s a 


friendly line to tie up to. 


For dealers our “Group of 3” garage and 


household vises provides a simplified stock 


of standard sizes and a com- 


plete range to meet all demands. 
It gives the retail merchant a 


better sales set-up... quicker 


turn over and more profit. 





COLUMBIAN VISES 


Manufactured by 


THE COLUMBIAN VISE AND MANUFACTURING COMPANY, CLEVELAND, OHIO 
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Mounted around the handle at the point of greatest strain 
between handle and socket, the ABW Shock Band increases the 
handle strength 21%. 


In combination with the Armor-D handle the Shock Bank re- 
duces the exposed section of the handle stem to 6”. (The average Solid 
Shank Shovel has | 1”). 


In addition to this exclusive ABW feature the top of the socket is 
welded, preventing its spreading and opening under prying strain, and 
the shoulder of socket meets the shock band eliminating the cutting of the 
wood so common in the ordinary shovel. 


2 Rivets are inserted horizontally instead of perpendicularly. In a 
4 prying strain, the top and bottom wood fibres are under pressure. The 
horizontal rivets therefore do not pierce the fibres under tension. 


With Blade, Shank and Socket forged from one solid piece of high 
carbon quality steel, and heat treated, here is a genuine solid shank 
whose performance is outstanding. 





Only ABW Solid Shanks are equipped with the Shock Band— 
ASK YOUR JOBBER 


Aes Batpwin Wyomine Co. 


PARKERSBURG, W. VA. NORTH EASTON, MASS. 
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Write for information, 
weight cards, and 
literature 


























Highest Quality Standard Products 


Also Special Grades for Fabricating and Forming 








ATISFACTORY SERVICE—beginning in the metal- 
lurgical laboratory and ending with unqualified ap- 
proval in the customer’s shop—makes American products 
a most reliable and satisfactory source of supply for Black 
and Galvanized Sheets, Electrical Sheets, Automobile 
Sheets, Enameling Sheets, Special Sheets for particular 
uses, Formed Roofing and Siding Products, Galvannealed 








rises SUSE Batts Sheets, Heavy-Coated Galvanized Sheets, Tin and Terne 
and Heat Resisting Ste: . 

pepe ay Fence Plates, etc. Specify KEYSTONE Copper Steel for uses 
gum quae eheaien requiring enduring service and maximum rust resistance. 











Faas Frick Building, 
rrp BD har, eral Ottices: Frick Build 
| , ns 3 $ 7 " cae ee 











FICES: 





Be. ot ° i 
DISTRICT SALES OF 








CuIcaco, ILL. - The 208.So, La Salle Street Building DeqyRo!tT, MICH, - => General Motors Building PHILADELPRIA, Pa. -o Oe Widener Building 

CINCINNATI, OHIO - . Union Trust Building Houston, Tex. < - Petroleum Building PITTSBURGH, PA. - - - Frick Building | 

Denver, COLo. - + First National Bank Building New York, N. Y. - - - 71 Broadway St. Louts, Mo. - Mississippi Valley Trust Building 
ki Pacific Coast Distributors~Columpia Steel Company, San Francisco, California. Export Distridbutors—United States Steel Products Company, New York, N. Y. 4 
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TO YOUR 
CUSTOMERS 


MAGAZINES 


IN NATIONAL 


TWO STORIES 


ONE MORAL 


TO YOU 
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WHEN THE FAMILY CLOCKS 


GO CUCKOO 
IT'S TIME FOR A TELECHRON 


ITS TIME 








WHEN CHEAP ELECTRICS COME 
BOUNCING BACK 


HERE AND NOW 





FOR TELECHRON 








Two stories. One moral. A pretty 
obvious moral too. ... When other 
clocks go cuckoo, it’s time for 
Telechron. 

That’s the general theme of the 
1934 Telechron advertising. It will 
be given a number of different 
twists—all good-humored and 
amusing. Your clock customers 
will read it regularly in The Sat- 
urday Evening Post, Collier’s, 
Time, The Literary Digest, Ladies’ 
Home Journal, Good Housekeep- 


ing, and House and Garden. 





No. F 53-W — Co tonist - 
sign in Walnut or Maple 
and White Holly marquetry border. White 
enamel dial with gold color border designs. 
Black Roman characters. Height 9% inches. 
Retail eoeee19.75 


Pleasing period de- 
Finish with Ebony 
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But it’s equally sound advice for 
you. If you’re tired of selling 
clocks that won’t stay sold— 
clocks that grow noisy, need wind- 
ing, break down—clocks that come 
bouncing back for repairs or ex- 
change—clocks that lose custom- 
ers for you—then sell Telechron. 
Telechron is well and honestly 
made. Its self-starting motor is 
sealed in oil for smooth, long life. 
Over the years, it has earned and 
kept a reputation for silence, 
accuracy, dependability, and 
excellence of design. 
It is sal- 


able. It means prestige for your 


Telechron is known. 


clock department and full, sure 
profits for you. We’ll send the 
whole story for a penny postal. 
Warren Telechron Company, 43 
Main Street, Ashland, Mass. 


ML 





(Reg. U. S. Pat. Off. by Warren Telechron Co.) 


SELF-STARTING 
ELECTRIC CLOCKS 
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Esai i 
No. 4 F 51 — Terart — A versatile easel type that 
may be used for office or home. Its polished gold 
or chrome finished metal is in striking contrast to 
the glossy black plastic base. Height 5% inches. 
With alarm, ‘‘Signalette,” $9.95. Retail............ $5.95 





No. 7 F 53 — Tetesett — An attractive Butler- 
finish metal case and moulded plastic base make 
this a distinctive alarm clock. Choice of gold color 
case with black or ivory base, or chrome finish case 
with green, black or red base. Height 434 inches. 
Retail $5.95 
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PETERS tubvicates your sales 


WITH 


FILMKOTE 


¢AND THE ORDERS ARE POURING IN 





HIS month, more than one and one-half million people* 
are reading about the greatest advance in cartridges in 
half a hundred years! Peters FILMKOTE! The new, secret proc- 
ess of invisible lubrication dedicated by the Peters Ballistic 
Institute to the science of superfine marksmanship. Get 


in your order for these sales-lubricated cartridges now! 


THE PETERS CARTRIDGE COMPANY, Dept. C-22. KINGS 'MILLS, OHIO 





* That’s the circulation of THR COUNTRY GENTLEMAN, which is carrying this month 
a big, dominating spread on the truer, cleaner Peters FitmKOTE Cartridge. 


PETERS 


AMMUNITION YOU CAN SELL WITH CONFIDENCE 




















22 LONG RIFLE 
AAT RIDGES 
mua suces roworr 
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..-GREATEST OF ALL ADVANCES 
IN RIM-FIRE AMMUNITION 


CARTRIDGE that solves the problem of gun “fouling” 

—that’s FILMKOTE, by Peters! A sensational rimfire .22 
. . - tested and proved —in the laboratory, on the range. 
FILMKOTE insures a uniform barrel condition at all tem- 
peratures.* It is immune to humid, sub-zero and torrid 
storage conditions. Push FILMKOTES —they’ll pull the 
money in! And get set for Fall with the complete Peters 


| line —order from your jobber now. 





* No grease to run off in the sun, foul the bore in icy weather or gum the mechanism. 


PETERS 


AMMUNITION YOU CAN SELL WITH CONFIDENCE 











Nicholson File Advertising makes them 
think of Nicholson Files —think of the 
hardware store. You must make them think 







of your store. Here is the way to do it. 


STOP 








HE Nicholson File Window 
Display is a proven display. 
Actual experience shows it stops 
the passer-by as he passes the 
attention zone of your window. 
This display is done in striking 
colors. It fits your window com- 
pactly. And it ties up your 
store and identifies it with 
Nicholson File National 
Advertising. Send for 
this display today. Free 
to you while they last. 
Nicholson File Company, 
Providence, R. I., U. S. A. 
is, 
US. 









Millions Earn Money 
me NICHOLSON FILES - 
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: Nicholson File Company em 
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1. : Gentlemen: Please send me 
° without charge and postage pre- Street and Number_ = 
® paid the Nicholson File Window 
7 s Display. City and State_ 
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Lami nated— sy com 


Pin Tumbler—Brass C ylinder 


os SERVICE No. 7... a new, smaller size with hundreds of 
new uses heretofore unknown to Master Padlocks . . . at a very 
Si price with quality beyond compare. A rugged, laminated, brass- 
cylinder, pin-tumbler padlock literally filled with super-safety features! 


It’s always news when Master announces a new member of the famous 
Secret Service Series, but this time—with Secret Service protection at 
only 50c—it’s “extra” news that means extra customers and extra profits 
to every Master dealer. 


Order now from your jobber. The same padlock in BRASS is Secret Service No. 8 
at only 75c retail . . . dealer’s price $3 for pack of six. 


MASTER LOCK COMPANY, Milwaukee, Wis. 
W orld’s Largest Exclusive Padlock Manufacturers 
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You expect great things of Norge. 
Its success has been continuous 
and spectacular. Norge dealers 
have piled up new sales records 
and won steadily increasing profits, year after year and 
month after month; they would never be satisfied with 
half-way measures. ® The new Norge will meet your 
fullest expectations. It offers many advantages that 
herald new and greater Norge triumphs, that promise 
still greater profits for Norge dealers. © New depend- 
ability and durability have been built into the new 
Norge. The Rollator, exclusive Norge cooling mechan- 
ism—the great outstanding advantage in refrigeration 


—has been refined, putting it still further in advance. 





Mr ee Oe 


Long ago, Norge set the pace in 
refrigerator design, and the ad- 
vanced, classic beauty of the Norge 
is more appealing than ever in the 
new models. To this beauty is added, in leading 
models, such conveniences as adjustable shelves, handy 
egg basket, butter and cheese rack, frozen-dessert tray, 
Hydrovoir for freshening fruit and vegetables, ice trays 
that always slide out easily, an interior automatically 
lighted as the door is opened, and an improved door 
latch that opens at a touch. @ The practical, efficient 
type of cooperation given Norge dealers is evidenced 
in the Norge franchise—in Norge dealer success. @ See 


the new Norge before you sign. Write, wire or phone: 


NORGE CORPORATION; DIVISION OF BORG-WARNER CORPORATION, 606-670 EAST WOODBRIDGE STREET, DETROIT, MICHIGAN 


Norge Rollator Refrigeration « Electric Washers 


THE ROLLATOR e Smooth, easy-rolling power 
instead of the hurried back-and-forth action of the 
ordinary refrigerator mechanism. Results— more 


cooling power for the current used, and a mechan- 
ism that actually improves with use. Only Norge 
has the vital, exclusive advantage of the Rollator. 


Brotilator Stoves « Aerolator Air Conditioners 
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NATIONAL 

















FLIE launch their 
spring attack 

but National Screen Hardware 

is prepared to meet the foe 





JYVMAdAVH: 


HE annual return of the germ- 
carrying fly is the signal for pre- 


paredness to keep out this intruder. 





Fully aware of the importance of 
adequate screen protection for the No. 91 
sake of health and sanitation, your 
trade is receptive to ideas and 
methods for giving one hundred per 
y cent protection such as is afforded 
by National Screen Hardware. 





The complete screen door sets to- 


gether with the individual accesso- ancanee 


Storm Door Sets 


I 


: = ries illustrated will give definite 


Half Screen Hanger 


assurance that snug-fitting screens 
will prevent the intrusion of flies. 







The special screen hangers illus- 
trated provide for easy removal of 
screens at the close of the season 
oa a when storm doors and sashes can 
Sash Hanger ° e e e 
—— be quickly installed in their place. 
These features in addition to the simplicity of 
installation of National Hardware account for 
their position of preference with exacting buyers. 





TALLER LULLED 





@||! TY) 





Coil Spring 


National Manufacturing Co. 
STERLING - ILLINOIS 


National hardware is sold direct to the retail dealer—a policy 
that promotes quality, service and direct selling cooperation. 





No. 95 Rim Latch 
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there isa NEW DEMAND t= 
GO AFTER IT 


AMERICAN 
BARBED WIRE 
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POULTRY FENCE 
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AMERICAN 
STEEL GATES 

































































DIAMOND 
LAWN FENCE 






















AMERICAN HEXAGON 
POULTRY NETTING 


AMERICAN NAILS, 
TACKS AND STAPLES 
















































AMERICAN STEEL & WIRE COMPANY 


208 South La Salle Street, Chicago SUBSIDIARY OF unre {QS stares STEEL CORPORATION Empire State Building, New York 





94 Grove Street, Worcester AND ALL PRINCIPAL CITIES First National Bank Building, Baltimore 
Export Distributors: United States Stee! Products Company, New York 


Pacific Coast Distributors: Columbia Steel Company, Russ Bldg., San Francisco 
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2 NEW DEALS introducing New 
WINCHESTER FLASHLIGHTS 


ET in on them QUICK—get these smashing, brilliantly colored, new 

6-light semaphore displays on the job—selling for YOU. Selling FAST 

for you. They stop everybody—get their money for a new, attractively low 
priced Winchester Flashlight RIGHT NOW! 


Deal No. 1 display (L9111L) contains 6 No. 9111 Winchester Flood- 
lights. Deal No. 2 display (L9811L) contains 6 No. 9811 Winchester Focusing 
Spot-lights. Each Deal gives you 6 lights—either style as ordered—and 36 
Winchester Super Seal Batteries No. 1511 (packed separately in 3 display 
cartons of 12 each). Flashlight display takes up minimum counter space— 
5Y,” wide, 8/2” long, 14” high over all—but it sure SELLS LIGHTS! 


These new flashlights—real quality—supply a great big growing market— 
profitably attractive to you, Mr. Dealer. Complete with Winchester long life 
Super Seal batteries, they are priced to meet the keenest competition. 


Strong solid brass cases, corrugated non-slip and nickel plated—with the 
“feel” that says substantial merchandise. Non-rolling lens caps. Focusing type 
has new reflector, that won’t drop out when cap is removed. Other improve- 
ments too, making these the very biggest buy in competitive-priced flashlights. 


Your Jobber will supply you promptly. Please write us for latest infor- 
mation on all Winchester Flashlights and Batteries—a complete line and a 
profit-bearing line. 








Winchester Repeating Arms Co., Box40 -T, New Haven, Conn., U.S. A. 





Sell Them |; iia 
the set ¢ a woscrews CORD 


Wood, Drive, Coach, Machine, 
Set, Cap, Thumb SCREWS 


Special Automatic Screw 
Machine Products 
BOLTS, NUTS, CHAINS 
Escutcheon Pins 
Speedometers Tachometers 
THE CORBIN SCREW 
CORPORATION 
THE AMERICAN HARDWARE 
CORPORATION, SUCCESSOR 
New Britain, Conn. 


Warehouses: New York 
Chicago Philadelphia 




















Sets of 9, 11, 17 bits are fur- 
nished in compact cases for 
the convenience of the users. 


It isn’t hard. Every mechanic needs the entire set in hig work, and it 
resolves itself to a question of selling him once or seventeen times. Bring 
out the value of the case, its use in keeping the bits in order and near at 
hand, preventing loss, etc. Try it. 

Forstner Bits are the only bits that are not dependent on a center or a 
level to guide them. They cut from the outer rim. The entire surface is 
at work all the time, no jagged ends; every part of the work is smooth and 
polished. They bore their way through hard, knotty, cross grained wood, 
leaving a smooth hole and clean, polished surface, 

Let ug send you catalogues. Order through your jobber or direct. 





The Progressive Manufacturing Co. 
TORRINGTON, CONN., U. S. A. 
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TO HARDWARE JOBBERS 


STAPLES WAX 


| PRICE AND PROFIT NOT SUBJECT 
TO CUT PRICE COMPETITION 


Staples Wax polishes for retail stores 
are sold almost one hundred per cent 
through the hardware jobber. 
policy we are adhering to most em- 
phatically. 


This means to you, Mr. Hardware Job- 
ber, full protection on our complete line 
of waxes and polishes. 


The Staples line consists of : 
STAPLES PASTE WAX 
STAPLES LIQUID WAX 
STAPLES MIRROR KOTE 


(no rubbing required) 


STAPLES DANCE FLOOR WAX 


(powdered form) 


STAPLES FURNITURE POLISH 
STAPLES AUTO WAX 
STAPLES AUTO CLEANER 


For complete information on the Staples 
line of Wax polishes write or wire col- 


lect. Immediate details will be sent. 


H. F. Staples & Company, Inc. 
Medford, Massachusetts 
Fine Floor Waxes Since 1897 


THE WAX WITH THE 
CLEAN TURPENTINE ODOR 















FULL PROTECTION 


This - 
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STILL THE LOWEST PRICED 


GUARANTEED RED JACKET 
Shallow Well WATER SYSTEMS 


LIBERAL DEALER 
DISCOUNTS 


Red Jacket offers the same high quality and 
fine workmanship as always. They are the 
lowest priced shallow well water systems in 
the field. Red Jacket dealers have a quick 
turnover and good profit. 


Model 1150. 250 gals. per hr. 
Water lubricated. Economical 
to operate. Quiet, compact, 
well balanced. 


Model 1153-C. 350 gals. 
per hr. Rigidly construct- 
ed of the finest materials. 
A new, efficient model. 


Liberal Discounts 


Our dealer discounts are no 
less than they were in 1933. 
We maintain our discount 
schedule in spite of the fact 
that both material and labor 
costs have risen. Our liberal 
discounts will enable you to 
sell the lowest priced shallow 
well systems at the largest 
profit. 


All models available with gas 
engine. Also complete line of 
hand, windmill and three-way 
pumps. Write for new Catalog! 


RED JACKET MFG. CO, 


Iowa 


Model 1155-C. 500 gals. per 
hr. A compact, sturdy unit. 
Unbeatable for heavy require- 
ments. 






Davenport 


WATER SYSTEMS ann DEEP ‘WELL POWER HEADS 
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STANLEY 


HINGEWARE HAND TOOLS 


Gw) 


NEW BRITAIN, CONN. 














OUTSTANDING PERFORMANCE 


Again Myers engineers have triumphed in the development and 
introduction of Myers Centrifugal Pumps. Precision, balance 
and smoothness of operation are matters of record. High ef- 
ficiency and absolute dependability are thoroughly established 
Performance has been outstanding. Users everywhere report 
complete satisfaction. Every day finds new dealers stocking 
this splendid line. That briefly, is the answer to the success of 
Myers Centrifugal Pumps and their rapid acceptance by pump 
dealers the country over. 














Our new Centrifugal Pump Cata- 
log, No. CT34, is complete with 
illustrations and descriptions of 
the different styles and sizes in 
which Myers Centrifugal Pumps 
are now built. If you have not 
received a copy and desire de- 
tailed information write us im- 
mediately. 


The F. E. Myers & 
Bro. Company 


ASHLAND, OHIO 


PUMPS — WATER SYSTEMS — HAY TOOLS — DOOR HANGERS 
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[QUALITY 





The nation's new buying power 
is re-discovering the economy 
of time, labor and money that 
results from quality merchan- 


Stock HOLTITE Screws and Bolts— 





dise. 
the products with an established reputation 
for quality. 


WOOD SCREWS; STOVE BOLTS; NUTS; RODS; 
WASHERS; RIVETS; ESCUTCHEON PINS; HARD- 
ENED "THREAD-FORMING" SCREWS for making 


fasteriings to sheet metal. 


Order through your jobber. 


CONTINENTAL SCREW Co. 


New Bedford, Massachusetts 
(Office and Factory) 


Seuthern Branch «+ 1421 Fort Street, Chattanooga, Tenn. 
Western Branch «+ 6529 Russell Street, Detroit, Mich. 
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THIS ONE IS 
THE PROFIT 
MAKER 






HERE’S WHY!!! 
An exclusive profit-making feature of 
genuine Al. Foss Pork Rind —it does not 
spoil (no losses); no disgruntled customer. 
Al. Foss Pork Rind-gives you at least twice 
as much profit on each sale as the cheap, 
low priced kind. It’s the most heavily ad- 
vertised bait on the market today. Demand 
will keep up. 
Why not end your pork rind troubles—order 
genuine Al. Foss from your jobber today. 


THE AMERICAN FORK & HOE COMPANY 


Sporting Goods Division Box 33 Geneva, Ohio 


AL. Fos5—— 


PorK RIND BAITS 
eummees Al RUE TEMPER PRODUCT 











Maximum Success at Minimum Mailing Cost When You Use 


Tell °Em Your Story 


HARDWARE AGE 
Direct Mail Addressing 


Hardware Retailérs with Names and Addresses Verified and Corrected 
Right Up to the Minute of Addressing 


Addressed According to Annual Sales Volume as follows— 


12364 MAJOR HARDWARE RETAILERS whose 
sales exceed $30,000.00 annually and who ac- 
count for more than 80% of all hardware retail 
sales. 

7091 HARDWARE RETAILERS whose sales are 
between $20,000.00 and $30,000.00 annually. 

16473 HARDWARE RETAILERS whose sales are 
less than $20,000.00 annually. 


Only our many years’ daily contact with the hard- 
ware trade publishing HARDWARE AGE and 
HARDWARE AGE VERIFIED LIST makes possible 
such An Addressing and Mailing Service Nowhere 
Else Obtainable. We Gladly Make It Available to 


You at Rates that are Extremely Moderate. 


WRITE FOR PRICES 


HARDWARE AGE DIRECT MAIL ADDRESSING DEPT. 


239 West 39th St., New York 


Gentlemen: 


[> ENVELOPES 
[] BROADSIDES — to — 
[> CIRCULARS 


FIRM NAME 
Official .. 


Kindly advise me your charge for addressing a mailing as checked. 


[] 35928 Hardware Retailers (Complete List). 

() 12364 Major Hardware Retailers whose sales exceed $30,000.00 Annually. 
[) 7091 Hardware Retailers—sales $20,000.00 to $30,000.00 Annually. 

[] 16473 Hardware Retailers—sales less than $20,000.00 Annually. 


Address 
Title 
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EXCLUSIVE FEATURES 
Found only in the 





Zenith Patent 
Overhead Agitator. 


Zenith Patent 
Clothes Separator. 


That 


actually 
make Sales for You! 


The Zenith has everything that any other washer has 
and many advantages not found in any other line. 
Ask about its 

EXCLUSIVE SALES FEATURES 


GOOD DEALER’S MARGIN ENTHUSIASTIC USERS 
LOW SERVICE COSTS 


ZENITH MACHINE COMPANY 
Makers of Quality Washers for Twenty Years 


General Offices - 257 So. Ist Ave. E., Duluth, Minn. 
New York - 20 Vesey St... Chicago - 1416 Merchandise Mart 


Zenith All Aluml- 
num Split Wringer. 






G 
CoS in Fumble Sumbler 


EXTRUDED METAL  PADIOCK S 


The Corbin Extruded Metal 
Padlocks afford the greatest 
security, 
strength and 
durability, 
thru exclu- 
sive special 
features in 
pin tumbler 
construction. 
Their worth is proven by 
their consistent satisfactory 
performances at all times 
and under all conditions. 


CORBIN CABINET LOCK CO. 


The American Hardware Corporation, Successor 


NEW BRITAIN, CONN,., U. S. A. 


NEW YORK CHICAGO PHILADELPHIA 














TREASURE 


Buried Where 
Digging’s Easy 
see 


AKE HARDWARE 





AGE your chart 
to help you find the 











way to increased sales. 


——— Ideas, tried and suc- 
cessful are deposited in 
the pages of each issue. 


A little light digging 
and they’re yours to use 
and profit by. 

The advertisers, too, 
offer helpful ideas to 
the wide awake hard- 


ware man. 





read 
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Straight Line 
Poultry Fence 
Is a Big Seller 


Every roll made from 
high grade Open Hearth 
Copper-Bearing Steel in 
our own mills. We con- 
trol every operation from 
raw material to finished 
product. A perfect com- 
bination of Mesh and 
Gauge Wire that hangs 
straight, stays tight and 











DOES NOT BUCKLE OR SAG 
No top or bottom support required. Twist is secure 

cannot unwind. Lays flat when unrolled. Widths 
12” to 72”. Mesh 2”. No. 19 or 20 wire. 1” Mesh 


No. 20 wire. Galvanized before or after weaving. 

150 ft. bales. Ask your Jobber Z OUR CONDENSED Catai 

for Prices. et 
© 
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Salesman Bill is out in all weather 





To help you make your business better. 


Do you want to keep him busy and gay? 






Then give him an order when he comes your 






way. 





What a difference from this same month a year ago! What a difference from any March 
in the last four years! 







Can you recall any other single year that has so vitally affected your business life as the 
one ending this month? 






Instead of those reports that the depression would soon be over, that better times were 
“just around the corner," you have the actual evidence of your own cash register. 






Everywhere we find increasing proofs of revival. Unlike past depressions, however, we are 
coming out of this one with a definite plan for the future. 






Instead of the profit-destroying, cut-throat competition of the past, we are assured of some 
measure of fair regulation. 










The hardware industry promises to be on a much more satisfactory basis than ever before 
with the medium of manufacturer to jobber to retailer generally recognized as the most 
economical method of distribution. 










Take stock of your present purchasing methods. Are you "spreading it out pretty thin" 
between four or five jobbers, not to mention several manufacturers? There's no percentage 
in that for any of them, but plenty of extra effort on your part. 










Why not tie up as closely as possible with one or two houses best suited to fill your needs? 


Naturally, we want "WORTHINGTON" to be in the picture and 


that means we expect to "deliver the goods." 







THE GEO. WORTHINGTON CO. 
1829 ~> CLEVELAND, OHIO ~~ 1934 
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STEEL WOOL Pili 





Making a big hit with 
steel wool users everywhere 


Nationally Advertised ! 






ERE is real news for steel wool users—and a real pages and quarter pages in The Saturday Evening 
opportunity for hardware dealers. Sun Ray Post—reaching big and small users in your com- 
Layer-Built Pads—a product that will make your steel munity. Store display material free to every hardware 
wool business more profitable right now and in the dealer. Write for it. If you are not handling Sun 


Ray Steel Wool, send for free sample pad, prices and 


good years ahead! - 
full information. 


Steel wool pads—built in layers—a fresh, clean surface 
instantly ready by turning back each used layer. 
Long, strong strands—running parallel—for faster THE WILLIAMS CO. 
cutting, cleaning, polishing. More efficient work. Dept. H-3. London. Ohio 
Economy instead of waste in using steel wool! , , 











Here is steel wool in its most practical form. And to 
give your sales a quick start we are advertising Sun 
Ray Layer-Built Pads on a big national scale. Half 







‘had 









16 Pads to 
the package~ 
7 grades. 


We appreciate it 
when you specify 
Sun Ray Steel Wool. 
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Greatest Bicycle News Since the Invention of the Coaster Brake 
THE NEW SIMMONS “HI-LO” GEAR 


TWO SPEEDER 


THE BIKE WITH THE GEAR SHIFT 










Just in time for the opening of the 
spring and summer bicycle season. 
A new Simmons Westminster model 
with a feature No Other American- 
Made Bicycle Has — the new exclusive “Hi-Lo” two-speed gear. 


Simple in construction and operation. Revolutionary in performance. 
A two-speed transmission built right into the pedal assembly. Speed 
on the level stretches at a gear ratio of 3 to 1. Then with instant 
shifting of the gear lever, the ratio is 1 to 1, with plenty of easy 
power for steepest hills. 


Grownups are cycling, too. But young or old — whoever wants a 
bicycle will want the new two-speed model. 


It’s your chance to run awaywith all the bicycle business in town, if you 
act now. Orders filled in rotation as received. Mail coupon today. 


SIMMONS HARDWARE COMPANY ¢ ST. LOUIS, MO. 


The Recollection of QUALITY Remains Long After the PRICE is Forgotten 
—E. C. Simmons 


SIMMONS HARDWARE COMPANY, St. Louis, Missouri. 


Gentlemen: This store is interested in introducing the new gear-shift model in this 
territory. Have salesman call and rush information and prices on the New Simmons 
Westminster ‘‘Hi-Lo’’ Gear Bicycle. 


Firm Name 
Address 


Signature 
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A HIGH-GEAR for straightaway speed 
FREE-WHEELING on the downhill coasts 


And a special LOW GEAR 
for uphill POWER... 





SHIFT FORWARD 


into high. Wheels make three rev- 
olutions to every turn of the pedals. 


SHIFT BACKWARD 


into low. Wheels make one revolu- 
tion to every turn of the pedals. 





Westminster 
De Luxe Equipment 


Frame of |-inch seamless steel tub- 
ing. Motorcycle-type truss fork, 
parking stand, luggage carrier, 
handlebars and horn; bucketseat 
saddle and rubber pedals (ball 
bearing). New Departure coaster 
brake, Chromium-plated electric 
spotlight, guards and wheels (rust- 
proof spokes). U. S. chain-tread 
balloon tires, 3/16-inch Diamond 
Roller chain, reflector tail light. Col- 
ors: black and white, and maroon 
and white with gold outline edging. 


No Foreign Parts in this Assembly 
A 100% American-Make Bicycle 
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Suspended-Type Cooling 
Unit—for Summer use. 
Compact, efficient, pow- 
erful. To be suspended 
from the ceiling or con- 
nected to wall ducts. 





Supended-Type Comfort Unit—for 
all-season, heavy-duty Air Condi- 
tioning. To be suspended from the 
ceiling or connected to wall ducts. 





Refrigerating Machine Unit—one 
of the big multiple-ton models de- 
veloped for Air Conditioning. Other 
units for every fractional-ton need. 







Water Cooler—one of the efficient, 
self-contained models. Available in 
a wide variety of finishes, capacities 
and outlet fixtures. 
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SWIFTLY, surely —Servel is taking the 
lead in Air Conditioning. 

Why? Because Servel has actually 
matched the potentialities of this fastest- 
growing new giant industry with ad- 
vanced equipment for every need. Be- 
cause Servel’s aggressive sales program 
assures volume and profits for those men 
who get into Air Conditioning now. 


Look at the line! Floor and ceiling 
comfort units for year-round use! Self- 
contained room coolers! Massive new 7- 
ton and 10-ton compressor units! 


Plus —the world’s foremost Commer- 
cial Refrigeration equipment, with a 
market already established in your local 
territory. Refrigerating machines for 
every capacity! Humidraft chilling units 
for triple-controlled refrigeration! Self- 
contained milk coolers! Water coolers! 
Beer bars! 


Here’s the line that’s destined to make 
Air Conditioning history. Distributor and 
dealer franchises are still available in 
some cities. Wire or write today for de- 
tails. Servel Sales, Inc., Evansville, Ind. 


* True Air Conditioning does many things 
... cools and dehumidifies in Summer. . . 
heats and humidifies in Winter . . . circu- 
lates, filters, ventilates the year ‘round. 
Servel Air Conditioning is true, complete 
Air Conditioning. 


»™ Condélizes ing 


AND COMMERCIAL REFRIGERATION 


Self-Contained Cooling 
Unit—for Summer use. 
This “‘package job” can 
be installed anywhere 
with ease, and removed 
during Winter. 












Floor-Type Comfort Unit—for the 
year-round control of the tempera- 
ture, humidity, cleanliness, volume 
and distribution of air. 





L 


Self-Contained Milk Cooler—com- 
plete with refrigerating machine 
unit and cabinet. A low-priced 
feature for dairy territories. 








Self-Contained Draft Beer Bar— 
complete with refrigerating ma- 
chine unit. Also compact bar in- 
serts for modernizing old fixtures. 
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VISIT THE GORGEOUS EXHIBIT OF 
MILLER’'S NEW 100% UNBREAKABLE— 
100% WASHABLE RUBBER DOLLS—AT 
200 FIFTH AVENUE, N.Y.—APRIL 9-30, AND 
LEARN A NEW EASY WAY TO PROFITS 


@ Smart merchandisers by the thousands are catching on to 
this easy way to make big extra profits. All you do is put 
Miller Rubber Dolls in sight—and they are snapped up by 
your customers. No child is ever satisfied with an ordinary 
doll after seeing and feeling the amazing flesh-like quality 
of these rubber dolls, the nearest thing to a human baby. No 
parents will buy any other kind when they learn that Miller 
Rubber Dolls are 100% unbreakable, have movable eyes, 
head, limbs, yet can be washed constantly without the slight- 
est damage. The “skin” positively will not check, crack, 
or peel, like ordinary compositions. 


This year, during the Toy Fair in New York at our 


permanent exhibit, 200 5th Ave., Miller will introduce a And priced to sell fast. Visit our display, Room 336, 
new sensation. Something never before seen in the trade. 200 Fifth Ave., N. Y. It will be money in your pocket. 
An entirely different type of doll, so human it almost talks! Miller Rubber Products Company., Inc., Akron, Ohio. 
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A PRICE-MAINTAINED SPECIAL 
WITH A FULL PROFIT 


ANY times during the past year, since the 
O-Cedar Price-maintenance Policy* be- 


ere 








came effective, our retailers have said: ““Give us 
an Q-Cedar Special on which we can make our 
full profit.” 


We have done it, gentlemen, by taking the 
wallop ourselves and making for you a Spring 
Special in which your customers will immediately 
see the saving and extra value for their money. 

This Special is a combination of a regular 50c 
pint can of O-Cedar Self-Polishing Wax and a 
beautifully designed sturdily built duster that 
has been especially made for this combination 
offer. This duster is not a regular item in the 
O-Cedar line and will not be put into the line 
after this offer has been withdrawn. 

Never before have housewives been offered so 


great a value in standard branded merchandise 


of this kind for 89c. 





1934 


1 








This O-Cedar 1934 Spring Speciai 
consists of : 


1 full pint (50c) size O-Cedar Self-Polishing Wax. 
The quick-drying, no-rubbing wax that stood up 
under the traffic of 23,000,000 pairs of feet during 
the 1933 Century of Progress World’s Fair. 

1 full quality Special O-Cedar Duster made up 
to O-Cedar standard—not down to special price. 


1—48” yellow lacquered handle. 


O-CEDAR CORP’N 
4501 South Western Blvd., Chicago 











“Strict price-maintenance 1s the 
surest way to stop unprofitable 
price-cutting and assure retailers 
their legitimate profits. We shall do 
everything possible to prevent dam- 
aging price-cutting on O-Cedar 


* THE 
0-CEDAR 
POLICY... 
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In January 1933,O0-Cedar declared: trade-marked merchandise and are 


determined to have no further deal- 
ings with those not in accord with 
this policy.” We pledge the continu- 
ation of this policy that has proved its 
merit over a period of fifteen months. 


O-Cedar Corp’n 
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NOow—A NEW AND GREATER 
GENERAL ELECTRIC 
INSTITUTE 





New home of General Ele 
ew 


"THE new General Electric Institute is a 
training school for the electrical industry, dedicated to 
the ‘‘New Science of Seeing,’’ to the Art of Illumination 
for Commerce and Industry, and to the Complete Electri- 
fication of the American Home. 


The new General Electric Institute unites, under one 
roof, the former Lighting, Kitchen and Refrigeration In- 
stitutes, to create a new and greater Institute of Electricity. 
Here is an ever-changing panorama of electrical progress. 


The General Electric Institute is more than an exposi- 
tion. Here, under the guidance of specialists, is taught and 
shown everything that is new in lighting for home, store, 
factory, street, photography and all applications of lighting 
for life and work. 


Today, with the ‘‘New Science of Seeing’’ still in its 
infancy, the value of the new General Electric Institute 
as an educational center for Edison MAZDA lamp agents, 
cannot be too highly stressed. General Electric offers 
you a course of training, without charge, in the General 
Electric Institute, as a new and greater service to help you 
sell more lamps. General Electric Company, Nela Park, 
Cleveland, Ohio. 






Miniature 
streets 


GENERAL 


ELECTRIC 
helps you to 
sell more 
lamps 


Your customers look for this MARK 





DO THESE 3 THINGS 
AND YOU WILL SELL MORE LAMPS 


1. Put in the Edison MAZDA lamp display every 
time you receive it. 

2. Take one of our current magazine advertisements 
and build a massed display of Edison MAZDA 
lamps around it. 

3. Ask people to buy. Every home needs more and 
higher wattage lamps. 











EDISON MAZDA LAMPS 
GENERAL @ ELECTRIC 
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The Hardware Dealers Magazine 
March 1, 1934 PUBLISHED EVERY OTHER THURSDAY 





Proposed Supplemental Wholesale Hardware Code Would 
Take Dealer-Owned Jobbing Houses, Chain Stores and 
Mail Order Houses Off Wholesale Lists 


PRELIMINARY draft of the proposed, supplemental, wholesale hard- 
ware code has been prepared by the National Wholesale Hardware 
Association and distributed to its members for further suggestions 

and discussion. The outstanding changes proposed are under “definitions.” 
A clause, (not included in the basic wholesale code) has been inserted 
which would take away the wholesaler status from dealer-owned wholesale 
houses, chain stores and mail order houses. This reads: “The terms ‘whole- 
saler’ shall not include concerns which sell or distribute predominantly to 
customers or stores in which they have a controlling financial interest nor 
shall it apply to distributing companies in which retailers have a primary 
interest.” 


Elsewhere under “definitions” the much discussed “‘and/or” is recom- 
mended for omission, so that a wholesaler is defined as selling to retailers 
for resale “and” to large industrials, etc., instead of being defined as 
selling to retailers for resale “and/or” large industrials, etc., as stated in 
the basic wholesale code. 


This preliminary code draft also includes somewhat conflicting opinions 
(by N.W.H.A. members) on datings, code administration operations, con- 
signed goods, jobbing points, etc., all of which including the proposed 
“definitions” changes are subject to further changes before the N.W.H.A. 
prepares a final draft for public hearing submission in Washington, D. C. 


More complete details on the proposed, supplemental wholesale hard- 


ware code will be published in the next issue of HARDWARE AGE. 
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“Happy” Customers Always “Come Back” 


Thousands like this Buf- 
falo carpenter have found 


that ATKINS SILVER 





" ATKINS No. 65 Ship Point 





Made of SILVER STEEL, the most 6 7 . a 
popular saw on the market. Straight STEEL SAWS are cheap- jaa on eee ae 
back. 
° 99 Adjustable to 8”-12" blades. Has 
er in the long run” be- Easy-Grip Handle. 


cause they last longer, per- 
form better.—So they al- 
ways insist on ATKINS... 





w a way 


; ATKINS Products have ATKINS SILVER STEEL 
- 3lades 
prescott ag age tig kew been winning and holding Famous everywhere hecause they’re 
‘ompanio o No. 65 excep as skei guaranteed to cut more metal last 
back. SILVER STEEL. ‘ong p 
cecal , such customers for dealers longer. 


everywhere . . . Concen- 


trate on SILVER STEEL 


WE iP SAWS and get your share 
— of profit! 





ss 
ATKINS No. 16 Feather- 
Weight Trowel 

Made of SILVER STEEL; aluminum 
mounting. Perfectly balanced. Easy to 
handle. 


—_—oE aa 
ATKINS No. 3 Nest 
Adjustable handle; Compass; Keyhole 
and Metal Cutting Blades. SILVER 
STEEL. 





Be sure you have an adequate stock of ATKINS SILVER STEEL Hand Saws, Small Saws, 
Hack Saws, Pruning Saws, Saw Tools, Trowels. Order from your jobber TODAY—If he 
cannot supply you, write to us for prompt service. Get ready for increased demands for 
quality tools. 





40 HARDWARE AGE 




















— 





A se | a ee 


HELPFUL HINTS 


By ROBERT PILGRIM 








BARGAIN TUBS— 
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A GOOD WAY TO SELL DAMAGED GOODS— 
ONE HARDWARE STORE HAS USED THIS 
METHOD TO DISPOSE OF MERCHANDISE WHICH 
WAS UNGALEABLE BECAUSE IT HAD BEEN 
DENTED, CHIPPED, CRACKED OR BENT 








STOCK BINS MADE FROM GALLON 
VARNISH CANS ARE. USED BY THE 
STANDARD HARDWARE STORE, OF CHICAGO 








SHELF 


PIPE STRAPS SOLIO CURTAIN 
SOLDERED OR BOLTED ROD 


SENT IN 6Y LOUIS A.MANOEL CHICAGO 


FOR EXTRA SALES — DISPLAY THESE 
ARTICLES WITH GUNS —SHELLS (SHOTGUN)- 
BELTS—-HUNTING COATG— CANTEENS— 
HUNTING CAPS—COMPASSES-GUN GREASE- 
COOKING UTENSILS -HUNTING KNIVES~ 
HUNTING CAPS-CAMPING LANTERNS- 
































ANY ARTICLE THAT 
HAS BEEN IN THIS 
STORE 6 MONTHS OR 

MORE IS A 


WHITE 
ELEPHANT 


WHITE ELEPHANTS 
EAT THEIR HEADS 
OFF IN RENTS LIGHT, 
INSURANCE INTEREST, 
CLERK HIRE AND 

| GENERAL EXPENSE - 
REAL BARGAINS onal 
FOR. YOU ‘ o* “2 
Se 2 aa 

: C a 


F 










e. as : ; 


— A SEATTLE STORE HELO A WHITE ELEPHANT” 

|! SALE TO CLEAR THEIR SHELVES OF MERCHANDIGE 

|| THAT HAD BEEN THERE 6 MONTHS OR MORE- 

|} ALARGE WHITE ELEPHANT WAS DISPLAYED IN 

“_ THE WINDOW AND BARGAIN HUNTERS WERE 

_____ INVITED TO COME IN AND TAKE ADVANTAGE 
OF LOW PRICES 














THE CITY HARDWARE CO. OF FORDYCE, 
ARKANSAS ATTRACTS PEOPLE TO THEIR 
STORE BY HAVING A FREE WEIGHING 
SCALE CLOSE TO THE FRONT DOOR — 
75 PEOPLE VISIT THE STORE DAILY 
TAKING ADVANTAGE OF THE OFFER-IT 
HELPS STORE TRAFFIC-SANS L.E. 
TOMLINSON, OWNER ——~ 





















GENT IN BY L.£. TOMLINSON 
CITY HAROWARE co. 
FOROVCE, ARKANSAS 
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Power Tools Are a Big Line 
at Swanks, of Johnstown, Pa. 


By J. M. WITTEN 


Associate Editor, Hardware Age 


to man’s natural creative in- 

stinct for building things, has 
developed a big and steadily increas- 
ing power tool business for the 
Swank Hardware Co., Johnstown, Pa. 
The firm was one of the first hard- 
ware firms in the country to visualize 
the profit possibilities of home wood- 
working equipment, and began han- 
dling the line about six years ago. 
A large stock was ordered and promi- 
nently displayed on several open top 
tables in the firm’s impressive tool 
department. For the first two years, 
sales in the line were rather disap- 
pointing. 


Or: and appealing 


Power tools being new to most 
prospects, Swank’s had to plan a 
sales attack. Early experience proved 
that the most important sales step 
was to arouse the interest of pros- 
pects through showing power tools 
in actual use. The average prospect, 


How one hardware store puts large volume 
building line on a lively merchandising 
basis by sponsoring home handicrafts 


the firm found, is fascinated by such 
a relatively simple job as turning out 
a chair rung on a lathe. Most men’s 
fingers “itch” to undertake a similar 
task. Having learned this, the firm 
laid out its main plan of attack— 
cultivating and appealing to man’s 
inherent instinct for making things 
with tools. The plan promptly began 


to bear fruit and in 1930 sales had 
increased until it was a volume line, 
accounting for a substantial profit. 
The firm’s sales volume in home 
woodworking equipment, accesso- 
ries, and closely related supplies is 
now averaging around $15,000 
annually. 

Ten or twelve complete woodwork- 


Th D The impressive and inviting display of power 
e epartment tools and accessories in the Swank Hardware 

Co., Johnstown, Pa., creates many sales. Prac- 
tically every tool, accessory, or supply needed by the home craft hobbyist is carried 


and displayed in a most effective manner. 


Many convenient electrical outlets permit 


the immediate operation of any type of power tool on display. The department occupies 
a prominent location just to the right of the main entrance. 
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on. © Swank’s Homecraft Exhibition, shown above, attracted 2,500 people to the store during the week it 
The Exhibit 


was in progress. 


175 articles were entered in the exhibit and contest by eighty handicraft enthusiasts. 


Plans for an even larger similar event are already being made by the firm for next year. 


ing machines of various types are 
always shown in the tool department 
conspicuously located near the front 
of the store on the main sales floor. 
Six or more open top display tables 
nearby are exclusively devoted to 
power tool supplies and accessories. 
Several electrical outlets are avail- 
able and all machines displayed can 
be quickly placed in operation. Mo- 
tion always catches the eye and when 
the motion produces a useful, pleas- 
ing object it is doubly fascinating. 
Therefore, at every opportunity H. EF. 
Platt, who has charge of the tool 
department, and who is a good crafts- 
man, demonstrates the machines in 
actual use. All of the “odd jobs” 
and repairs to store equipment, office 
furniture, and damaged merchandise 
that require wood sawing, turning, 
shaping, planing, etc., are turned out 
on the machines on display. Usually, 
as soon as Mr. Platt starts a small 
job of this kind a crowd of specta- 
tors begins to gather. Often before 
he has finished twenty or more atten- 
tive men are in the audience. As a 
rule two or three good prospects are 
in the group. Mr. Platt quickly 
“spots” those showing a keen inter- 
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est and makes the most of the 
opportunity. 

In closing the sale this store has 
found a practical work shop, where 
the prospect can try out the machines 
for himself, a big asset. Swank’s 
shop is located on the third floor, 
easily reached by elevators. Here, 
the prospect is more at ease in at- 
tempting to use a power tool for the 
first time. There are none of the dis- 
tractions of the main sales floor. The 
proper atmosphere is provided, and 
the “muss” of sawdust and shavings 
is no problem. 


Stages Special Tool 
Demonstrations 


In addition to this almost continu- 
ous demonstration of power tools, 
the firm has made it a practice dur- 
ing the past three years to stage 
special demonstrations. Factory rep- 
resentatives are usually present, 
attracting much attention with lathe 
work, such as table legs, bowls, pin 
trays, and saw work such as small 
rockers, etc. Exhibits and demonstra- 
tions are staged at two county fairs 
in the firm’s territory. 


An article published in HARDWARE 
AcE about two years ago brought 
about Swank’s most recent idea for 
accelerating the local power tool de- 
mand. The article mentioned “Re- 
kindling Tool Interest” (H. A., April 
7, 1932, p. 30) described a Home- 
craft Exhibition and Contest staged 
by the Schlafer Hdwe. Co., Appleton, 
Wis. Swank’s decided to conduct a 
similar event, which has just closed, 
and which was very successful. One 
hundred and seventy-five different 
pieces were entered in the contest by 
eighty home handicraft hobbyists. 
Several contestants came from points 
thirty miles away. The exhibition 
embracing many unique objects, re- 
flecting unusual skill, and represent- 
ing untold hours of work, was held 
on a large balcony in the store. It 
was viewed by an estimated crowd 
of 2500 persons, who could not help 
but have their interest quickened by 
the exhibit. Its influence, for this 
reason, will be of lasting benefit. 
Plans, on a larger scale, are already 
being made for next year’s event. 
Some of the entries in this year’s 
contest were very unusual. 

Three of the unique exhibits, for 
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Th Wi d In Swank’s Hemecraft Exhibition, the three window 
e In Ows displays shown above were used at the same time. 
The windows were trimmed by Harold Reed, the 


firm’s display man, and were especially interesting. Several outstanding examples of 
homecraft work were shown in conjunction with the power tools and accessories 


featured. 


example, were the entries of M. L. 
Yingling, Lilly, Pa. One consisted 
of 75 pairs of pliers carved with a 
jack knife on one large wooden pair 
of pliers. The second was a wooden 
chain, five feet long, having three 
inch links, the chain being eighteen 
inches longer than the piece of wood 
from which it was carved. The third 


4A 


was an ingenious bird house that was 
a prize winner. It had four rooms 
and five porches and was joined to- 
gether without relying on any usual 
form of joining. 

Swank’s Homecraft Contest was 
held the week of Feb. 12th to 17th 
inclusive, a timely period, as the fall 
and winter months constitute the best 





selling seasons. Entries were first 
divided into two age groups—Juniors 
under 17 years of age, and Seniors 
over 16 years of age—Professionals 
barred. 

The entries of each of these two 
groups were then divided into three 
Models; Carvings, and Fur- 
niture. In the model class—planes, 
boats, coaches, houses, etc., were eli- 
gible, and in this class the basis of 
awards was—accuracy of proportion 
50 points; care of finish 25 points, 
and completeness of detail 25 points. 
In the carving class, any piece of 
work, large or small, carved or whit- 
tled by hand, not machine work, 
was eligible, and in this class the 
basis of awards was—art value, 25 
points; originality, 25 points; in- 
tricacy, 25 points, and skill in execu- 
tion 25 points. In the carving class 
any usable piece of furniture for the 
home, made by hand or machine, to 
be judged for skill and not for inlay 
or carved work was eligible, and the 
basis of awards in this class was— 
accuracy of construction, 50 points; 
workmanship, 25 points, and finish 
(not decoration) 25 points. 

A first, second and third prize was 
awarded in each age group and in 
class, a total of 18 prizes placed in 
order of points. A provision was 
made for awarding each tying con- 
testant with duplicate prize in the 
event of a tie. Prizes were—Models 

first, $5.85 jig saw; second, $3.50 
plane, and third, $2.25 drill. Carv- 
ing—first, $9.00 carving set; second, 
$4.50 vise, and third, $2.50 grinder. 
Furniture—first, $12.65 lathe; sec- 
ond, $5.00 brace, and third, $2.75 
saw. 

Three attractive windows were 
used for the event and the adver- 
tisements used are shown. News 
stories were used by both local pa- 
pers published on various aspects of 
the Homecraft Show. At the exhibit 
salesmen were always in attendance. 
Visitors were given cards to be filled 
out with name and address and then 
returned indicating their interest in 
handicraft, checking, in the spaces 
provided, what power tools they have 
of eight listed on the card. 

As an added inducement for enter- 
ing the contest, Swank’s gave every 
entrant a useful, though inexpensive 
souvenir. After announcing the con- 
test, the firm was concerned for a 
time that so few entries were re- 
ceived. It developed, however, that 
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most of the entrants waited until the 
day of the contest to bring in their 
entries. More adults than boys en- 
tered the contest, although a special 
effort was made to acquaint Boy 
Scout organizations, etc., with the 
details of the event. While boys 
should not by any means be neglected 
in planning similar contests, Swank’s 
experience will probably prove rep- 
resentative. Few boys have the means 

purchase power tools, and few as 
yet have homecraft as their principal 
hobby. In contrast, it is estimated 
that 750,000 men have homecraft of 
one kind or another as their favorite 
leisure-time pursuit. Most of Swank’s 
power tool business is derived from 
lawyers, steel company executives, 
attorneys, clergymen, retired railroad 
men, doctors and others of similar 
standing and means. Swank’s find 
that an expenditure ranging from 
$325 to $350 is required to com- 
pletely equip a home workshop with 
power tools, but a complete outfit is 
rarely sold as a unit. 
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The Publicity ?.°. 


town 
papers carried news stories on Swank’s 
Homecraft Exhibition as the event had 
real news value. In addition, the firm 
used two ads in both papers to announce 
the show. 


Usually, a lathe is the first power 
tool purchased, to be followed by a 
jig-saw, band saw and circular saw, 
with other machines being bought 
still later. The firm makes it a prac- 
tice to recommend buying a motor 
for each tool. This increases the cost 
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Th Sh Here in Swank’s practical workshop located on the third floor, an 
e Op interested prospect c: y ve s, Wi é 


an try out the power tools, without fear 


of being embarrassed by his inexperience. The distractions 
of a more conspicuous location are also eliminated and sawdust and shavings are 


no problem 


Copy of the Provisions as Appearing on 
Official Entry Blank 


SWANK’S HOMECRAFT WEEK 
FEBRUARY 12TH TO 17TH 


Swank’s will conduct an exhibit and contest 
in Homecraft Articles in their large Third 
Floor display room, February 12th to 17th. 
Any article made of wood (metal hinges, locks, 
braces, etc., excepted) by any amateur in his 
home workshop is acceptable. 


Swank’s want every homecraftsman to enter 
this exhibition. There are hundreds of items 
such as lamps, tables, doll furniture, desks, 
bird houses, models of all kinds, and art and 
puzzle carvings which will interest other 
craftsmen. 


THREE PRIZES—A First, a Second and a 
Third, will be awarded according to the judges’ 
rating in each of three groups, namely: 
MODELS, CARVINGS, FURNITURE. 


The Judges’ Committee will consist of two 
teachers of manual training and one practical 
cabinet maker. Judges’ decision to be final. 
Contest free to all amateurs. No entry fee 
required. See prizes in our display windows. 
SWANK’S HOMECRAFT EXHIBITION 


I will enter the following pieces for display and 
certify that they were made by me. 


Insurable 
VALUE 
RA EES DEE Te Ce oe = Ditauhadswees 
iki caGssa cursdadpeeeainonae CA 
hcdacia sive ea baa anche, eu Diino eer ee 


a.—Any number of articles may be displayed 
by one person but he can win only one 
prize. 


b.—Articles must be delivered before noon, 
Saturday, Feb. 10th, and called for after 
Feb. 17th. 


c.—We are not responsible for any damage to 
any article due to handling or accident 
beyond our control but will observe reason- 
able care to prevent damage. 


Signed........ PR ENR 
IES 5.5 ce dis vecrislscaidtsioin sone 8 2-o.bh bare Die 
RNAs Sucve. deo irik Sixiace pond alicaa oem eae iadeeione ade 


to the buyer, providing added profit, 
but has advantages on which the 
prospect can usually be “sold.” Sepa- 
rate motors permit more economical 
operation as less current is required. 
Also, when separate motors are used 
all units are portable and more 
convenient. 

It has been Swank’s experience 
that buying just begins when the first 
power tool is purchased, as interest 
gains momentum, other units are 
bought at successive intervals. The 
store has also found that power tool 
accessories and supplies is the largest 
and most profitable end of the busi- 
ness. One of the most pleasing as- 
pects of the power tool business lies 
in the fact that prices on both units 
and accessories are usually well 
maintained at very satisfactory levels. 
Purchases of related items seldom 
average less than one dollar and are 
a constant source of revenue. 

E. F. Glock, the firm’s general 
manager, has been an ardent home- 
craft fan since 1926 and has con- 
structed some remarkable model 
boats, perfect in every detail, built 
to scale and “seaworthy” under their 
own power. His hobby, together 
with Mr. Platt’s knack for anything 
mechanical, have both played impor- 
tant roles in the exceptional progress 
the store is making in selling home 
workshop equipment. 








Just Among Ourselves 


’ VHE question “What Is a Whole- 
saler, and Who?” must be an- 
swered precisely at an early 

date. Reports from Washington 

promise an early interpretive ruling 
by NRA with possible “listing of 
names” by local wholesale code au- 
thorities. The latter I doubt, but 
NRA will unquestionably provide a 
yardstick giving an official basis as 
to what a wholesaler is. This will 
help manufacturers solve the “who” 
problem. The definition provided 
by the basic wholesale code is too 
broad. It includes the firm selling 
for resale “and/or” selling such 
large consumers as industrials, in- 
stitutions, etc. The “and/or” gives 
wholesale status to several thousand 

hardware retailers who have im- 

portant mill supply departments. 

This was certainly not the intent of 

the wholesale hardware code com- 

mittee. It sought a narrowed classi- 
fication which might take many re- 
tailers off jobbers’ buying lists. Nor 
was such the intent of NRA officials. 


HA 








The basic wholesale code does not 
change the buying status of the large 
retailer who has long bought direct, 
at most favorable prices, equal to or 
very close to the wholesaler’s cost. 
This type of retailer enjoyed such 
privilege because he was able to dis- 
count bills and to buy in large quan- 
tities. Such dealers, invariably have 
a mill supply department which 
would keep them on the wholesale 
list because of the “and/or” in the 
code. The supplemental wholesale 
hardware code, now in preparation, 
may change this definition so far as 
the large retail hardware dealer is 
concerned. But it does not appear 
certain that anything can be done, in 
codes, to take mail order and chain 
store organizations out of the whole- 
sale status for buying. 

The earnest efforts of wholesalers 
to keep such competitors out of the 
wholesale classification were frus- 
trated somewhere between the code 
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By CHARLES J. HEALE 


Editor, Hardware Age 


hearing and the President’s approval 
of the final wholesale code. 

In the past, a potent factor respon- 
sible for putting many large retailers 
in a jobber’s classification was the 
realization by a manufacturer, that 
his competitors had signed up, on an 
exclusive basis, all existing whole- 
salers in a territory. This gave such 
producers the alternative of selling 
direct to a large retailer or losing 
distribution in the area. To make 
such orders worth while the retailer 
was offered special prices for large 
quantities. The practice spread 
rapidly and is ‘usually called a “de- 
fensive measure.” 


— Hi — 


The “price differentials” clause re- 
quires manufacturers to do what the 
term implies, but only if selling coin- 
cidentally to several classes of buy- 
ers. Although it does not say so spe- 
cifically, it presumably refers to 
coincidental selling of the same item 
or line. This will not curb the 
vicious practice of having one line 
(or trade mark) for the hardware 
trade and another line (or trade 
mark) for other distribution chan- 
nels. Instead it may encourage a 
further spread of this practice. 

The large retailer, 'the chain store 
and the mail order house have been 
taken off the preferred buying lists in 
a handful of important lines, pre- 
sumably by agreement among pro- 
ducers. But some one producer, 
finding his share of the business too 
small might decide to change his sell- 
ing policies and concentrate his ef- 
forts on the large retailers, etc., thus 
avoiding the issue because he would 
not be selling different groups “coin- 
cidentally.” I say this, knowing as I 
do, the complete circumstances which 
gave many non-jobbers a wholesale 
status. 

But, whether or not, such buyers 
get the preferred price, they are cer- 
tainly not wholesalers, unless they 
perform the wholesale function, 
which basically is “selling for re- 


sale.” To protect their own mill sup- 
ply business, wholesalers had to let 
down the definitions bars which may 
defeat their own major objective in 
the code activity. 

The hardware industry certainly 
needs an airtight definition which 
will provide a workable yardstick 
for deciding “What Is a Whole- 
saler, and Who?” If NRA can do it, 
a great service will have been ren- 


dered. 


(Note: At the time of writing this arti- 
cle Mr. Heale had not seen the supple- 
mental wholesale code, in which an effort 
is being made to correct some of the de- 
fects he refers to.—J. A. W.) 


— ) 


Coincident with the news that mail 
order houses are waging an active 
fight against “price-fixing” comes the 
following report in Sunday news- 
papers: “A sharp cleavage between 
code authorities and trade associa- 
tions to prevent any abuse of indus- 
trial self-government by the latter is 
planned by the National Recovery 
Administration, it was learned here 
today (Washington, D. C.). Gradu- 
ally relinquishing the supervision of 
business to the various authorities set 
up, the NRA is worried about some 
of the practices, such as price-fixing, 
which trade associations are putting 
into effect. Dominance of an indus- 
try by an association, instead of an 
authority is felt to be dangerous and, 
consequently, the NRA is anxious 
that the code boards become the rul- 
ing power in each industry rather 
than the association.” 


HA 








“Briefly,” this news despatch con- 
tinues, “The reasons are these: Au- 
thorities have a fairer representation 
of medium and small-sized plants 
than have the executive boards of 
trade associations, most of which are 
dominated by the large units; the 
authority is the designated represen- 
tative of the Government, a_posi- 
tion which, it is felt, could not be 
safely entrusted to the ‘old order’ 
association... At the beginning, of 
course, the NRA was compelled to 
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depend on existing trade associations 
to get the work started. With the 
establishment of code authorities, 
however, embracing as most of them 
do the more liberal elements and 
at the same time the smaller units, 
the associations have become less im- 
portant in the matter of ruling an in- 
dustry.” 


Elsewhere in this report is the fol- 
lowing: “The NRA’s main object is 
to remove the association as a con- 
trolling factor in an industry and to 
vest the code authority with full su- 
pervision. It recognizes that associa- 
tions have in the past done excellent 
work in the matter of research, 
standardization, promotion, develop- 
ment of new products, etc. But as 
far as trade practices are concerned, 
the Recovery Administration wants 
them handled entirely by the code 
authority. 

“The matter of financing two dupli- 
cating bodies has also come up. A 
suggestion, which may be adopted, is 
that those code authorities which are 
financed by the sale of labels or in- 
signia, for instance, may possibly 
subsidize the association to gather 
statistics or to engage in research or 
any other work to which it has been 
accustomed. In this manner the 
burden of supporting two bodies 
would be lifted from an industry.” 


— _ it —— 


This reported intended procedure 
is inconsistent and somewhat unfair. 
The code activity could never have 
gotten under way, so quickly, without 
the existing trade associations. These 
bodies gave generously of their time, 
talents, experiences and money, par- 
ticularly in the hardware field. In 
the interest of the common good, re- 
tail, wholesale and manufacturing 
groups in the hardware field com- 
promised with their worst competi- 
tors to speed up the codes. These 
hardware groups forfeited some of 
the code provisions they really 
needed and were outstandingly un- 
selfish in their code attitude. On ex- 
isting code authorities, local and na- 
tional, in practically every field, the 
personnel has been chosen from ac- 
tive incumbent association officials. 
To attempt to separate the code au- 
thorities from the trade associations, 
to the disadvantage of the latter, can 
hardly be the means of promoting 
the harmony needed for following 
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through on the code provisions. And 
this applies to all fields and to the 
three factors, i.e., manufacturers, 
wholesalers and retailers, in each 
field. Such a move will come as a 
severe blow to many earnest associa- 
tion workers who have concentrated 
their entire efforts in recent months 
to NRA. They did this at terrific 
expense to their association finances 
and quite without thought of any sel- 
fish gains. If the trade associations 
are to lose their recently added pres- 
tige, in connection with NRA, there 
will be just cause for bitter resent- 
ment in every commercial group. I 
urge members of retail, wholesale 
and manufacturing associations to 
wire or write NRA now protesting 
any cleavage between code authori- 
ties and trade associations. 


— Hv —— 


If this report accurately heralds a 
planned NRA development, it will be 
the second disappointing shock from 
NRA given the hardware industry, 
especially the independent retailer 
and wholesaler. The first shock was 
the realization that resale price main- 
tenance was labeled “price-fixing” in 
Washington and was not to be al- 
lowed in codes. Of course, every 
business man knows that some price 
control has been exercised in many 
hardware lines and that the code ac- 
tivity has precipitated further de- 
velopments along this line, but all 
without the complete and proper 
legal assurance which the industry 


expected. 
HA 








Call it anything you please, some 
form of price cutting elimination 
that is definite and precise must be 
provided or the shorter hours and 
higher wages, under the codes, can- 
not be maintained in the hardware 
business. Pushing the trade associa- 
tions away from the important posi- 
tion they merited in NRA, because of 
alleged “price-fixing” efforts, makes 
the cause of “price control” appear 
more hopeless than ever. 


— HA 





The American toy industry is suf- 
fering a kind of foreign competition 
which it helped to bring about. In 
recent years domestic toys with mini- 
ature lamps, battery operated, have 
become popular. In addition to the 
electrically propelled toy trains 
which have long had miniature elec- 


tric lamps on engines, in cars, on 
switch towers, etc., there has been 
a widespread market for lighted toys. 
These have included wheel goods, 
sleds, small toy buses, autos and 
trucks and various kinds of lucky 
number games, automatic question 
boards, etc. In the bulk of these 
lighted toys I have seen, Jap mini- 
ature lamps are used with American 
batteries. In novelty flashlights, 
closely akin, the same is true. Col- 
lectively, the American manufactur- 
ers of the toys mentioned have pur- 
chased a tremendous quantity of im- 
ported lamps, buying them from 
Japan to save a few cents per lamp. 
It was only natural that the clever 
Jap distributors should, sooner or 
later, enter the American market, 
with the complete electrically light- 
ed toys and again at a very low price, 
due primarily to the abominably low 
and indecent wages paid Jap work- 
ers at home. This the Japs have done, 
and now the American toy industry 
is bitterly complaining about unfair 
Jap toy competition, and seeks a 
varied kind of cooperation to help 
fight for the maintenance of our do- 
mestic toy industry, the employer of 
many American workmen. 

HA 








These same toy manufacturers, 
apparently, did not worry about the 
American workmen who lost their 
jobs in miniature lamp factories in 
this country, nor did they concern 
themselves about the domestic man- 
ufacturers of this product. Now they 
are getting precisely the same kind 
of foreign competition they materi- 
ally aided. They will undoubtedly 
wage a widespread campaign to “Buy 
American Toys.” If they will follow 
this same practice in their own pur- 
chases of capital goods they have my 
earnest support and will, without a 
doubt, enjoy the hearty support of 
wholesale and retail hardware dis- 
tributors, who represent an ever in- 
creasingly important distribution 
factor in toys. These hardware men 
know that unemployed Americans 
mean a direct personal loss of prof- 
itable trade in their own stores. If 
they are to be urged to buy domestic 
toys in preference to cheaper, low 
labor wage Jap toys, they must know 
that these American toys are built 
of American made parts, also made 
by American workmen, who are the 
only customers the American hard- 
ware trade has. 
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This Store is Meeting New 





Emmons-Hawkins Hardware 
Company, Huntington, W. Va, 
is inviting store traffic through 
an elaborate expansion plan 


AUNCHING its own “new deal,” 
iB the Emmons-Hawkins Hard- 
ware Company, Huntington, 

W. Va., is meeting today’s problems 
with a definite, carefully planned 
program. This involved: a large ex- 
penditure; major changes in facili- 
ties and organization; complete mod- 
ernization of the retail store and 
adoption of a clearly defined whole- 
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sale department sales policy that 
would protect dealer customers. 
Modernization of the large, double- 
store retail division was accom- 
plished by completely remodeling 
and redecorating three floors of the 
store at an investment of $20,000. 
A modern front was installed, hav- 
ing sufficient windows to adequately 
display the wide range of lines car- 








The light fixture and lamp de- 
partment of the Emmons-Haw- 
kins Hardware Co., Huntington, 
W. Va. Above—the “Dream 
Kitchen” in the same store, which 
will be used for the traffic build- 


ing six months’ Cooking School. 


ried. The main sales floors were 
completely equipped with steel fix- 
tures of the latest type. 
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Problems With a New Program 


Realizing the importance of in- 
creasing store traffic, as has been re- 
peatedly emphasized in HARDWARE 
AcE, the company has plans for at- 
tracting a larger stream of prospects 
to the store. In the household equip- 
ment department, on the third floor, 
a model kitchen, complete and prac- 
tical in every detail, has been erected 
and is shown in the accompanying 
photograph. Practically all of the 
material used in its construction, and 
for equipping it for actual use is from 
the firm’s stocks. E. A. Ward, the 
company’s display man, an experi- 
enced designer, drafted the plans for 
the kitchen, which is unusually at- 
tractive. 

A domestic science expert has been 
engaged to conduct a six months’ 
cooking school in the Emmons-Haw- 
kins “Dream” kitchen. This will 
provide housewives of Huntington 
and vicinity with a most complete 
culinary education, covering all 
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phases of the art of cooking. The 
kitchen has an open front where a 
large audience can be comfortably 
seated. The cooking school will at- 
tract a large and regular attendance. 
With women controlling most ex- 
penditures, the strategy upon which 
this plan is based is readily apparent. 
In addition to stimulating the de- 
mand for the cooking equipment 
used in the “Dream” kitchen during 
the school, the attractive displays of 
other merchandise the store visitors 
will pass on their way to and from 
each cooking class will develop extra 
sales. For housewives who may be 
interested, the company is prepared 
to design, install and sell “Dream” 
kitchens as complete units. 
Seventeen departments are included 
in the reorganized retail division, 


which is under the supervision of 
O. J. Vinson. These departments 
are: silverware and cutlery; house- 
wares and utensils; sporting goods; 
general hardware supplies; house- 
hold and building maintenance sup- 
plies: farm and garden supplies; 
paint and chemicals; mechanics’ 
tools; builders’ hardware; electric 
and plumbing accessories; auto 
parts; auto builders’ 
supplies; household and store equip- 
ment; shop and service equipment; 
farm and dairy equipment, and in- 
dustrial equipment. 

The changes provided excellent 
facilities for displaying all items 
having display value and permitted 
placing all small and demand mer- 
chandise on the street floor. Under 


accessories; 


(Continued on page 78) 


This view of the front portion of the left half of the main sales floor in the re- 
modeled retail store of the Emmons-Hawkins Hardware Co., Huntington, W. Va., 
shows how temptingly merchandise is displayed with modernized facilities. 
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Sandwich men are not rated as 
the highest type of advertis- 
ing, but in this case the 
hardware advertiser struck a 
unique note. A healthy, happy 
bey enjoying himself to the ut- 
most on a pair of ball bearing 
roller skates is a strong attrac- 
tion to other boys and girls. It 
was the IDEA in this piece of 
advertising that took it out of 
the usual class of sandwich ad- 
vertisements. The boy received 
a pair of skates. Lloyd Ry- 
lander, display manager of 
Casey Hardware, Aberdeen, 
Wash., was the man behind 
this idea. 
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No Matter What You Sell— 


IDEAS COUNT 


in Advertising 


By J. A. WARREN 


Associate Editor, Hardware Age 


HERE is a way in which the 
hardware advertiser may have 
a fund of good ideas always 
ready to draw from. It does not re- 
lieve anyone of the necessity of do- 
ing his own thinking, but it will help 
to start the wheels of thought turn- 
ing. I saw it working only last week 
in Johnstown, Pa. John Boyd, ad- 
vertising manager for Swank’s hard- 
ware store in that city, keeps, in all, 
eleven scrap books in which he has 
neatly pasted articles from maga- 
zines carrying suggestions that can 
be turned to account in the store’s 
advertising plans. Often, as he reads, 
an idea will flash ,into mind and 
Boyd jots it down for future use. 
Sometimes a costly advertising cam- 
paign in a national magazine gives 
him the idea for a similar one 
adapted (not copied) to his own use. 
This young advertising man sub- 
scribes for several newspapers, from 
different sections of the country, and 
carefully scans them for ideas that 
will work in Johnstown. It was the 
writer's pleasant observation that 
HARDWARE AGE was a fertile source 
of articles that conveyed useful ideas 
and many paragraphs had been blue 
pencil ringed for special attention. 
No stone is left unturned where pos- 
sible ideas for advertising may be 
found. 
Every unusual happening that can, 
with common sense, be turned into 


attention value for Swank’s is used. 
For instance, a building was being 
remodelled and Swank’s supplied an 
extra large piece of plate glass. 
Many merchants would have been so 
glad to get that order that they would 
have overlooked the advertising op- 
portunity it afforded. Swank’s space 
in the newspaper told about the big 
sheet of glass—134x150, or 280 sq. 
ft. It told about how it had to be 
shipped on a flat car and all the 
other unusual details of the job. 
This had the subtle effect of im- 
pressing customers and prospective 
customers that Swank’s store was a 
store that could be relied upon for 
any kind of service. It was just 
another brick in the edifice of pres- 
tige that carefully selected ideas can 
build. 

We are not sure whether John 
Boyd got that particular idea from a 
scrap book or an out-of-town news- 
paper or not, but we know that his 
keen watch kept for usable ideas 
has sharpened the senses to recognize 
them when they appear. 

Every hardware store has some 
young man who feels, perhaps, that 
his great opportunity is awaiting 
him in a big city; forgetting that 
wherever business is done it can be 
increased by the use of ideas. If 
these young men cannot show that 
they are capable of using ideas they 
will be no better off—if as well—in 
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larger towns. In fact, the man with 
ideas has several thousand more 
chances of success in the smaller city, 
simply because he has that many less 
competitors with ideas. He has more 
time and a far more appreciative 
public. A “knockout” job in a 
smaller town may easily be chilled 
by the sophisticated and jaded public 
of the city. And, too, the city, 
through its newspapers, is forever 
supplying ideas that will go over 
successfully in the smaller towns. 
Set aside a small space where you 
can have all your advertising para- 
phernalia, where you can sit down 
at a moment’s opportunity and leave 
it, when interrupted, without having 
to put things away. Take Boyd’s 
method of ‘watching for ideas, work 
them over for your own requirements 
and see what happens. 

Frequently ideas come to you that 
are not particularly adaptable and 
may be turned down by the manager 
or proprietor. Keep them, just the 
same—the boss may think they are 
world beaters some other time. That’s 
where the old scrap book comes in 
handy. The boss may be full of pep 
and vinegar some morning and de- 
cide that he wants a great idea pro- 
duced. A short session with your 
canned ideas will be a comfort then. 


Be Systematic 


Make this idea gathering a sys- 
tematic and regular rule. Do not be 
satisfied that you have enough to 
last a while. There may be much 
better plans escaping your notice if 
you neglect the hunt. 

The idea of ideas to keep in mind, 
above all, is.that you are seeking to 
bring people into the store. It is 
even more important than direct sell- 
ing results, because the customer who 
comes into your store time after time 
without making a worth while pur- 
chase may be the one to buy a major 
item that will run you a sweet profit 
some day. 

We cannot all be wizards at pro- 
ducing advertising (or anything 
else), but we can, without being 
copying slaves, use the findings of 
others. Doctors, lawyers and all the 
other professions are willing and 
eager to make use of the tricks of 
their trade as practiced by others of 
their profession. Don’t copy — 


Adapt! 
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TVAC An Experiment In Cooperatives 
By L. W. MOFFETT 


(Washington Bureau of Hardware Age) 


HE TVAC means the Tennessee 
Valley Associated Cooperatives, 
. established by the Tennessee 
Valley Authority. It is another so-called 
emergency organization and it is to en- 
gage in business in the Tennessee Valley. 
Officials at the TVA headquarters, how- 
ever, continue to deny plans to compete 
with private retail establishments, 
though this and even much greater 
power is given the TVA through another 
of its “subsidiaries,” the Electric Home 
and Farm Authority, recently incor- 
porated under the laws of Delaware. 
The FERA—Federal Emergency Re- 
lief Administration—has allotted $300,- 
000 to the TVAC. Tennessee Valley 
Authority directors say that this money 
will be used to set up cooperative 
stores and marketing organizations in 
the Tennessee Valley. 


A Single Cooperative Store 


The immediate plan is to set up a 
single cooperative store at Norristown, 
Tenn., a brand-new town, built up by 
the Government, near Norris Dam. This 
store, it is pointed out, will not com- 
pete with other stores because there 
are no other stores in that vicinity. It 
will be established as a single unit, 
whereas it is claimed that otherwise 
there would have to be 10 or 12 in- 
dividual stores. It is also intended that 
the TVAC go into the hatchery and 
dairy business. 

Dr. Arthur E. Morgan, chairman of 
the TVA and director of the EHFA, 
is a director of the TVAC. 

He stated that as a “starter” it is 
planned to establish one cooperative 
store at Norristown because it will be 
able to buy and sell more economically 
than could be done by 10 or 12 stores. 
It is also the purpose, he stated, to 
show how an “economic community” 
can meet its consumption needs. This 
store will deal in milk, eggs, poultry. 
etc. Beyond that there are no plans of 
establishing other retail units. It was 
stated it is not the present intention, 
if it will ever be, of setting up retail 
establishments in other sections of the 
valley to compete with private stores. 

Nevertheless, the plan is an ambi- 
tious one that potentially would lead far 
in this direction. 

Dr. Morgan said a central adminis- 
trative staff will administer to the co- 
operatives that might be set up, and 
already Arthur Jackson, Philadelphia, 
has been named general manager of the 


TVAC and L. L. Campbell, W. B. 


Woolrich and John Ferris have been 
appointed as an advisory board. 
Independent merchants, Dr. Morgan 
explained, can join the administrative 
staff, if they choose, and agree to such 
administration and other regulation 
that might be determined upon. It is 
his hope that this management will ex- 
tend to accounting, selling, purchasing, 
etc. 
Not Necessarily 
Competitive 


Dr. Morgan took occasion to say that 
the TVAC cooperatives would not “nec- 
essarily be competitive,” but that they 
would tend to raise the present “very 
low level of local consumption.” The 
purpose is to enable the valley to ab- 
sorb its own products, many of which 
now go to waste, and some of which, 
such as strawberries, peaches and cher- 
ries, are shipped from the valley and 
are “reimported” as canned goods. 

Dr. Morgan stated that 25 per cent 
of the valley farms have total incomes 
of less than $500 per year each. It is 
the purpose, he said, to raise the in- 
come. The valley, he said, has twice 
as many people as are needed for 
agriculture. Unless they can start do- 
mestic industry, it was pointed out, 
there will be waste. The idea appears 
to be to establish, within the section, 
a sort of self-contained unit so far as 
production and consumption of the 
agricultural lines are concearned. 


Plan to Set Up a Central 
Cooperative 


To this end the plan is to set up a 
central cooperative, embracing a can- 
nery and a flour mill over and above the 
retail cooperative. There is an indefi- 
nite plan also to establish refrigeration 
plants to be used in preserving fruits 
and vegetables from the cannery. The 
flour mill will handle wheat of the 
region which, it is declared, farmers 
want. 

The idea of the cooperative, like- 
wise, is explained to be the teaching of 
people who want to start such stores, 
how they should be managed. The 
TVAC desires to show them how it is 
done. 

Despite these planned activities, the 
TVA people still insist they are not go- 
ing into broad retail lines, such as 
hardware, etc. There is nevertheless 
some concern as to how far-reaching 
these experiments may go and what 
their effect will be on independent re- 
tail merchants of all classes. 
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Let Your Windows Set the Stage 
for Spring Merchandising 


INDOW trims that create the 

greatest results with the least 

work and expense are the 
joy of every hardware man’s heart. 
As everyone knows it takes a great 
quantity of merchandise to make a 
display unless you have accessories 
that help to make the “composition” 
as the artists call it. That is why 
HarpWareE AGE produced the designs 
for the interchangeable display fix- 
tures. They set up, quickly and inex- 
skeleton for the 
merchandise. 


pensively, the 
arrangement of the 
Notice the small line drawing along- 


side the suggested displays. They are 


This arrangement is used in the win- 


dow at right. 
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identical and show the fixtures with 
and’ without the merchandise. If you 
have joined the hundreds who have 
sent for the sheet of measurements 
and brief instructions for building 








these fixtures you can quickly put in 
one of these window arrangements 
that will have the power of attrac- 
tion. 

Some hardware store windows, in 
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common with others, are too large 
and much wasted space exists above 
the line of vision. This space can 
easily be utilized. From across the 
street your display of merchandise 
cannot be seen, as a rule, but a large 
sign painted on the inside of the 
glass and having a black background 
for the letters, would be one way to 
capitalize the space that can be seen 
above the heads of the passersby and 
from across the street. Such a sign 
could be tried out in a temporary 
way by making it on paper and at- 
taching to the window. 

Then, too, some windows are much 
deeper than necessary. The _ inter- 
changeable fixtures come in handy 
in such cases as they act as a back- 
ground and, as such, may be moved 
back and forward as required. They 
are also adaptable to large or small 
merchandise items. The various 


and so become close friends in time. 
It is possible to build a striking 
window display in a window little 
more than a foot deep, as has been 
demonstrated by the cigarette and 
tobacco stores. Some of the modern- 
istic units in these suggested win- 
dows could be used in this way. 





E. F. Chambers & Son, Lebanon, Ind. 


plied the “raw material.” Four glass 
dishes set on a garden rake was the 
clever idea to represent a_ signal 
light. Outside the door of the store 
a danger flasher signal was placed 
and a continuation of the railroad 
track was painted across the side- 


walk. 


boxes act as pedestals and the build- 
ing up of the display is easy and eco- 
nomical on merchandise. An added 


M. S. Young, Allentown, Pa., add 
greatly to their window of oil ranges 


Occasionally it pays to plan a 


stunt window such as that built by 


it in advantage to these backgrounds is Floyd Chambers, of E. F. Chambers by using a uniform style of show 

ents that they provide for alternating deep & Sons, Lebanon, Ind., shown on this cards and tickets. 

rac- and shallow displays—something that page. Wheels from an old auto, in- As we have often pointed out, the 
helps the illusion of a fresh window side door track, oil stove ovens. repetition of the ticket design, itself, 

;, in all the time. People get the habit of garbage cans, and many other small makes a striking effect in a window. 


If the ticket is one of good color 
combination, it has added value as 


looking for your new display ideas items from the hardware stock sup- 
an attention getter. 

With the arrival of spring be sure 
that freshness and smartness are re- 
flected in your windows. Clean win- 
dow glass so well that it seems to be 
non-existant, use brighter and 
cheerier colors, and get new and in- 
teresting merchandise into them. 
Your windows are your stage for the 
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store’s spring merchandising show. 
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This arrangement is used in the win- 
dow at left. 
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The New World—of Ideas 


By SAUNDERS NORVELL 


LEY, formerly United States 

Army flyer in the World War, 
called on us this week. He flew with 
Admiral Byrd over the South Pole 
and was the official photographer on 
that flight. He has promised to send 
me one of his photographs of the 
South Pole with an autographed ac- 
count of the trip and the date the 
photograph was taken. As the first 
man in the world to photograph the 
South Pole this autographed picture 
will be worth having. 

Captain McKinley is now the head 
of a company interested in color pho- 
tography from the airplane. The 
problem of photographing in colors 
from the air is one of speed in pho- 
tography. This problem has been 
worked out and patented, and Cap- 
tain McKinley has the rights for the 
United States. His company is now 
planning to make a colored photo- 
graphic map of the entire United 
States. Recently he took a picture of 
New York and vicinity. This one 
photograph covered 170 miles in one 
direction and 200 miles in another, 
a total of 34,000 square miles. It was 
taken from a height of 26,000 feet, 
and it was necessary for the pilot and 
the photographer to use oxygen 
tanks while taking this picture. 
Ships on the ocean, docks, buildings 
and streets are plainly discernible in 
this picture. It was issued by the 
National Geographic Magazine in 
their last November number. 

The possibilities of this aerial pho- 
tography can be grasped by the state- 
ment of Captain McKinley that the 
entire Mississippi River from _ its 
source to its delta could be taken in 
three photographs. Naturally, this 
form of photography will be used for 
taking color pictures not only of in- 
dividual cities but of entire districts. 
Certain special rays (infra-red) are 
used in this photography, which rays 
make it possible to take clear and 
distinct photographs even on a 
cloudy and misty day. These rays 
have the peculiar power of going 
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straight through clouds, fogs and 
mists. 

Captain McKinley is a scientific 
photographer, but he is not much of 
a salesman. He told me that he 
was overstocked with photographs of 
the South Pole. I asked him if he 
had offered to autograph these pic- 
tures when he offered them for sale. 
This idea had never occurred to him. 
I reminded him that autographs 
sometimes became very valuable. 
Probably the most valuable auto- 
graph in the world, by the way, is 
that of Button Gwinnett, who signed 
the Declaration of Independence. 
While he was a very active man dur- 
ing his lifetime, he evidently wasn’t 
much of a letter writer, because very 
few of his autographs are in exis- 
tence, and the few to be had com- 
mand the highest price known for 
historical autographs. I don’t re- 
member how much exactly, but I 
believe they are worth some $10,000 
each. That’s pretty good for a “but- 
ton.” How would you like to have a 
half-dozen assorted? 


* * * 


In the last issue of “Fortune” is 
an article on a new form of business, 
the “industrial designer.” In this 
article they give the names of the 
leading industrial designers in the 
United States, what they have done, 
and the amount of the fees they 
charge. Such fees as $50 for one 
hour’s interview and $100 for a day’s 
work of four hours, are common. A 
retainer fee for one of those gentle- 
men runs from $12,000 to $50,000. 
Now this is not imagination. They 
really get these fees, and some of 
them are so busy they are compelled 
to turn down offers at the above 
prices. 

The other day I had the honor of 
eating luncheon at the Advertising 
Club with one of the leading indus- 
trial designers of the United States. 
He is the oldest of all the men men- 
tioned in the “Fortune” article, and 
has reached the advanced age of 48 
years. Most of these men receiving 


the enormous fees mentioned above 
are between 30 and 40 years old. 

I had the pleasure of meeting this 
gentleman at the Advertising Club 
at 1 o’clock. Afterward he took us 
over to his studio on Madison Av- 
enue, where we talked for more than 
two hours. I assume that we used up 
about $150 worth of his time. We 
did not have to pay this, but if we 
had to it would have been worth it. 
Do you remember the story of the 
hired hand on the farm who, at the 
breakfast table, was thickly covering 
his bread with beautiful, creamy, 
yellow butter? The farmer’s wife, 
after watching him for a while, re- 
marked:—“Bill, do you know that 
butter sells for 40 cents a pound?” 
“Well, ma’am,” answered Bill, “it’s 
wuth it.” My mind has a peculiar 
habit of getting side-tracked, and 
when I sat in the modern office of 
this industrial designer I thought of 
that butter story. 

His office was very distinctive. 
When you entered the hallway, to the 
left was an enormous and very beau- 
tiful crystal globe on a low, black 
metal stand. The globe was abso- 
lutely empty—it contained no flow- 
ers, no goldfish, nothing but atmos- 
phere and reflected light. I didn’t 
dare to ask, but I guessed that that 
globe was full of light, and that was 
the idea of it. 

Back of his desk on the wall was 
a large black disc. No design on it, 
just a large, black, plain, round disc, 
but from behind it came light. You 
could not see the electric bulb——all 
that impressed you was the black 
disc. 

All the furniture in the office was 
of black metal. All the corners were 
round. There wasn’t a sharp edge 
anywhere in that room. However, 
all this dark furniture was relieved 
here and there by square, flat chro- 
mium blocks. The room had a fire- 
place which derived its form from 
the entrance to an Egyptian temple. 
You remember this form — all 
straight lines, large at the bottom 
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and smaller at the top. The ancient 
Egyptians, you know, never used the 
arch, because they had never learned 
to lay bricks and stone that way. 
Therefore, all the tops of their doors 
were flat pieces of stone. That, I be- 
lieve, is also true of the Mayan ar- 
chitecture that has been recently 
brought to light in Yucatan. 

Somehow, the whole idea of this 
industrial designer’s office struck me 
as being Egyptian. I don’t mean 
Egyptian in design, but let me say 
Egyptian in motif, because, you 
know, motif and design are two dif- 
ferent things, although closely co- 
related. 

Opposite the fireplace were metal 
chairs, whose backs and seats were 
covered with bright red leather. Now, 
just picture in your mind this som- 
bre room, whose walls and floor, as 
well as the furniture, were dark. 
The floor was a black blue, and this 
color traveled up the side walls for 
a few feet, gradually getting lighter, 
until about four feet from the ceiling 
it became a sort of sky blue, which 
made the room appear much higher 
than it actually was. 

Our call was in the afternoon. 
The sun shone brightly out-of-doors, 
but all the windows in this room were 
heavily curtained. Hardly a ray of 
outside light could enter. Here again 
I guessed, and my guess was that the 
idea of the color scheme, the closed 
windows and the covered lights, was 
“concentration.” Not a sound could 
be heard from the outside. 

On one of the black metal tables 
lay a portfolio of drawings, photo- 
graphs and designs, of great variety. 
One was a new package for a well- 
known brand of soap, another a de- 
sign for a most modern automobile, 
not yet built, with all its machinery 
in the rear over the back wheels. 
There were a number of designs for 
streamlined automobiles and railroad 
coaches. You felt in this office as if 
you were in the womb of the future, 
where strange designs take form, to 
become the commonplace of the 
future. Here I discovered that the 
favorite color of Americans is green. 
and that their favorite odor is lilac. 

The industrial designer must not 
only be keenly conscious of his own 
reactions to design and color, but he 
also must be practical, and know 
just what the consumers want. 
Strange to say, the great mass of 
consumers frequently, even in igno- 
rance, have the very best taste. When 
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I thought of this, again my mind 
went off on a tangent. I thought of 
Paul standing in Athens before the 
Greeks, telling them:—‘He Whom 
you ignorantly worship, I declare 
unto you.” You of course remember 
this. The Greeks had erected a statue 
to the unknown god. And here in 
this modern temple of design are 
erected statues to the gods that the 
people worship in their ignorance. 

Our host had had breakfast that 
morning with Edsel Ford. That af- 
ternoon he was leaving for Detroit 
on some secret mission, which might 
mean a new car, a new washing 
machine, or a new refrigerator. The 
job of our host is to turn ugliness 
into beauty, the beauty that the mass 
of the people unknowingly recognize. 
For instance, a year ago he was given 
the job of redesigning an electric 
stove. There the two stoves stood 
side by side—one with four conven- 
tional legs, the other with no legs at 
all. The new stove looked to me like 
the base of one of the brasiers in 
which the Greeks burned the eternal 
fire within their temples. The lines 
were absolutely simple, but the pro- 
portions were perfect. This new form 
of stove increased the cost 12 per 
cent. Twelve per cent was added to 
the selling price, and last season the 
sales increased 400 per cent. With- 
out being aware of the fact, the 
American women preferred the sim- 
plicity of Greek form to the four- 
legged contrivance competition was 
offering. 

Mr. Teague is not aware that I am 
writing this article about him. In 
“Fortune” it was stated that he has 
been the most successful artistically 
and financially of all the modern in- 
dustrial designers. He has never yet 
produced a design that commercially 
has failed. 

* * *% 

It has been well said that “Neces- 
sity is the mother of invention.” 
There is, in the world today, a new 
form of competition, and to meet 
this competition—not of price—but 
of style, color, packaging and eye 
appeal, many old lines of goods are 
being scrapped, and new and more 
attractive lines are rising, like the 
Phoenix, from the ashes of the old. 
These changes and these new de- 
mands of the times have led to the 
development not only of industrial 
designers, but of industrial engi- 
neers, business counselors and ad- 
visers. 


Some men are born with an un- 
usual genius for manufacturing. 
When this genius becomes highly 
developed by practice and experience 
it becomes most valuable in consul- 
tation and in teaching. So, today, 
we have men who have organized 
corporations checking up on_ the 
methods and the production of other 
corporations. In manufacturing, in 
advertising, in selling, there are ex- 
perts who do not themselves manufac- 
ture, advertise, or sell, but who sell 
their knowledge and experience to 
the trade. These men are not the 
old-time efficiency experts. They are 
an entirely new group, with very dif- 
ferent functions. 

The depression of the past four 
years has brought about many 
changes in business. Then, too, there 
have been the codes, the new deal, 
etc., with all their new ideas. Many 
businesses have consolidated with 
others. With all this, it is not sur- 
prising that many executives of long- 
established businesses are seeking ad- 
vice and counsel about improved and 
more efficient manufacturing, selling 
and advertising, better and more at- 
tractive packages, new lines of goods, 
and the development of new fields 
of selling. 

Recently one of these new busi- 
ness counselors was sitting in the 
office of a well-known manufacturer. 
The manufacturer was very skeptical, 
and could not see how he could pos- 
sibly help him. “What is the chief 
difficulty in selling your product?” 
asked the business counselor. “Well,” 
said the executive, “our greatest 
trouble lies in the fact that we do 
not make a complete line of goods. 
Most of the business in our line is 
being done by a competitor of ours, 
who in the past has made a number 
of amalgamations, bought up a num- 
ber of factories, and is now selling a 
very complete line of goods, under 
one brand. When we call on dealers 
they ask us why they should buy a 
few items from us, when they have 
to buy the rest of the line from this 
competitor anyway.” The business 
counselor, while the executive was 
talking, gazed out of the window, 
and when he had finished, said noth- 
ing, but continued to look out of 
the window. After waiting a while, 
the business executive said:—‘Well, 
what do you think is the answer to 
our problem?” The business coun- 
selor said:—‘“Come to the window. 

(Continued on page 76) 
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Irwin Auger Bit Co. to 
Through Wholesal 


Distribute 
e Hardware and 


Mill Supply Houses Exclusively 


. H.M. Swain Is Sales Manager 


On February 10, 1934, The 
Irwin Auger Bit Co., Wilmington, 
Ohio, announced a definite sales 
policy which will restrict the fu- 
ture distribution of its products 
to the wholesale hardware and | 
mill supply houses. This an- | 
nouncement was made by H. M. 
Swain, new sales manager of the 
company, whose complete signed | 
statement on that date reads as 
follows: 

“H. B. Bannister, 
General Manager of this com- | 
pany, has severed his connec- | 
tions with us. 

“We believe at this time 
you are entitled to a definite, | 
clear-cut statement of the sales | 
policy of this company.  Ef- 
fective today, we shall distribute 

through 


formerly 


our entire line only 
legitimate hardware jobbers 
and mill supply houses. We 
shall not sell any goods at any 
price, either jobbers’ cost or 
resale price, to any chain store, 
catalog house, retail hardware 
dealer, public utility, railroad 


KLEBES ASST.-SEC. 
RACKLIFFE BROS. 


At the annual meeting of Rack- 
Bros., 


liffe 


Inc., hardware and 
? 





A. H. KLEBES 


supplies dealers, 350 | 
New Britain, Conn., 


builders’ 
Park St., 
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or consumer of any kind no 
matter how large. 
that while a manufacturer has 


a ri » distribute his mer- | ! “s 2 
a right to ¢ | the 1934 Vigoro promotion pro- | 


gram. A complete electro service, | 


chandise in any way he sees 
fit, it is not fair to the jobbers 
of the country to expect them 
to take the skim milk while the 


manufacturer takes the cream | 


by selling direct to large users. 

“The only exception to the 
above statement is that we shall 
continue to sell the Wood Pre- 


serving Corporation, Pittsburgh, | 


who is the distributing 
for the majority of the 
plants of the coun- 


Pa., 
agent 
creosoting 
try. 

“We take this step because 
we believe it is the only right 
way to distribute merchandise.” 
Mr. Swain, the company’s new 

sales manager, has had long ex- 
perience in marketing goods 
through the jobber-dealer chan- 
nel, and states that The Irwin 
Auger Bit Co. believes thoroughly 
in this method of merchandising 
hardware. 


held on Jan. 30, Arthur N. Klebes 
was elected to a newly created 
office, that of assistant secretary. 
Mr. Klebes has been associated 
with the company since 1923, be- 
ing purchasing agent, and in 
charge of factory sales. 


Other officers were re-elected, | 
president and treas- | 


as follows: 
urer, Frank E. Rackliffe; 
president and secretary, Fred O. 
Rackliffe, and assistant treasurer, 


vice 


| William A. Schroedel. 


VIGORO RADIO PROGRAM 
AGAIN ON AIR 


Swift & Co., manufacturer of 
Vigoro, well known plant food, 


introduced Feb. 18, at 3.30 P. M., | 


We believe | 


the 1934 Vigoro radio program | 


over the NBC Red Network of 
20 radio stations. It is a thirty 
minute program. 

Since 1930, the Master Garden- 
er has been featured in this 
broadcast, promoting 


consumer | 


interest in better gardening and 
the product of his sponsor. 

The supporting program in- 
cludes the Chicago Little Sym- 


phony Orchestra, Karl Schulte, | 


directing, the Norsemen Quartet, 
as well as Mario Chamlee, tenor, 
and Coe Glade, contralto, who 
will be heard on alternate broad- 
casts during the present series. 
Impressive advertising in Na- 
| tional magazines, and 
display materials are included in 


coupled with sales planning for 
the dealer is part of Swift & 
Co.’s plan for dealer cooperation. 


RUSSELL NOW GEN.-MGR. 
CYCLONE FENCE CO. 
i. #. 


Blackmer, _ president, 


American Steel & Wire Co., and 
Cyclone Fence Co., both subsidi- 
aries of the United Steel Corp., 
announced 


has the election of 








R. G. RUSSELL 


| 
'R. G. Russell as vice-president and 
| general manager of the Cyclone 


30. 

Mr. Russell entered the ser 
vices of the Steel Corporation in 
1909 as a clerk in the Waukegan 
Works of the American Steel & 
| Wire Co. In 1911 he became as- 
sociated with the Cyclone Fence 
Co. and has successively held the 
positions of salesman, branch 
manager at Fort Worth, Texas, 
and vice-president and _ general 
manager of the Standard Fence 
Co., Pacific Coast subsidiary of | 
the Cyclone Fence Co. | 


striking | 


BUCHANAN HARDWARE 
ELECTS OFFICERS 
The annual meeting of the 
Buchanan Hardware Co. was held 
at the firm’s main office, Rich- 
field Springs, N. Y., on Feb. 1, 
and the following officers were 


| elected: John A. Losee, president 


and manager; Belle Buchanan, 
vice-president; John A. Losee, Jr., 
treasurer and assistant manager, 
and Marian Losee, secretary. The 


| officers named, with Quentin M. 


Losee, Utica, N. Y., constitute 
the board of directors. Fred T. 
Philley was chosen as resident 
manager of the company’s Nor- 
wich, N. Y., store. 


GOVERNMENT OFFERS 
BOUND NRA CODES 
NRA Codes of Fair Competi- 


tion approved under the National 


| Industrial Recovery Act are being 





Fence Co., to succeed H. G. Chap. | 
man, who died suddenly on Jan. | 


compiled in bound volumes and 
can be purchased through the 
Superintendent of Documents, 
Government Printing Office, 
Washington, D. C., at a price of 
$1.50 per volume. 

The are arranged in 
chronological order, with amend- 
ments, supplemental codes, exec- 
utive orders and administrative 
orders, and, it is believed, will 
in this form facilitate the refer- 
ence needs of industries and per- 
sons directly affected by code de- 
velopments. 

Three volumes are now avail- 
able. The first volume runs from 
July 9, 1933, to Oct. 11, 1933. The 
second is from Oct. 12, 1933, to 
Nov. 10, 1933, and the third cov- 
ers Nov. 11, 1933 to Dec. 7, 1933. 
Subsequent volumes will be issued 
as they are prepared by the Code 
Record Section of the Recovery 


codes 


Administration. 


HUSTLER TOY NOW 

MAKING ROLLER SKATES 

Having purchased the roller 
skate business of the Kohler Die 
& Specialty Co., DeKalb, IIL, 
early in January, the Hustler Toy 
Corp., Sterling, Ill., now has the 
new roller skate department in 
full operation producing a line 
of quality skates under the trade 
name of “Hustler Speed King.” 

Wm. D. Ferris, general man- 
ager of the Hustler Toy Corp., 
states that “We are not building 
skates down to a price, but rather 
we are building quality up to a 
price in our line of sidewalk roller 
skates.” 
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Hotel Arlington, Hot Springs, Ark., where the semi-annual conventi f the A - 
facturers Association will be held in conjunction with the annual cating 8 the SSeS 
Association, April 23 to 26. 


Manufacturers, Southern Jobbers Meet 
At Hot Springs, Ark., April 23 to 26 


The sixty-eighth semi-annual | cost $5, $6 and $7 per day. Rooms | tive effects is also available. 
convention of the American Hard- | with toilet, running hot and cold In connection with the convey- 
ware Manufacturers’ Association | water, single, will be $2.50, $3/ tion, the identification certificate 
and the forty-fourth annual con- | and $3.50 a day. The rates for | plan will be used. This plan pro- 
vention of the Southern Hardware | rooms with toilet, running hot and | vides round-trip railroad transpor- 
Jobbers’ Association will be held | cold water, double, will be $4, $5| tation on the basis of fare and 
jointly at Hot Springs, Ark., from | and $5.50 daily. In order to se-| one-third from any point, with 
April 23 to 26. The Hotel Arling- | cure just the accommodations de-| use of alternate route returning 
ton is convention headquarters. | sired, members are being urged | if desired, and the usual stop- 
The substantial and general in- | to make immediate reservations | over privileges. Final return lim- 
crease in wholesale hardware sales | with the hotel direct. 
throughout the South and the gen- The Arlington Hotel, having 560 | date of sale. 
eral interest in code problems and | guest rooms, has the reputation of Blank forms for the filing of 
other matters to be discussed give | being one of the finest resort ho- peso nal ists will be mailed to 
assurance of a large and thorough- | tels in America. The hotel oper-| members on Saturday, Feb. 24. 
ly representative attendance of | ates its own bath house in con-! These lists should be returned to 
both wholesalers and manufac- | junction, where the curative ther-| the association offices promptly 
turers. mal waters, owned and controlled | so that individual railroad certifi- 

All sessions of the convention | by the U. S. Government, may be | cates may be issued, and identi- 
will be held at the Arlington Ho- | enjoyed. Three beautiful golf fication badges prepared. 
tel, headquarters for both asso- | courses, having grass greens, are| Charles F. Rockwell, secretary, 
ciations. The hotel, which oper- | available to hotel guests. An in-| American Hardware Manufac- 
ates on the European plan, has | teresting booklet illustrating and | turers’ Association, makes his 
made special rates for the conven- | fully describing the hotel’s excep- | headquarters at 342 Madison Ave.. 
tion period. The rates for single | tional facilities for entertaining| New York City. T. W. McAl- 
rooms with private bath will be | guests may be obtained on re- | lister, 1020 Grant Bldg., Atlanta, 
$3, $4 and $5 a day, while rooms | quest. A special government bul- | Ga. ., Is secretary of the Southern 
with private bath—-double—will | letin on the baths and their cura- | Hardware Jobbers’ Association. 
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| it is thirty days in addition to | 


J. J. DAY AGAIN HEADS 

| COEUR D’ALENE FIRM 
At the annual meeting of the 
Coeur d’Alene Hardware & Foun- 
dry Co., Wallace, Idaho, held on 
Jan. 30 in that city, Jerome J. 
Day was reelected president. 
Other officers chosen were: Stan- 
ley A. Easton, vice-president; 
| James F. McCarthy, treasurer, 
| and Ellis L. Hale, secretary and 
manager. The officers named, 
| with John F. Murphy, comprise 


| the company’s directorate. 


G.E. PLANS 66-DAY 

| REFRIGERATOR DRIVE 
| On March 15 General Electric 
| refrigerator distributors will 
| launch a concentrated 66-day 
sales drive, as announced at the 
annual national spring sales con- 
vention of distributors held at 
| Nela Park, Cleveland, Ohio, head- 
quarters for the company’s elec- 
tric refrigeration and specialty ap- 
pliance sales departments of the 
General Electric Co. Two hun- 
dred distributors and key men of 
their sales organizations attended 
the meeting. Optimism as to 
the year’s sales outlook was 
expressed by T. K. Quinn, vice- 
president and chairman of the 
| company’s home appliance sales 
| committee, P. B. Zimmerman, 
manager of the two departments, 
A. M. Sweeney, sales manager, and 
other speakers. 

The drive purposes tying in 
| all forms of advertising, sales pro- 
motion and sales effort between 
March 15 and May 19. Outdoor 
posters, newspaper advertising, 
radio programs, window displays, 
direct mail pieces and other sales 
helps will be used including the 
film “Just Around the Corner,” 
the G. E. Kitchen movie. 

Dealer meetings will be held 
the week of March 12 to present 
plans of the sales campaign. 

The convention program was 
dramatized throughout by play- 
lets and skits telling the spring 
sales story as well as by “talkie” 
films. inh ¢ 


LAWRENCE FIRM 
REQUESTS CATALOGS 
The Daniel J. Lenane Hard- 

ware Co., 75 Valley St., Lawrence, 
Mass., requests catalogs from 
manufacturers of hardware, in- 
dustrial, and construction sup- 
plies, as used by contractors, 
| mills, public service companies, 
| ete. 


| 
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SEATTLE POT & KETTLE 
CLUB’S MEETING 


The Seattle Pot & Kettle Club 
met in the Washington Hotel, 
Seattle, Wash., on Feb. 6, and 
heard Louie Hellenthal of the 
Bon Marche and a past president 
of the club, describe in a very 
interesting manner his recent visit 
to the Glassware Show in Pitts- 
burgh, Pa. Mr. Hellenthal ex- 
pects to leave shortly on a buying 
uip to the Orient for the Hahn 
Group, of which the Bon Marche 
is a member, and on his return 
the club anticipates another inter- 
esting session. 

President Chas. Musladdin con- 
ducted the meeting, and guests 
were Chas. Putman of the San 
Francisco Pot & Kettle Club, and 
Mr. Nealy, formerly of the old 
Whiton Hardware Co., Seattle, 
but now a rancher of Idaho. At- 
tendance was larger than usual 
and it is believed the club is on 
the road to bigger and better 
meetings. 

At the meeting it was decided 
to make the dues $3 per year, 
payable in advance, and the treas- 
urer was instructed to make a 
special effort to collect dues from 
members now in arrears. 


REPUBLIC STEEL NAMES 
WALKER SALES MANAGER 


Alexander E. Walker, who has 
been assistant vice-president in 
charge of sales of the Republic 
Steel Corp. for the past four years, 
has been appointed general man- 
ager of sales. 


After graduating from the en- | 


gineering department, University 
of Michigan, in 1910 and before 
joining the Republic company in 
1916 as assistant manager of pipe 
sales, Mr. Walker served several 
steel concerns in varying capaci- 
ties. In 1919 he became assistant 
general manager of sales in 
charge of pipe and sheets. 

When the Republic sales de- 
partment was reorganized follow- 
ing the absorption of the Trum- 
bull Steel Co., in 1928, he was 
made assistant general manager 
of sales with supervision over all 
of the company’s products. In 
October of the same year he be- 
came general manager of sales of 
the Republic Iron & Steel Co., and 
in 1930 he was appointed assis- 
tant vice-president in charge of 
sales of the Republic Steel Corp. 


FELTON, SIBLEY CO. 
HAS ANNUAL MEETING 


Recently the annual sales meet- 
ing of Felton, Sibley & Co., Inc., 
was held at the company’s plant 
in Philadelphia, Pa. The com- 
pany’s entire sales organization, 
all district managers and John 
McMenamin, chief chemist of the 
company, were present. 
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Mer- | 


chandising and advertising plans 
of the company were discussed 
at the meeting. 

Optimism was the keynote of 
the meeting and Horace S. Felton 
predicted a year of unparalleled 
advancement in all lines of en- 
deavor. Vice-president Felton an- 
nounced the appointment of Wal- 





ter G. Sibley, Jr., as sales man- | 
ager over all activities not con- | 


cerning the industrial division, 
the latter department continuing 
under the direction of Mr. Felton. 


STRATTON & TERSTEGGE | 


ENLARGE OFFICE SPACE 


The Stratton & Terstegge Co., 


wholesale hardware, 15th and 
Main Sts., Louisville, Ky., has 
just completed a fairly large addi- 


tion to its main building, provid- 


ing additional office space. The 
new office addition, of 
construction, adjoins other offices 
of the company and is attractively 
finished in special materials for 
minimizing office noises. 





GOULD ENTERPRISES 
FORMED IN NEW YORK 


The Gould Enterprises Corp. 
has been formed in New York 
City, and after March 1 will be 
located at 20 W. 2Ist St., where 
the company has leased 10,000 
square feet of floor space. 

The company will serve the met- 
ropolitan New York district as 
sales representatives for manufac- 
turers of electrical and mechan- 
ical hardware and houseware spe- 
cialty lines, and will be prepared 


modern | 


| 
| 
| 


| 
| 
| 





to carry stocks, or to ship direct 
from the factories represented. In 
addition, the company expects to 
make arrangements with manu- 
facturers for producing special 
products it intends to develop and 
market. 

Benj. Gould is president and 
general sales manager, while his 
son, R. S. Gould, is secretary. 


NEW SECRETARY OF 
SOUTHEASTERN ASSN. 





H. M. Simmons, whose election 
as secretary-treasurer of the 
Southeastern Retail Hardware 
and Implement was announced on 
page 68, Feb. 15, 1934, Harp- 
WARE Ace. The new secretary 
will make his headquarters in 
Room 317, 10 Forsyth Street 
Bldg., Atlanta, Ga., where the of- 
fices of the organization have 
been maintained for several years. 





Rochester Metalware Window Contest 


The Robeson Rochester Corp., 
Rochester, N. Y., is sponsoring a 
window display contest, in which 
forty-four cash prizes will be 
awarded for the best window dis- 
plays featuring Rochester staple 
metalware during the period from 
Feb. 1 to March 31, 1934. 

A cash prize of $20 is the grand 
award, while the second award is 
$10 in cash. In addition, two 
awards of $7.50 each in cash for 
the third and fourth best dis- 
plays; ten awards of $5 in cash 
for the next ten best displays and 
thirty awards of $3 in cash for 
the thirty next best displays. 

C. J. Heale, editor, HarpwarE 
Ace, New York, N. Y., will serve 
as the judge of the contest, which 
will be conducted under the fol- 
lowing rules: 

1—Any hardware store propri- 
etor, manager, display man or 
clerk is eligible for this contest. 

2—Entry blanks can be secured 
from the Robeson Rochester 
Corp., or from any branch office 
or factory representative. 

3—Displays must feature Roch- 


ester staple metalware exclusive- : 





ly, including any of the items 
listed in the 1934 Rochester 
stapleware price sheet. 

4—Windows may be installed 
any time between Feb. 1 and 
March 31, 1934. Dealers must 
agree to leave display on view at 
least one week. 

5—Displays are to be installed 
solely at the dealer’s expense. 

6—Photographs of display with 
contestant’s name, name of store, 
and complete address written on 
the back must be mailed to the 
Robeson Rochester Corp., Roches- 
ter, N. Y., and postmarked before 
midnight, March 31, 1934. 

7—Kodak pictures will be per- 
fectly satisfactory and acceptable. 

8—Photographs are to be taken 
at the dealer’s expense, and sent 
to the company prepaid, with no 
charges or costs. 

9—Awards will be made on the 
merit of the displays, taking into 
consideration: attractiveness, ad- 
vertising value, and sales-compel- 
ling value. 

In the event of a tie both tying 
contestants will receive similar 
awards. 











BRIEFS 








The hardware business of the 
late W. H. Weed at 120 Main St., 
Vincennes, Ind., will continue 
under the present management 
which has had charge of it for 
the past ten years. 

Fire recently damaged the 
building and contents of the 
hardware and furniture store of 
J. F. Parker & Sons Co., Martin, 
Tenn. 

The three-story building of 
Prichard Co., Inc., wholesale and 
retail hardware, dry goods, etc., 
in Frostburg, Md., was recently 
damaged by fire. 

J. A. Brim & Sons Hardware 
Co., Walnut Grove, Mo., which 
recently suffered a fire, has re- 
opened its store. 





George S. Singer, Hartford, 
Conn., has purchased the stock 
of the Hayes Hardware Co., New 
Britain, Conn., which he will op- 
erate the Main St. address where 


| the former Hayes company did 


business. 





Joel Foote and a partner havé 
purchased the hardware store of 
A. C. Campbell at Van Wert, 
Ohio. Mr. Foote had been an 
employee of the store for a num- 
ber of years. 





The building at Main and 
Third Sts., River Falls, Minn.. 
occupied by the Kelly Hardware 
Co., has been purchased by 
Harry H. Kelly, proprietor of the 
business. 





Nislar Hardware Co., Lubbock. 
Tex., has been purchased by 
O. A. Terry and Fred Childress. 
The business will be continued 
at 904 Main St., under the firm 
name, Terry & Childress Hard- 


ware, 





Boles Hardware Co. was re- 
cently damaged by fire which 
damaged three other business 
structures in Danbury, N. C. 


The partnership of Edward A. 
Creedon and W. Charles Mad- 
den, trading as the Creedon-Mad- 
den Hardware Co., Mount Holly. 
N. J., has been dissolved. Mr. 
Madden will operate the business 
at new quarters at 16 and 18 
Mill St. 

MILL FACTOR PRODUCTS 

IN LARGER QUARTERS 


Mill Factor Products Co., New 
York City, manufacturers’ repre- 
sentatives, has moved from 66 W. 
Broadway to 53 W. Broadway. 
The new quarters have larger 
warehouse space. 


HARDWARE AGE 
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OIL BURNER CONCERN 
INAUGURATES NEW PLAN 


burners through home appliance 


| prospects are 


. .. | brighter for the current year. 
A new plan to merchandise oil | ~ © 


market channels, said to be the | 
first large-scale attempt to use a | 


distributor-dealer set-up in the 
history of the industry, was out- 
lined to representative hardware 
and major appliance distributors 
at the ABC Organization Meet- 
ing recently held in Chicago, Ill. 
This meeting was part of the pro- 
gram planned by the Automatic 
Burner Corp., Chicago, Ill., manu- 
facturers of ABC power oil burn- 


ers and range burners, to familiar- 
ize the trade with a new idea in | 


oil burner merchandising meth- 
ods. Under the ABC plan, oil 
burners can be sold as “package 


merchandise,” through a manu- | 


facturer to distributor-dealer ar- 
rangement, with installation be- 
ing provided for by service depots. 

In a three-day session, which 
included talks by J. H. Hirsch, 
president, and which was pre- 
sided over by Joseph Hirsch, vice- 
president and sales manager, a 
number of outstanding Eastern 
distributors related their experi- 
ences with ABC products, and ex- 
pressed their belief that with the 
company’s plan oil burners can be 
successfully merchandised 
through the distributor-dealer ar- 
rangement. 

Four large distributors: Bruno- 
New York, Inc., New York, N. Y.; 
Vermont Hardware Co., Burling- 
ton, Vt.; Morris Distributing Co.., 
Binghamton and Syracuse, N. Y.., 
and Midwest-Timmerman Distrib- 
uting Co., Dubuque, Davenport, 
and Des Moines, Iowa, signed up 
immediately under the new plan. 


PEDEN CO. ELECTS 
FOUR NEW DIRECTORS 


At the annual stockholders’ 
meeting of the Peden Co., held 
in Houston, Texas, on Jan. 15, 
four new members were elected 
to the board of directors. They 
are: C. O. Bartley, Oph Farmer, 
M. G. Oliver and J. B. Robinett. 
Other members of the directorate 
are E. A. Peden, D. D. Peden, 
E. D. Peden, A. G. Peden, John A. 
Harvin, B. E. Taylor, N. A. Fitch, 
Fred M. Golding, E. G. Edson, 
S. C. Red and W. S. Cochran. 

The company’s officers are: E. A. 
Peden, chairman of the board; 
D. D. Peden, president and treas- 
urer; John A. Harvin, vice-presi- 
dent and general manager; B. E. 
Taylor, vice-president; Fred M. 
Golding, vice-president; Oph 
Farmer, vice-president and gen- 
eral manager; J. B. Robinett, sec- 
retary, and V. H. Cardin, assistant 
treasurer. 

According to the report made 
by D. D. Peden at the meeting, 


factory year during 1933, and 
considered even | 





NEW PRES. ALUMINUM GOODS | 





A. J. Vits, whose election as 
president and general manager of 
the Aluminum Goods Mfg. Co., 
Manitowoc, Wis., was announced 
on page 64, Feb. 15, 1934, Harp- 
waRE AcE. Mr. Vits, former ex- 
ecutive vice-president of the com- 
pany, succeeds his brother, the 
late George Vits. 


W. J. FALLON JOINS 
LOCKWOOD HDW. MFG.CO. 


W. J. Fallon has joined the sales 
staff of the Lockwood Hardware 
Mfg. Co., Fitchburg, Mass. Mr. 
Fallon’s headquarters will be in 
the company’s Philadelphia office, 
and he will handle contract hard- 
ware in that locality. 

Beginning his career with the | 
California Hardware Co., in the 
builders’ hardware department, | 
Mr. Fallon went from there to the | 
San Francisco office of the Yale | 





| & Towne Mfg. Co., representing | 





i 





them in Southern California, Ariz- | 
ona, Colorado, Utah, New Mexico 
and portions of Texas. In 1927 
he became Yale & Towne’s con- 
tract representative in Ohio. 
Michigan and the Pittsburgh dis- 
trict. 


NEW PARKS STORE 

REQUESTS CATALOGS 

W. W. Parks. who for 15 years 
has operated a hardware store 
at 3444 Bagley Ave., Detroit, 
Mich., has opened a second store | 
at 6239 Vernor Ave., W., in the 
same city. Mr. Parks would like | 
to receive catalogs on hardware | 
and related lines at the latter ad- | 





dress. 


DU-ALL ADDS 
TWO SALESMEN 


Ralph F. Henn, president, the | 
Du-All Mfg. Co., makers of dust 
mops, brushes, polishes, etc., 
Geneva, Ohio, has announced the 
appointment of two new repre- 
sentatives to the company’s sales 


the company had a most satis- | force. 
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F. G. Kahler, 2061 Kennedy 


Ave., Baltimore, Md., will cover | 


Maryland, West Virginia, and the 
District of Columbia, while Gene 
O'Reilly, 313 First Ave., North, 
Minneapolis, Minn., will cover 
Wisconsin, Minnesota, Iowa and 
North and South Dakota. 


CODE AUTHORITIES 
CAN INCORPORATE 


Administrator Hugh S. Johnson 


has approved the recommendation | 


that the code of fair competition 
for the retail trade be modified to 
permit the incorporation of the 
national retail code authority and 
the local retail code authorities. 

The recommendation was made 


by the National Code Authority | 


Jan. 25, and Division Adminis- 


trator 


A. D. Whiteside, transmit- | 


ting it to Administrator Johnson, | 


explained that the Code Authority 


feels that it is a matter of great | 


importance to protect themselves 
and the members of the local au- 
thorities by incorporating against 


GROSS HARDWARE 
AUCTIONED OFF 

Assets of the Phillip Gross 
Hardware & Supply Co., Milwau- 
kee, Wis., were auctioned off in 
that city on Feb. 10. The sale 
was the largest of its kind held 
at the Federal Bldg. in more than 
a decade. The highest bid, of 
$91,500, for the merchandise 
stock, appraised at $201,000, was 
made by Adolph Winternitz, S. L. 
Winternitz & Co., brokers, Chi- 
cago, Ill. It is believed that this 
bid, representing nearly fifty cents 
on the dollar, will be officially 
approved. 

The highest bid received on the 
accounts receivable, listed at $76.- 
000, was a bid of $12,500. A. C. 
Schmidt, the bankruptcy trustee 
who conducted the auction, said 
he would recommend rejection of 
this bid as being too low. Nom- 
inal bids on several small par- 
cels of real estate will also prob- 
ably be rejected for the same rea- 
son. 

The Gross store closed Jan. 5, 


| and a voluntary bankruptcy peti- 


unmerited personal liability. Both | 


Mr. Whiteside and the legal divi- 
sion approved the recommenda- 
tion. 


FOY NOW REPUBLIC’S 

ASST. GEN. SALES MGR. 

Norman W. Foy, since 1932 Chi- 
cago district sales manager of 
the Republic Steel Corp., has 
been appointed assistant general 





NORMAN W. FOY 


manager of sales, with headquar- 
ters in Youngstown, Ohio. He is 
being succeeded at Chicago by 
W. J. Hanna, formerly of the De- 
troit office. 

Mr. Foy became associated with 
the old Republic Iron & Steel Co. 
in 1919 as a salesman, and subse- 


quently became manager of the 


company’s Buffalo, Boston and 
Birmingham offices. Shortly af- 
ter the formation of the present 
Republic Steel Corp., he became 
Western manager of sales. 


| stock is 





tion was filed in Federal Court 
the next day, listing liabilities of 
$305,000 and assets of $254,000. 
The business was founded in 1868 
by Phillip Gross, grandfather of 
Phillip W. Gross, the firm’s presi- 
dent when it failed. Mr. Gross 
has since organized a new firm 
under the name of Phillip Gross, 


Inc. The new firm will occupy 
the second floor of the Gross 
Bldg., 174 W. Wisconsin Ave., 


and will specialize in builders’ 
hardware and mechanical refrig- 
eration. 

In addition to Mr. Gross, other 
officers of the new firm will be 
Edward J. Schwandt, secretary, 
and Walter A. John, former sec- 
retary and attorney, respectively, 
of the bankrupt concern. 

If the bid for the merchandise 
accepted, as appears 
probable, it is believed that the 
Winternitz interests will dispose 
of the stock on the premises, as 
a thirty-day right on the store 
has been arranged. 


WASHINGTON DEALERS 
PLAN BIG PARTY 


The annual banquet, dance and 
entertainment for District of Co- 
lumbia hardware dealers and 
their guests, will be held at the 
Mayflower Hotel, Washington, D. 
C., on March 6, with festivities 
beginning at 7:30 p.m. Arrange- 
ments have been made for twice 
as many guests as were present 
at last year’s affair. 

Leon Wedding, president, 
Washington Retail Hardware 
Assn., appointed Fred Weaver as 
general chairman of the banquet 
and dance committee, and Mr. 
Weaver has, in turn, appointed 
twelve subcommittees to supervise 
details. 
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ERWIN FOERSTER 


Erwin Foerster, 83, vice-presi- 
dent of the Frankfurth Hardware 
Co., wholesale, Milwaukee, Wis., | 
died at Columbia Hospital in that 
city on Feb. 11, from injuries suf- 
fered the night before, when he 
was struck by an automobile, 
while on his way from his home 
at 1916 N. Prospect Ave., to the 


stores in 
and 


hardware 
Virginia, 


| chain of 
Southwest 


howie National Bank. 


JOHN W. ADAMS 

John W. Adams, 76, owner of 
the Adams Hardware Co., Ni- 
agara Falls, N. Y., died suddenly 
at his home in that city on Feb. 17. 

Despite advancing years, Mr. 
Adams was very active in the 
large hardware store, which he 
| founded in 1903, and in many 
activities. He was well 





civic 


tion by many friends and busi- 


ness associates. For many years, 


hardware organizations, members 
of which attended the funeral 
services. Burial was at Canan- 
| daigua, N. Y. 


HERBERT LAWRENCE 
Herbert Lawrence, 61, president 
of the wholesale hardware firm of 
Underhill, Clinch & Co., 84 White 
| St.. New York, N. Y., died of 
| pneumonia Feb. 13, in the Pros- | 
| pect Heights Hospital, Brooklyn, 
N. Y., following a brief illness. 





ERWIN FOERSTER 


Wisconsin Club, of which he was 
an active member. 

Mr. Foerster was probably the | 
oldest man in years and in length 
of service in the Midwest hard- 
ware trade. A native of Germany, 
he came to Chicago when 15, and 
shortly thereafter found work in 
a hardware store in Chicago and 
later in St. Paul. In 1874, he | 
moved to Milwaukee, and became 
a salesman for the old William 
Frankfurth Co., becoming secre- 
tary-treasurer of the firm when | 
it was reorganized a few years | 
later as the William Frankfurth 
Hardware Co. Since 1917, he 
had been vice president. 

Mr. Foerster was a member of 
the Wisconsin Club, Old Settlers’ 
Club, and the Milwaukee Asso- 
ciation of Commerce. Surviving 





HERBERT LAWRENCE 


Mr. Lawrence had been con- 
nected with the hardware firm for 
| forty-seven years and had always | 

taken an active part in metropoli- 
tan hardware trade activities. He 
him are his wife, and three sons,} was a member of the board of 
Dr. Otto H. and Dr. Harry Foers- | governors of the Greater New 
ter, and Oscar E. Foerster, who | York Wholesale Hardware, House- 
followed his father in the hard- | furnishing and Woodenware Assn., 
ware business. the Hardware Club and the Sons 
of the Revolution. He resided at 
610 E. 23rd St., Brooklyn, N. Y. 

Surviving are a widow, a daugh- 
ter, and a son, Irving G. Law- | 


J. A. O7BRIEN 

J. A. O’Brien, 57, a member 
of the purchasing staff of Bar- 
rett Hardware Co., Joliet, IIl., | 
died recently following a heart | 
attack. He had been with the 
Barrett company since 1916, for- | 
merly operating a retail hardware | 
store in Springfield, III. 





rence, 


Riztes 
JACOB HIRSHBERG | 


Jacob Hirshberg, 65, who, from 
1904 until his retirement in 1922, 
| operated a hardware store in the 
; i 2 1400 block on South Broadway, 
FRANK L, SAUNDERS St. Louis, Mo., died of heart 

Frank L. Saunders, 68, died re- | disease in that city Feb. 9 after 
cently at his home near Chil-| a brief illness. Upon his retire- 
howie, Va., after an illness of | ment, his business was turned 
several months. He was a di-| over to a son, Herman Hirshberg. 
rector of a concern operating a| Mr. Hirshberg was twice presi- 
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he was active in local and State | 


OBITUARY 


had | 


served as a director of the Chil- | 


and favorably known in his sec- | 


| rectors. 


| Railroad 








dent of the St. Louis Hardware 
Dealers’ Assn., and, besides his 
son, he is survived by two daugh- 
ters. 


G. A. TRUMBULL 

George A. Trumbull, 77; presi- 
dent, Huey & Philp Hardware 
Co., Dallas, Tex., died recently at 
his home in that city, following a 
heart attack. He started his 
career in railroad service and 
joined Huey & Philp in 1884 as 
a bookkeeper. When the organ- 
ization was incorporated in 1896 





G. A. TRUMBULL 


he was elected secretary-treasurer 


| and a member of the board of di- 
In 1904 he became vice 
manager | 


president and general 
and was elected president in 1911. 

At the time of his death he 
was a director of the Morris Plan 
Bank, a director of the Dallas- 
Railway & Terminal Co., a direc- 
tor of the Pecos Valley Southern 
and chairman of the 
board of directors of the Ajax 
Finance Corp. as well as vice 
president and treasurer of the 
Huey & Philp Realty Co. 

Mrs. Trumbull, a son and a 
daughter survive. 


WILLIAM HENDERSON 


William Henderson, 77, for 
many years associated with the 
hardware firm of Henry Gilbert 


& Son, Harrisburg, Pa., which 
discontinued business _ several 


years ago, died suddenly on Feb. 
4 at his Harrisburg home. He is 


| survived by his widow and sev- 


eral nieces and nephews. 
JAMES R. BAILEY 

James R. Bailey, who recently 
retired after 51 years of activity 
in the hardware store firm of 
E. M. Bailey & Son, Le Raysville, 
Pa., died Feb. 1. He had retired 
from business because of ill 
health, having disposed of the 
hardware store as well as of the 
Bailey foundry. 


WILSON ANDREWS 


Wilson Andrews, 56, Bethel, 
| N. C., who was for many years. 
affiliated with the Andrews Hard- 
ware Co., but who had retired 
two years ago because of poor 
health, died recently at his home 
in that city. Mr. Andrews had 
been prominently identified with 
the business life of his home town 
for many years. He is survived 
by his widow and a son, William 
H. Andrews. 


WILLIAM H. CEIGLER 

William H. Ceigler, 66, who 
had been engaged in the retail 
hardware business in Oneida, 
N. Y., for 23 years, died at his 





home in that city on Feb. 5 after 
an illness of several months. Mr. 
Ceigler had always taken an ac- 


| tive part in local political and 
| business affairs. Three daughters 





and three brothers survive. 


WILLIAM H. FARRELL 

William H. Farrell, 60, for 
many years a representative of the 
Nicholson File Co., Providence, 
R. I., in the Central and Middle 
Western territory, died at his 
home in Pelham, N. Y., on Feb. 
2, after a several months’ illness. 





WM. H. FARRELL 


Mr. Farrell entered the employ 
of the Nicholson File Co., in 1901, 
and for a time he was located in 
Providence in the sales depart- 
ment. Shortly after, his sales 
ability was recognized and appre- 
ciated, and in 1906, he was 
placed in charge of an outside 
territory. Steady advancement to 
more important positions cul- 
minated in his appointment many 
years ago as the company’s rep- 
resentative in the important terri- 
tory previously mentioned. 

He was highly regarded and en- 
joyed the utmost confidence of 
the trade. Mrs. Farrell, two 
daughters and four sons survive 
him. 
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CROWN HARDWARE 
DISCUSSES ACTIVITIES 


At the recent meeting of the 
Crown Hardware Stores, Inc., an 
outgrowth of the Lucas County 
Retail Hardware Club, held at 
the Commodore Perry Hotel, 
Toledo, Ohio, most of the meet- 
ing was given to a discussion of 
the incorporation proceedings. 
W. G. Greiner who has been ap- 
pointed chairman of the adver- 
tising committee reported that 
cooperative advertising will start 
about March 15 or April 1. Har- 
old Whitman, of the Toledo 
Blade, showed the layout for the 
opening ad of the group, in 
which it is proposed to show the 
photograph of each store’s owner 
or manager. William Reddish has 
been appointed buyer for the 
group. 

President George Hoffman con- 
ducted the meeting. 


WM. L. WHITE OPENS 
SUPPLY STORE 


Wm. L. White has opened a 
factory and garage supply store 
in Waterbury, Conn. The new 
establishment will specialize on 
the lines mentioned and does not 
intend to carry retail lines such 
as general hardware, paint, etc. 

R. A. Farrington, who for 
many years has been active in 
the factory supply business in the 
Waterbury district will be on the 
road for the new concern, and 
Mrs. Belinda Tracy, formerly 
with the Hotchkiss Co., is also 
connected with the store. 


EBERT CO, REPRESENTS 
IRWIN AUGER BIT CO. 


H. M. Swain, sales manager, 
The Irwin Auger Bit Co., Wil- 
mington, Ohio, announces the 
appointment of the Earl H. Ebert 
Co., Kansas City, Mo., as the 
company’s representatives in the 
territory embracing Kansas, Ne- 
braska, Iowa, Colorado, Arizona, 
and Missouri, with the exception 
of St. Louis. The appointment 
became effective on March 1. 


REVERE ANNOUNCES 
SALES DEPT. CHANGES 


G. Donald Dallas, president Re- 
vere Copper and Brass, Inc., an- 
nounces several changes in the 
company’s general sales depart- 
ment. 

J. A. Doucett, formerly vice- 
president and general sales man- 
ager, has been appointed vice- 
president in charge of sales. Mr. 
Doucett, in his new position, will 
give special attention to the NRA 
Code of Fair Competition of the 
copper and brass mill products 
industry, as well as to company 
policies. Before coming to Re- 
vere, he was connected with the 
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American Brass Co. in_ its 
branches at Buffalo, N. Y., and 
Kenosha, Wis. He later became 
vice-president of the Michigan 
Copper and Brass Co.. Detroit, 
Mich., now the Michigan division 
of Revere. 

G. A. Macfie, formerly assistant 
sales manager, has been appointed 
general sales manager to succeed 
Mr. Doucett. Mr., Macfie, who 
will devote his time to general 
sales activities, has been manager 
of the copper sales department of 
the U. T. Hungerford Brass & 
Copper Co., and New York sales 
agent for the sheet copper prod- 
ucts division of Rome Brass & 
Copper Co., now the Rome divi- 
sion of Revere. In 1929 he came 
to Revere as manager of merchan- 
dise sales for the New York dis- 
trict, and in 1931 he joined the 
general sales department as as- 
sistant sales manager of Revere. 

Both Mr. Doucett and Mr. Mac- 
fie will be located at the Revere 
executive offices. 230 Park Ave.. 
New York, N. Y. 


SHEET AND TIN PLATE 
SALES APPOINTMENTS 


F. M. Fuller, general manager 
of sales, American Sheet and Tin 
Plate Co., a subsidiary of the 
United States Steel Corp., Pitts- 
burgh, Pa., announces two execu- 
tive appointments in the com- 
pany’s sales department, as ef- 
fective Feb. 16. 

William A. Wein was appoint- 
ed assistant manager of sales 
in the Pittsburgh district sales 
office, and Charles Schramm was 
appointed assistant manager of 
sales in the New York district 
sales office. ° 


HOUSEWARES SHOW IN 
BOSTON, MARCH 19 


Sponsored by The Housewares 
Club of New England the New 
England Housewares & Appliance 
Show will be held at the Boston 
Madison Square Garden, Boston, 
Mass., the week of March 19. L. 
A. Hinds, 90 Canal St., Boston, 
is director. 








PRELIMINARY DRAFT OF SUPPLEMENTAL CODE 
ISSUED FOR THE WHOLESALE HARDWARE TRADE 


In accordance with Article VI, | 


of the Code of Fair | 


National Wholesale Hard- | 


Section 1 
Competition for the wholesaling 
or distributing trade as approved 
by the President on January 12, 
the wholesale Hardware Code 
Committee has issued, through 


The 


ware Association, a preliminary | 


draft of a supplemental code for 
the wholesale hardware trade. 
The code with suggested sub- 
stitutions and additions by mem- 
bers of the code and executive 
committees, is submitted to hard- 
ware wholesalers for their further 
suggestions, thus giving all mem- 
bers of the industry an opportun- 
ity to express their views; as ac- 
cording to the purposes of the 
code as expressed in Article I, it 
will be binding upon every mem- 


ber of the wholesale hardware 
trade. 
The supplemental code pro- 


vides a new definition of “What 
Is a Wholesaler.” 
Supplementing the labor pro- 





| article of 


visions of the general wholesale | 
| be sold at a price as low as the 


code is a provision that watchmen 
shall be permitted to work longer 
than fifty-six hours in any one 
week if time and one-third is 
paid for hours in excess of fifty- 
six hours per seven day week. 
There is also a provision taking 
care of aged employees and those 
who are physically handicapped. 

The code provides for the ad- 
ministration of the code by a 
divisional code authority com- 
posed of fifteen members to be 
elected by mail ballot sent to 
each member of the trade. 

Under “Trade Practices,” terms, 
cash discount and interest on 
overdue accounts are defined. 

Truck delivery of merchandise 
beyond the metropolitan area of 
the city within which a distribu- 
tor is located is forbidden but 


freight may be equalized with | 


| 





The maintenance of manufac- 
turers’ resale prices is recom- 
mended where such resale prices 
represent fair differentials as 
provided in Article VIII, Section 
1, of the general Wholesale Code. 

The code provides that whole- 
salers conducting a retail depart- 
ment must sell such departments 
on the same basis as they sell com- 
petitive retail customers, which 
does not place competitive retail- 
ers at a disadvantage. 

A “Loss Limitation” provision 
is included, providing that no sale 
shall be made at less than cost, 
such cost to include net invoice 
purchase or market price plus 
transportation charges to seller’s 
warehouse, and further when 
fixed and published from time 
to time by the Divisional Code 
Authority, to include allowance 
for actual wages involved and af- 
fecting the sale and delivery of 
the goods by the wholesaler. Any 
merchandise except 
those on a fixed resale basis, may 


price set by any competitor in 
his trade area on merchandise 
which is identical or essentially 
the same, if such competitor’s 
price is set in conformity with 
the “Loss Limitation” provision. 
An exception is also made to ob- 
solete goods, bona fide closeout 
merchandise, damaged merchan- 
dise, stocks being liquidated, etc., 
and merchandise sold in quantity 
to Departments of Government, 
State or Municipal, and for char- 
itable purposes. 

After giving careful considera- 
tion to all suggestions as to the 
manner in which the code may 
, be improved, the code committee 
will redraft the code after which 
it will be submitted to the ad- 
ministration at Washington and 


cities which are recognized as | an early date for a public hearing 


jobbing points. 


will be urged. 











WHOLESALE TRADE CODE AUTHORITY PROPOSES 
CODE MODIFICATIONS AND EXPLANATIONS 


The Code Authority of the 
General Wholesale Trade met 
Feb. 20 in New York City to 
consider explanations and modi- 
fications of the General Whole- 
sale Code. The interpretations 
determined upon by the General 
Wholesale Code Authority at the 
meeting were forwarded through 
Robert Strange, Legal Division, 
NRA, to Washington for 
proval and release. 


ap- 


The National Recovery Admin- 
istration is now preparing and 
explanatory booklet to be en- 
titled “The A.B.C. of the Gen- 
eral Wholesale Code,” which is 
expected to be ready for distri- 
bution in about ten days. 

It will include interpetations, 
explanations and other clarifying 
information on questions which 
have been raised with reference 
to the General Wholesale Code. 





| 


| 


} 
| 
| 


—BRIEFS= 


The business of J. C. Jackson 
Hardware Co., Inc., Richmond, 
Va., is now being operated as the 
A. H. Goode Hardware Co., Inc., 
with A. H. Goode as president. 





Ludwig Krenz, who has operat- 
ed a hardware business at 544 
Main St., Middletown, Conn., for 
the past fifteen years, is retiring 
from business. 


The K. L. Beach Hardware 
store in Lexington, Ore., was re- 
cently badly damaged by fire. 
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ADVANCES BECOMING EFFECTIVE 


Floor, Window and 
Counter Brushes 

Copper Tubing 
Steel Oilers 


Turpentine 

Goodyear Auto Tires 

Tin and Japanned 
Ware, Ete. 


DECLINES BECOMING EFFECTIVE 


Prepared Roll Roofings Building Felts 
Patented Asphalt Strip Shingles 


SHOWING A FIRMER PRICE TREND 


Cotton Products Oakum, Jute and Hemp 
Galvanized Ware Packing 
Binder Twine Ammunition 

Washing Machines 


BEING QUOTED UNDER A NEW PRICE PLAN 
Asbestos Mill-Board Ashestos Pipe Covering 


Prepared roll roofings were re- 
duced February 11th, averaging more 
than eleven per cent mark-down on the 
staple sellers. These items are still 
sharply higher than at the lows of last 
spring. The 87Ib. slate surfaced rolls 
are now priced at $1.67 per square, 
in less than five-ton lots—a drop of 
21 cents per square from the last pre- 
vious price list of November 30th. 
75Ib. slate surfaced rolls are at $1.56 
instead of $1.76, and the competitive 
tale roofings compare as _ follows:— 
35 pound 78 cents, formerly 88 cents 
per square, 45 pound at 94 cents, for- 
merly $1.06, and 55 pound at $1.11, 
formerly $1.24 per square. Shipments 
of five-ton lots to dealers are ten per 
cent less, and 40,000 pound carloads 
10-5 per cent less than the small lot 
prices. There are also several im- 
portant changes in the merchandising 
set-up of the leading manufacturers. 

* * * 

Revised prices were issued on 
patented asphalt strip shingles, effec- 
tive February 13th. At the same date 
revisions were made in the “merchan- 
dising plan” of the factories, which 
had been in effect since November. 
Prices are named both for carload and 
L.C.L. buyers, the latter schedule about 
10 per cent abové the carload. The 
new quotation for the Eastern and Cen- 
tral States on standard four-tab 10x36 
inch square strips is at $4.62 per square, 
a reduction of about 61% per cent from 
the November price of $4.94. The com- 
petitive 11 1/3x36 inch hexagon strips 
are quoted at $3.69 per square, in- 
stead of $3.94 as in November. 

x * * 


Declines were made on building 
felts, concurrent with the new prepared 
roofing schedules early in February. 
Tarred felt, in L.C.L. quantities, also 
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slaters’ and deadening felts and red 
rosin sheathing paper, are quoted about 
10 to 121% per cent below the preced- 
ing (November) sheets. Manufactur- 
ers report a substantial pick-up in or- 
ders, due in part to generally open win- 
ter weather, and in part to the revived 
demand, for repair work and for new 
construction. * * * 

Asbestos mill-board, in standard 
42x48 inch sheets, was quoted, effective 
February 19th, at a listing to retailers 
of $7.35 per 100 tbs. for full case 
lots, and standard asbestos paper at 
$6.25 per 100tbs. basis. Asbestos pipe 
coverings, in the Eastern and Central 
zones, are at 73 per cent for 2 ply, 72 
per cent for 3 ply, and 65 per cent for 
4 ply respectively. These prices are 
standardized under the recent asbestos 
industry merchandising plan. 

% * * 

Prices on cotton and cotton prod- 
ucts continue to stréngthen—a con- 
vincing evidence of the efficacy of the 
stimulants applied by the Roosevelt ad- 
ministration, assisted by a rising na- 
tional and international demand. The 
price of cotton during the past year 
has more than doubled, in the face of 
a surplus which is still troublesome. 
Under various February dates, whole- 
salers have been receiving notices from 
their sources of supply on cotton twine, 
clothes lines, mason and chalk lines, 
and sash cord, advancing prices moder- 
ately further. Lamp and stove wicks 
are other items recently affected by the 
rise in all cotton values. 

* * *% 

The signing of the chain code 
has not been followed by any definite 
new price schedules, and the basis of 
November, 1933, still governs. However, 
wholesalers report a steadying of the 
market, noticeable chiefly in the with- 






HOW'S the 


drawal of concessions in freight and 
price which had been more or less prev- 
alent. 

* *% *% 

January dollar sales of the Frig- 
idaire Corporation, General Motors 
subsidiary, exceeded the total for Janu- 
ary, 1933, by 133 per cent, E. G. Biech- 
ler, president, recently reported. Com- 
mercial refrigeration sales were 43 per 
cent ahead of the corresponding 1933 
period, the rest of the rise being in 
household units. 

* * * 


On February 9th turpentine ad- 
vanced four cents per gallon, followed 
by two cents further mark-up the next 
week, keeping up the steady rise which 
has been going on during the past two 
months. On February 9th, also, lin- 
seed oil declined 144 cents per gallon, 
rather a surprising move, at that time 
of the year, considering the shortage 
of linseed oil and the imminence of 
the spring painting season. However, 
the decline was short-lived, and was 
canceled by a corresponding 114 cents 
per gallon advance, within a few days. 


* * * 


Stove board prices for the en- 
suing fail season were issued February 
10th, averaging on the wood-lined and 
paper-lined boards about 8 per cent 
above the latest 1933 prices, but nearly 
20 per cent above the opening quota- 
tions of last season. Unlined walnut- 
finished boards were also advanced by 
an even greater percentage. All items 
are offered to the trade with fall dating. 


¢ #2 


A feature of the new code on 
silverware, meeting the approval of the 
better-class distributors, is the follow- 
ing, intended to eliminate the “gyp” 
guarantors of cheap silver platings on 
a 10, 20, or 30 year basis: 

“No member of the industry shall 
publish or otherwise announce any 
guaranty, whether limited or unlim- 
ited, for a specified period of time 
in connection with the lasting or 
wearing qualities of plated ware, or 
encourage or continue to sell any dis- 
tributor or dealer who persists in 
publishing or otherwise announcing 
such a guaranty in connection with 
the concerned.” 
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Electrical supply distributors 
comment especially on the greatly in- 
creased movement of wire and of wir- 
ing devices, and on the bettered de- 
mand for dry batteries. A Dun survey 
of the electrical trade for the opening 
weeks of 1934 reports a more favorable 
start than in any year in the past four. 
In fact, there has been a steady im- 
provement in demand since last 
May, with the 1933 volume rising 
approximately 10 per cent above 
that of 1932, and since the first of 
the year the upswing has been broader, 
as interest has extended to a larger 
number of lines. The better activ- 
ity among manufacturers and whole- 
salers results from actual buying 
on the part of the public, and not from 
a desire on the part of retailers to ac- 
cumulate stock. The sizable increase 
in the value of building permits, as 
compared with 1933, has brightened 
prospects for all manufacturers of elec- 
trical fixtures. 

* * * 

Copper tubing was marked up 
last month, to a discount of 10 per cent 
from lists, compared with a preceding 
174 per cent schedule. The steadying 
effect of the copper and brass products 
«code on sheet prices, and on selling 
practices, is becoming more and more 
manifest. 

* * * 

Standard galvanized tubs and 
pails, jobbers hear, will likely continue 
at present prices during March. Man- 
ufacturers report only a very modest 
margin, and state that any change in 
materials, labor or working hours 
must mean an immediate advance. A 
leading manufacturer announces ad- 
vanced prices on japanned ware, tin- 
ware of all kinds, galvanized baskets, 
etc. This advance is not uniform but 
will average approximately 10 per cent. 
Steel oilers, also, have been increased 
by one manufacturer. 

* * * 


Floor, window and_ counter 
brushes have advanced approximately 
10 per cent. This is brought about by 
higher prices for materials, and manu- 
facturers report that still further ad- 
vances can perhaps not be avoided. 
Prices have advanced very materially. 
also, on scrub brushes, kitchen and 
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Sales of Electric Household Merchandise 
for Four Years Compared 





SOURCE OF ORIGINAL DATA: ELECTRICAL MERCHANDISING 
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nail brushes, whisk brooms and on mis- 
cellaneous household brushes. 

The commodities which enter into the 
manufacture of these products are 
horse hair, fibre, bristle, wooden blocks 
and handles and, of course, labor. 
Bristle and horse hair are almost en- 
tirely imported. Prices have advanced 
more than 50 per cent. Excepting pal- 
metto, brush fibres are imported. White 
tampico, which comes from Mexico, has 
doubled in price. In addition to the 
above, Mexico has placed an added tax 
of 3 cents per pound on raw tampico, 
which means an increase of 4°4 cents 
to 5144 cents per pound on the dressed 
material. Blocks and handles have 
risen 40 to 60 per cent in cost, and 
labor, it is said, about 25 per cent. 
Some wholesalers have followed only 
part of the market rise on brushes, and 
are recommending this line as still in 
the investment class. 

* * * 

Revere Copper and Brass, Incor- 
porated, advanced prices on sheet, roll 
and strip copper and similar products 
14 cent per pound on December 19th, 
following the same general selling 
plan as announced by them December 
11th under the Copper and Brass mill 
products code. 


Courtesy Chicago Daily Tribune 
In connection with comment in these 
columns in a former issue, concerning 
the margins granted to distributors un- 
der the new plan, Revere Copper and 
Brass. Inc., point out that by purchas- 
ing in substantial quantities, the dis- 
tributor’s margin is bettered by reason 
of the higher mark-ups now established 
for small dot sales. The distributor’s 
margin remains close for sales to quan- 
tity buyers. 
x * * 

February selling of hardware 
has continued at a rate sharply ahead 
of last February, and in more favored 
districts the totals are pushing above 
the corresponding figures of 1932. Most 
wholesalers report current percentage 
gains somewhat behind the phenomenal 
gains of January—yet measuring up 
to their most hopeful estimates, and 
without signs to cause fear of early 
or serious reaction. Retailers attending 
the conventions have ceased to talk or 
think of their past troubles, and have 
settled to a real confidence in the on- 
coming of better business, better prices, 
and better times. More and more mer- 
chants are realizing the advantage of 
forward buying of their coming season- 
able needs. Comment is general that 

(Continued on page 81) 











Nebraska Dealers Had Best 
Meeting In Recent Years 





CHAS. LEHMKUHL 
President 


WO hundred members of the Ne- 


braska Retail Hardware Associa- 

tion were present for the annual 
convention held at the Fontenelle Ho- 
tel, Omaha, Neb., Feb. 6, 7 and 8. Of- 
ficers of the organization declared the 
meeting in optimism manifested, in in- 
terest evidenced, and in attendance, 
surpassed all of the more recent con- 
ventions of the association. The 1935 
convention of the organization will be 
held at Lincoln. 

President B. B. Barber, Homer, Neb., 
in his opening address, said: “In the 
very turbulent year that has passed our 
association cannot point with pride at 
any particular accomplishment but, 
throughout this present year we will 
all hope for a Bigger and Better Busi- 
ness than in 1933.” 

The principal address at the opening 
session was delivered by Herbert P. 
Sheets, managing director, National 
Retail Hardware Association, Indian- 
apolis, Ind. “We have passed the 
bottom and we are going up” said Mr. 
Sheets. He ascribed the upward trend 
to the NRA and to natural conditions 
within the industry itself. 

“He wanted,” he said, “the delegates 
in attendaiuce to think of the ‘New 
Deal’ in terms of price movement.” 
First of all, he pointed out during the 
three depression years, the prices of 
manufactured products went clear 
down to the bottom. Some increase in 
price is indicated at this time, but it 
is folly for the manufacturer to in- 
crease prices beyond the ability of the 
consumer to pay. The manufacturer 
is not in close touch with the consumer, 
but the retailer is, and knows just 
what his reaction to higher prices is. 
Mr. Sheets then spoke in detail of 
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B. B. BARBER 
Retiring President 





GEO. H. DIETZ 


Secretary-Treasurer 


present merchandise prices, showing 
the advancing trend in practically all 
hardware items. 

Mr. Sheets also called attention to 
the pricing shown in the new 1934 
mail order catalogs. On some lines, 
for instance, such as poultry netting, 
the price to consumer is lower than 
the average retailer can buy under the 
present code regulations. Since the cat- 
alog price has increased only slightly, 
the retailer will probably be accused 
of price gouging. He believed that 
some of the problems in this connection 
might eventually be worked out, but 
that necessarily, the development of 
code provisions was slow and the mis- 
takes which operation of the code 
clearly revealed would necessarily have 
to be adjusted. 

Mr. Sheets again addressed the con- 
vention on its second day, his subject 
being “The Retail Hardware Code.” 
He told the members of the benefits to 
be secured from the adoption of the 
code and went into details on the en- 
forcement of its provisions. He stressed 
the point that the NRA code was estab- 
lished to increase employment and pay- 
rolls. 

The code discussion of the second 
day’s session included a charge by Otto 
H. Zumwinkel, Lincoln, Neb., a com- 
missioner, Nebraska Manufacturers’ 
Association, that NRA codes are having 
an adverse effect on smaller industries 
in the Middle West. “Unless we make 
our voices heard,” he said, “we are 
apt to be wiped out of the picture be- 
fore we get our feet under us.” 

He urged business men to take an 
interest in government, stating that 
they are essentially a part of the gov- 
ernment, not foreign to it. “As a 


matter of fact, we are the government,” 
he declared. 

A meeting of the Nebraska Hard- 
ware Mutual Insurance Co. was held 
on the afternoon of the second day. 
All officers and directors of the insur- 
ance company were re-elected. 

“Legislative Problems with Special 
Reference to Taxation” was the sub- 
ject of an address by C. A. Sorensen, 
Lincoln, Neb., on the closing day of 
the convention. Mr. Sorensen told the 
members how they were suffering from 
overtaxation and suggested methods of 
tax reform. 

As the last address to the convention, 
Cliff Crooks, Lincoln, Neb., told the 
convention his idea of the future of 
small towns, from which most members 
of the convention come. Mr. Crooks is 
confident that the small town will not 
only survive, but that it is growing in 
importance in business, contrary to the 
belief of many. 

The following officers were elected: 
President, Charles Lehmkuhl, Minden, 
Neb.; vice president, L. W. Jennings, 
McCook, Neb., and second vice presi- 
dent, Victor Anderson, Havelock, Neb. 
Directors: L. E. Nelson, Omaha; (re- 
elected) Harry Spalding, Chadron, 
Nebraska, (new member). Other 
members of the board with unexpired 
terms are: Earl Dean, York, Neb., and 
Carl Kollmeyer, Fremont, Neb. George 
Dietz, Lincoln, Neb., was _ re-elected 
secretary-treasurer. 

Forty exhibitors displayed their 
wares on the mezzanine floor and in 
the ballroom of the Fontenelle. 

Ladies of the Omaha Hardware 
Club Auxiliary entertained visiting la- 
dies at a luncheon at the Fontenelle and 
the Omaha club were hosts at a recep- 
tion and dance. 

Resolutions adopted commended the 
work of the national committee on 
prices and urged “the vital necessity 
of continued and unceasingly aggres- 
sive leadership by the National Retail 
Hardware Association to the end that 
all affiliated State associations may ap- 
point price discrimination committees 
to act under the National committee in 
a concerted national attack.” 

A supplemental resolution was 
passed, following a talk by former 
State Attorney General C. A. Soren- 
sen, opposing the provision in the pro- 
posed electric light and power code 
which “declares it to be in the public 
interest for private power companies to 
promote the sale of electrical appli- 
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Michigan Retail Hardware Association 
Holds Fortieth Annual Convention 


ITH more than eleven hundred 

members, salesmen and guests, 

present, the Michigan Retail 
Hardware Association opened its forti- 
eth annual convention at the Statler 
Hotel, Detroit, on Tuesday, Feb. 13th, 
and continued until Friday, the 16th. 

After the invocation by Wm. Moore, 
Detroit, the President’s luncheon, in 
honor of past presiderits, opened the 
convention activities. Past presidents 
were introduced by Chas. H. Sutton, 
Howell, Mich. Among those absent were 
George W. Hubbard, Flint, oldest living 
past president who reached his 90th 
year on Washington’s birthday. and 
H. C. Minnie, Eaton Rapids, first secre- 
tary of the Association. Tribute was 
paid to the memory of Scott Kendrick 
and C. L. Glasgow, presidents in 1925 
and 1927 respectively. 

William J. Dillon, president, Detroit. 
very briefly reviewed the work of the 
past year, speaking of the particularly 
encouraging group meetings and the en- 
thusiastic assistance he had _ received 
from officers and members. He then in- 
troduced Herbert P. Sheets, Indianapo- 
lis, Managing Director, N.R.H.A., who 
took up the subject of the wholesale 
code, having in mind mainly, those 
clauses that interested the retailer most: 
Protection of retailers and the Differ- 
entials clause. While Mr. Sheets recog- 
nized that self interest dictated the de- 
sires of many, wholesalers and retailers 
must recognize their inter-relationship 
if we are to save our present system of 
distribution. He pointed out that some 
wholesalers had been driven by compe- 
tition into doing institutional and con- 
tract business, but the paragraph of the 
code on protection will give a sound 
basis, in future, upon which to stop the 
practice. 

The differentials clause provides a 
divisional code authority which may 
arrange for a conference of all inter- 
ested parties to have a part in fixing 
differentials. He added that some manu- 
facturers had gone ahead without such 
meetings. To questions from the floor, 
later, Mr. Sheets said that the differ- 
entials plan would help the dealer, that 
the NRA was entirely new to American 
business and that codes would not be 
helpful until all cooperate and give 
them a chance. There must be syn- 
chronization if our distributive system 
is to survive. If any other system is 
better than ours it will certainly super- 
sede. 

H. S. Earle, Detroit, President North 
Wayne Tool Co., gave an address, punc- 
tuated with wit and wisdom, that was 
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well received. He considered the NRA 
an effort to install the golden rule and 
likened the effort of Uncle Sam to that 
of a parent who would go into any debt 
to care for his sick family. We are 
industrially sick and Uncle Sam is will- 
ing to go to these lengths to care for us. 
He recognized the flaws in the effort 
to recover but expressed a strong faith 
in the final outcome. He admonished 
dealers to keep goods marked up to the 
price at which they could be replaced. 

Tuesday evening’s session was a very 
interesting selling demonstration by 
Ralph W. Carney, sales manager, Cole- 
man Lamp & Stove Co., Wichita, Kan- 
sas. His audience was keenly apprecia- 
tive and many a sales clerk received an 
inspiration in selling from this talk. 

F. R. Kohnstamm, general sales pro- 
motion manager, Westinghouse Electric 
Co., Pittsburgh, was the first speaker at 
the Wednesday morning session. His ad- 
dress stressed the opportunity for the 
hardware merchant in the sale of elec- 
trical appliances. He pointed out defi- 
nitely that hardware stores belong in the 
electrical appliance selling field, and 
endeavored to show the hardware man 
how to develop the desire to own appli- 
ances and how to use the user. Hard- 
ware business, he said, is built on the 
quality basis and could better, there- 
lore, present the desire-creating features 
of the merchandise. There are many 
other buying motives than those of price. 
The appliance business requires promo- 
tional effort rather than mere store keep- 
ing. Advertising. store display and gen- 
eral sales promotion were necessarily co- 
ordinated. Mr. Kohnstamm urged his 
hearers to look carefully to trade papers 
for ideas and to augment these by some 
of their own. He reminded that major 
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Secretary 


appliances require a different type of 
selling from the shelf merchandise. His 
parting word was that business belongs 
to the man who sets himself up right to 
get that business, whether it be electri- 
cal or other lines. 

Nelson Waters, Paw Paw, Mich., fol- 
lowed with a short talk, illustrated with 
posters showing his experiences in suc- 
cessfully merchandising specialties un- 
der very unfavorable conditions. Mr. 
Waters’ sales from electrical goods 
tables, for instance, amounted to $77 
per lineal foot. 

A question box, conducted by A. D. 
Vandervoort, Lansing and Chas. H. 
Sutton, Howell, followed these talks and 
brought out interesting discussion. 

The next speaker was Chas. E. Boyd, 
Secretary Retail Merchants Association, 
Detroit, Who dealt with the retail code 
as his main subject, but preceded his 
remarks by information on the state 
sales tax, so called, saying in part that 
the tax was not really a sales tax but a 
tax on the privilege of doing business 
and that the permissive clause which 
allowed the retailer to pass the tax on 
to the consumer could and may be with- 
drawn, thereby making it necessary for 
the retailer to pay it himself. That this 
was a surprise to many was evident. 

Mr. Boyd outlined the organization 
of code authorities and the procedure 
to follow in case of labor and other 
complaints. He informed his hearers 
that in complaints against the store, 
the authority would take the position 
that the store is guilty until it proved 
itself innocent—just the opposite to 
usual procedure. The employer is also 
required to go to the authority for set- 
tlement of the complaint and must not 

(Continued on page 83) 
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New York State Convention 
Protests Proposed 2% Sales Tax 


ODES, competition and _ taxes 
C were the chief topics at the 32nd 
annual convention of the New 
York State Retail Hardware Associa- 
tion held February 13 to 16 inclusive 
at the Hotel Syracuse, Syracuse, N. Y. 
Strong opposition to the proposed 2 
per cent State sales tax was expressed 
at the convention. There were three 
hundred twenty-eight member registra- 
tions and fifty-five exhibits were spon- 
sored by manufacturers, manufactur- 
ers’ agencies and wholesale distribu- 
tors. 

“What’s Ahead” was the title of the 
address by President William H. Pad- 
dock, Wolcott, N. Y., who said that we 
have been cautious about prognosti- 
cating the future but have learned to 
make use of past experiences. Ex- 
pressing belief in the sincerity of the 
President in his monetary and other 
plans he held that now is the time to 
lay aside partisan politics to cooper- 
ate with the National Government. If 
nothing else came from NRA but the 
following of more ethical practices the 
price will be worth while, declared Mr. 
Paddock, who pointed out that the 
shortened working hours resulting from 
the codes could be very beneficial if 
properly utilized by the individual. 

Talking on “Community Legislative 
Problems and Their Solution,” E. R. 
Robertson, Corporation Counsel, City of 
Syracuse, stated that 90% of the money 
which would be paid on the proposed 
2% State retail sales tax would be used 
in the various individual communities. 
He favored the proposed tax, pointed 
out that no tax is popular and dis- 
cussed the problems of city budgeting 
and tax expenditure. 

That the proposed 2% State sales 
tax would retard the President’s re- 
covery plans was the opinion of Ben- 
jamin Sisson, Sisson Bros. & Weldon 
Co., Binghamton, N. Y., department 
store executive and vice-president of 
the New York State Council of Retail 
Merchants. Speaking on the subject, 
“Sales Taxes, the Merchant and the 
Public,” he said, “This sales tax is so 
destructive, so unfair that no man fa- 
miliar with it can be blamed for stand- 
ing against it.” Declaring that it 
could not be economically collected, 
could be easily evaded and would work 
a particular hardship on border town 
merchants, he stated that business 
would be lost by those merchants on 
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or near the border to dealers in towns 
just across the State lines. 

Speaking on “Suppliers Codes and 
Their Effect on the Retailer” Forest 
Needles, vice-president, The W. Bing- 
ham Co., Cleveland, Ohio, wholesale 
hardware distributors, stated that the 
effects of the wholesalers code were 
still largely a matter of conjecture. He 
pointed out that our distribution prob- 
lem was still to be contended with and 
expressed the opinion that the whole- 
sale code was one of the finest writ- 
ten up to the present time. 

At the Wednesday session Herbert 
P. Sheets, Indianapolis, Ind., managing 
director, NRHA, discussed the reasons 
for having a master retail code and 
said that the loss limitation provision 
means what it says and is not a price 
maintenance measure. “Quality,” he 
said, “is always going to get a lower 
price.” Declaring that NRA _ should 
not be expected to change things over 
night and that if it fails something “‘in- 
finitely worse” will take its place, he 
stated that while shorter hours in pro- 
duction might be all right they were not 
all right in distribution. 

R. J. Atkinson, Brooklyn, briefly 
discussed the R.F.C. and held that the 
banks have been the bulwark of the 
country during the past three or four 
years in their efforts to protect invest- 
ments. C. D. Starks, Far Rockaway, 
N. Y., vice-president of the association 
then discussed the effect of NRA on 
his business and said that while it 
had increased his store’s expenses out 
of proportion to sales, he was optimis- 
tic as to the future. 


JOHN B. FOLEY 


Secretary-Manager 


Cc. D. STARKS 
President 


“More Sales in 1934” was the sub- 
ject of an address by H. Elton Pease, 
counselor, NRHA merchandising pro- 
gram, who urged selling more custom- 
ers and selling customers more mer- 
chandise and stated that the way 
to increase sales was by the use of 
more effort and by making the hard- 
ware store a place where people want to 
shop. Dealers were told to get down 
to selling and to have more flexibility 
in their business. 

Martin Van Dussen, Rochester, N. 
Y., opened the Thursday session with 
a question box centering around sales 
to the CWA, some members reporting 
that all CWA bids in their locality were 
on competitive basis, while those from 
other sections stated that they were 
simply given orders that cleaned out 
their stocks of certain lines. A discus- 
sion of sales to State institutions and 
one on wages paid by hardware stores 
followed. 

A dramatization of new store prac- 
tice entitled “A Selling Lesson” was 
given by Ralph W. Carney, sales man- 
ager, Coleman Lamp & Stove Co., 
Wichita, Kan., who said that much had 
been heard about competition, taxes 
and codes but that the real business of 
the retailer was to sell something and 
that every sale was born out of imagin- 
ation. He pointed out that chain stores 
put quantities of items they are pro- 
moting, in their windows instead of 
just putting one unit in with a group 
of other merchandise. 

Mr. Sheets made the final address of 
the session in which he pointed out 

(Continued on page 67) 
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Pacific 
Northwest 
Meeting 


chosen president of the Pacific 

Northwest Hardware & Implement 
Association at its 29th annual con- 
vention held at the Hotel Davenport, 
in Spokane, Wash., January 30 and 31. 
Mr. Oud succeeds Ray Cavanaugh, Au- 
burn, Wash. About 100 hardware and 
implement men from the Northwest 
States attended. 

J. M. D. Hansberry, Seattle, Wash., 
was named first vice-president and John 
Miller, Lind, Wash., was elected second 
vice-president. W. H. Richardson, 
Harrington, Wash., was chosen secre- 
tary-treasurer to succeed E. E. Lucas, 
who has served the association in that 
capacity many years. 

The principal order of business cen- 
tered about the code for the hardware 
and implement business. Also, plans 
to reduce the board membership from 
18 to 6 were suggested. The conven- 
tion closed with the membership of 
the directorate remaining at 18. 

Codes have created the best .com- 
petitive conditions business has known, 
but they do not create business, said 
Irwin E. Douglas, Indianapolis, Ind., 
representing the National Retail Hard- 
ware Association. 

“Personality, coupled with hard 
work, is the finest thing for business,” 
Mr. Douglas declared. “Are we sure 
we want stabilization, or do we want 
progress? Progress I believe, is the 
answer. 

“We need new ideas. There never 
was a time when people would accept 
something new as eagerly as now. Your 
1934 business depends on your ability 
to see opportunities and take advantage 
of them.” 

John Miller, Lind, Wash., addressed 
the two-day session on the retail farm 
implement code and W. O. Munsell, 
Portland, Ore., explained the working 


J ce OUD of Orofino, Idaho, was 


of the farm equipment industry code. 


A discussion of the retail hardware 
code was presented by Roy C. Rich- 
ardson, Spokane, Wash., and J. T. 
Elson, also of Spokane, outlined the 
wholesale hardware code practices. 
Prof. L. J. Smith, agricultural engi- 
neer, now in charge of a survey of 20 
counties in Washington, pointed out 
that the National Farm Survey should 
prove a boon to the hardware and im- 
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plement dealer. Professor Smith’s 
survey is to determine the needed im- 
provements to farm homes throughout 
the State, in conjunction with the na- 
tional survey, for the purpose of stim- 
ulating building, for which, the speaker 
said, the government is preparing to 
loan the farmer. 

Dr. W. J. Hindley, manager, Wash- 
ington Merchants Association, Seattle, 
Wash., spoke on “The New Competi- 
tion.” He stressed the new retail code, 
pointing out that a whole-hearted co- 
operation by the hardware business was 
needed to bring forth a new era of 
prosperity. 

The “new deal” is just the “old deal” 
dressed up in a new garb, according 
to President Cavanaugh, who discussed 
the present economic problems faced 
by hardware and implement men. 

“We are told it is collectivism,” said 
Mr. Cavanaugh, “and we must accept 
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it or the nation will perish. 

“Careful students of history and eco- 
nomics, upon examination of the evi- 
dence, must conclude that the adminis- 
tration’s brain trust took its cue from 
certain gentlemen, who kidnapped the 
social concept known as communism, 
dressed it in a new garb, renamed it 
“technocracy,” then made some further’ 
modifications of the theory and dubbed 
it NRA. It then was introduced to the 
public as the ‘new deal’.” 

L. M. Collins, Fairfield, Wash., told 
the convention that “we are selling to 
a new public and not the farmer of 
20 years ago. 

“Radio, modern transportation and 
other things have made the rapid 
changes,” said Mr. Collins. “The old, 
black range does not sell any more. 
The public wants something new. It is 
up to us to adapt ourselves to the 
changes.” 





New York Convention Report 
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that it was the job of retailers and 
everyone interested in distribution to 
maintain price levels at a point which 
would prevent a “buyers’ strike.” 
Tracing recent price trends he ex- 
pressed the opinion that an increase of 
15% in some prices to consumers 
would not cause much complaint. 
Resolutions were passed: protesting 
the present State sales tax of 1% and 
the proposed 2% sales tax; asking the 
National Government to provide a defi- 
nite, adequate and compulsory “cost 
plus” provision; petitioning the Na- 
tional Recovery Administration “to 
modify existing regulations so as to 
provide for and enforce impartial com- 
petitive conditions in all communities, 
and petitioned “the several dvisions 
and agencies of Federal and State Gov- 
ernments for immediate and energetic 
action in every possible manner which 
can improve and restore quickly the 


financial independence of the State’s 
agriculturists.” 

Charles D. Starks, Far Rockaway, 
succeeded W. H. Paddock, Wolcott, 
as president. R. C.*Boyce, Wellsville, 
and H. W. Allen, Clinton, were elected 
first and second vice-presidents re- 
spectively. Frank E. Pelton, Herkimer, 
was reelected treasurer. John B. Fo- 
ley, Syracuse, continues as secretary- 
manager. 

R. J. Atkinson, Brooklyn, and John 
W. Spalding, Lockport, were elected di- 
rectors, while John A. Herrick, South- 
ampton, E. O. Winegar, Buffalo and 
C. F. Lawrence, Katonah, were re- 
elected directors. 

The annual dinner, dance and enter- 
tainment of the association was held 
Wednesday evening at the Hotel Syra- 
cuse. A program of events for the la- 
dies was in charge of a committee 
headed by Mrs. Emil Evertz, Syracuse. 
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Wisconsin Convention 
Attracted 1400 Dealers 


The 38th Annual Convention of the 
Wisconsin Retail Hardware Association, 
held at the Auditorium, Milwaukee. 
Wis., Feb. 6 to 9 inclusive, was a de- 
cided success. The splendid attendance, 
with more than 1400 registered, indi- 
cated the interest of hardware retailers, 
while the exhibit, held in conjunction, 
was about 40 per cent larger than last 
year’s. 

At the opening session Thursday 
morning, Vice-president G. G. Jones, 
Racine, in his address to the members 
stressed the necessity of united and or- 
ganized effort, and quoted President 
Roosevelt and General Johnson on the 
vital functions of trade associations in 
the administration of the codes, to the 
end that industry and trade be purged 
of uneconomic trade evils. 

F. H. Clausen, president, Van Brunt 
Mfg. Co., of Horicon, Wis., and presi- 
dent, Wisconsin Manufacturers Assn., 
outlined in a concise, clear-cut manner 
the conditions leading up to the enact- 
ment of the National Industrial Recov- 
ery Act and the development under that 
act of the various Manufacturers’ Codes. 

R. W. Carney, sales manager, Cole- 
man Lamp & Steve Co., Wichita, Kan., 
delivered a stirring, inspirational ad- 
dress, loaded with practical suggestions 
on how to sell and demonstrate mer- 
chandise. He used the automatic elec- 
tric iron in a masterful demonstration 
of salesmanship. He pointed out that 
when we get into price competition 
there is no bottom to the price. Some- 
ene is always selling for still less 
money. The answer, as ably demon- 
strated by Mr. Carney, is to sell some- 
thing different. 

At the Wednesday afternoon session 
C. G. Gilbert, Oregon, Ill., chairman of 
the National Hardware Price Commit- 
tee, presented to those present indis- 
putable facts about “Price Competi- 
tion.” He was armed with the leading 
mail-order house catalogs, which he 
termed the nation’s “most popular 
books,” and cited item after item on 
which mail-order house competition had 
made even a small profit impossible for 
the hardware retailer. Mr. Gilbert 
stated that the codes have not for the 
present corrected the unfair price com- 
petition evil, syndicate store and mail- 
order house buyers anticipated the ef- 
fect of the codes and purchased their 
needs before the codes could be made 
effective. 


68 


The next speaker was H. Elton Pease 
of the Standard Association Show Card 
Service, Chicago. His subject was “Ad- 
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vertising and Merchandising,” and rare- 
ly have hardware retailers had an op- 
portunity to hear a talk on merchandis- 
ing so full of sane, practical sugges- 
tions. 

Mr. Pease emphasized that if com- 
petition is pulling some customers away 
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from our stores it necessarily follows 
that we must maintain volume by sell- 
ing more to those who do enter our 
place of business. Mr. Pease stated 
that statistics show that we give back 
to the customers as change nine times 
as much money as is retained for the 
merchandise we sold. He pointed out 


that salesmen often do not have the 
time to suggest additional purchases to 
the customer. Again, many lack the 
ability and tact to practice suggestion 
selling with success. He demonstrated 
the effectiveness of properly prepared 
price cards, very aptly named “Table 
Talkies.” 

The first speaker at Thursday morn- 
ing’s session was A. E. Winter, Morley 
Murphy Co., of Green Bay, Wis. Mr. 
Winter explained the basic provisions 
of the wholesale code and emphasized 
the value to the retailer of two very 
important clauses: the “protection to 
retailer” clause and the “differential” 
clause. 

A lively question box session fol- 
lowed Mr. Winter’s address. Rivers 
Peterson, editor, Hardware Retailer, 
Indianapolis, Ind., was in charge. Mr. 
Peterson pointed out that the “protec- 
tion to retailer” clause was written by 
him, but was in the code because it 
had the support of the hardware whole- 
saler. 

Mr. Peterson, who is one of the hard- 
ware representatives on the National 
Retail Code Authority, also explained 
provisions of the Retail Code. He 
pointed out the work that was done by 
the National and affiliated State Hard- 
ware Associations during the time this 
code was being developed. He stated 
that eventually we would be glad that 
the Retail Code does not include a defi- 
nite minimum mark-up provision. He 
explained how such provisions in some 
other codes are already proving a seri- 
ous handicap to dealers who are not 
in a position to buy at as low a price 
as more powerful competitors. He also 
urged members to lend whole-hearted 
support to the codes, pointing out that 
most codes submitted for the approval 
of the Administration were “confes- 
siens” of the sins of the industries 
concerned and that they listed every 
known “chiseling” method. 

At the Friday morning session Mr. 
Peterson again spoke. This time on 
“What's Happening to Merchandise 
Prices.” He expressed criticism of the 
open-price agreement provisions and 
certain other clauses included in some 
codes. The inevitable result of such 
agreements, he said, was that manufac- 
turers will be selling at the same prices. 
This might easily lead to a monopoly 
in favor of the larger industries. He 
took to task certain manufacturers who 
give chain store and mail-order houses 
an unfair price preference. He cau- 
tioned dealers against buying heavily 
at this time of such products as are 
clearly “too high.” A question box ses- 
sion following Mr. Peterson’s talk and 
led by him developed much valuable 
information, so much in fact, that some 
dealers present stated this session alone 

(Continued from page 72) 
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What every merehant should know 











AS 
ADVERTISED 
IN THE 


AMERICAN 
WEEKLY 











HOUSANDS of merchants who feature products adver- 
tised in THE AMERICAN WEEKLY find it easier to pay the 
rent; they are wide-awake and progressive. They know, for 
instance, that THe AMERICAN WEEKLY, read by more than 
SS 5,000,000 families, is the most powerful advertising salesman 

SS in the world. Many of these families live in YOUR trading 
SS area and can be made YOUR customers, if you feature the 


merchandise they see advertised in Tuk AMERICAN WEEKLY. 











The American Weekly—what it is 


@ The American Weekly is the largest magazine in the world. It is distributed 
through 17 great Hearst Sunday Newspapers. In 529 of America’s 995 towns and 
cities of 10,000 population and over, The American Weekly concentrates 68% of its 


circulation. a om 
In each of 93 cities, it reaches one out of every two families 


In 110 more cities, 40 to 50% of the families 
In an additional 157 cities, 30 to 40% 
In another 169 cities, 20 to 30% 


-.. and, in addition, more than 1,680,000 families in thousands of other commu- 
nities, large and small, regularly buy and read The American Weekly. 


TH EM ERICAN 


AW EEKLY 


in the World 
“The National Magazine with Local Influence” 
Main Office: 959 Eighth Avenue, New York City 
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Oregon Dealers Make Change 
In Associations Name 


HE 28th annual convention of the 

Oregon Retail Hardware & Im- 

plement Dealers’ Association, held 
at the Multnomah Hotel, Portland, 
Ore., Feb. 6 and 7, was one of the best 
attended meetings in the history of the 
organization. Members voted to dis- 
solve the association and the North 
Coast Hardware and Implement Deal- 
ers’ Association, embracing retailers 
throughout Oregon and western Wash- 
ington, was formed in its stead. 

The change in name was made at 
the conclusion of the meeting after a 
delegation of western Washington 
dealers petitioned for admission into 
the Oregon association. Formerly all 
Washington and the Idaho Panhandle 
were represented in the Pacific North- 
west association. 

The new organization will maintain 
affliated membership in the National 
Retail Hardware Association and the 
National Federation of Implement Deal- 
ers’ Associations. New officers of the 
North Coast association are planning 
an intensive drive for new members 
and a special effort will be made to 
secure a strong representation in west- 
ern Washington. 

At the election of officers, C. G. Jen- 
nings. Tacoma, Wash., was elected pres- 
ident; A. R. Quackenbush, Eugene, 
Ore., was chosen first vice-president, 
and J. M. D. Hansberry, Seattle, 
Wash., second vice-president. E. E. Lu- 
cas, Spokane, Wash.. is secretary-treas- 
urer. 

The following directors were elected: 
F. A. Ernst, Seattle, Wash.; D. B. 
Chown, Portland, Ore.; George E. Al- 
len, Salem, Ore.; Ray Cavanaugh, Au- 
burn, Wash.; E. P. Lewis, Marshfield, 
Ore.; W. J. McKenzie, Goldendale, 
Wash.; J. G. Bennett, Vancouver. 
Wash.; Richard Fendall, Forest Grove, 
Ore., and Roland Hubbard, Medford. 
Ore. 

Retiring president G. R. MeNair, 
Bandon, Ore., presided at the two-day 
meeting. The members went on rec- 
ord as favoring the general idea of 
a retail code, but urged aggressive 
action in getting some glaring weak- 
nesses eliminated. 

Irwin E. Douglas. representing the 
National Retail Hardware Association, 
Indianapolis, Ind., was a_ featured 
speaker. The tremendous increase in 
cash farm income spells a_ profitable 
year for the aggressive dealer, he said. 
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G. R. MceNAIR 
Secretary-Treasurer Retiring President 


E. E. LUCAS 


The trade is receiving marked impetus 
as a result of the 30 per cent increase 
in cash farm income last year, Mr. 
Douglas reported. He warned the deal- 
ers, however, that the NRA will not 
create business for them, saying that 
the codes will make competition keener, 
and make it necessary for retailers to 
fight harder. 

E. B. Gallagher. editor, Clover Busi- 
ness Service, and treasurer, Clover 
Mfg. Company, Norwalk, Conn., was 
unable to attend the convention, but 
sent his address to be read. 

The huge Federal emergency expen- 
ditures insure continued business im- 
provement throughout the first quar- 
ter of 1934, but the recovery program 
will receive its next seridus test in mid- 
year. when budgetary inflation is cur- 
tailed, he forecast. 

Whether industry will take up the 
slack when government spending is re- 
duced depends largely on proper price 
relationships. according to Mr. Galla- 
her. 

“And the key to this problem is the 
lowering of prices of manufactured 
goods. If industry doesn’t hold prices 
to a minimum, I predict the govern- 
ment will step in and compel this ac- 
tion.” He urged an expansion of ad- 
vertising budgets. 

One of the meeting’s most inspiring 
talks was made by Dr. W. J. Hindley. 
Seattle, Wash., Manager, Washington 
Merchants’ Association. His topic was. 
“The New Competition”. He began by 
expressing unqualified approval of The 
New Deal, but explained that he con- 
sidered it bigger than any president or 


any political party; that it is an out 
growth of our vicious methods of in- 
dustry and commerce. “Though price 
still plays too large a part in compe- 
tition.” the speaker declared, “it is on 
a higher level than formerly, and many 
of the old merciless, cut-throat and bar- 
barous practices have been outlawed.” 
He expressed the belief that all codes 
must recognize a primary price for 
all buyers—that price to be modified 
for quantity buyers only as that price 
is justified by quantity handling. 

E. P. Lewis, Marshfield, Ore., a past 
president of the Oregon association. 
advised the dealers to extend only a 
minimum of credit to customers, until 
the purchasing power of the dollar is 
stabilized. “Watch Your Credits,” was 
the warning he gave members, saying. 
“I don’t know much about higher fi- 
nance, but I do believe our present dol- 
lar will accomplish more right now 
than it will in the future when commod- 
ity prices rise. 

“Look to your long-term credits. Do 
some collecting. Be careful about con- 
tract sales over long periods. I know 
some of you gentlemen disagree with 
me, but I am convinced that it is poor 
merchandising policy to stretch out a 
large volume of sales with merchandise 
you are bound to pay for on credit 
contracts.” 

The retail farm equipment code was 
explained by Richard Fendall, Forest 
Grove. Ore.. the farm equipment man- 
ufacturing and wholesaling code by W. 
O. Munsell, Portland, Ore., and the re- 
tail hardware code by George E. Allen, 
Salem, Ore. 

Prof. N. J. Gilmore, Oregon State 
College, Corvallis, Ore., in an im- 
promptu address delivered at the Wed- 
nesday afternoon session, expressed his 
interest in the hardware association be- 
cause he is interested in the farmers. 
and the hardware dealers could play 
such a large part in helping him help 
the farmers. Prof. Gilmore declared 
dealers were not taking advantage of 
their opportunity and offered the col- 
lege radio stations facilities for help- 
ing to spread information regarding the 
advantages of lighting, heating and 
pumping systems. 

President Jennings announced that 
the 1935 convention will again be held 
in Portland and on the same dates, 
and that the North Coast association 
will probably have 300 members. 
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No second operation! No waiting! 
“Light it and leave it!” ... That 
and AUTOMATIC CARBURETOR 
CONTROL are-knock-out features 
of the new 1934 Kitchenkooks- 


HERE are other so-called “instant light- 

ing” gasoline pressure cook stoves, 
but none that lights so truly INSTANTLY 
— like a city gas stove — as does the new 
Kitchenkook. The Kitchenkook mecha- 
nism eliminates all uncertainty. No fuss- 
ing with a lot of lighting valves or 
carburetion adjustments! 

Housewives will welcome this revolu- 
tionary improvement as they have never 
hailed any other feature in the rapid 
progress of gasoline pressure stoves. A 
mere child can operate the Kitchenkook. 
And it is so safe that it is given the 
HIGHEST UNDERWRITERS’ RATING! The 
Kitchenkook simply CAN'T flood or get 
out of control! 

This is a Kitchenkook year! Kitchen- 
kooks are unquestionably the most effi- 
cient, most economical and smartest look- 
ing line of gasoline pressure stoves on 
the market. And that’s the line to take on! 
Write for the complete story. American 
Gas Machine Company. Inc., Albert Lea, 
Minn. Branches: 360 Furman St., Brook- 
lyn, N. Y.; 4242 Hollis St.. Oakland, Calif. 
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1.Not merely “instant lighting.” 
but AUTOMATIC CARBURETOR 


control. 
2. Positive, automatic protection 
against flooding. 


3. Absolute minimum of air taken 
from tank in lighting (about 2 
to 4 pounds). 


4.No waiting to shut off air... 
it's done automatically. 


5.No “timing” or guesswork re- 
quired in lighting. 


6. Perfect, clean starting flame 
every time — whether burner is 
hot, warm or cold. 


7.No skill or judgment required 
to operate stove. 


8. Burns with clear, blue flame. 


Six popular models—from De Luxe Console to small “open” 
type (a favorite for camps and small summer cottages) 





NOTE THESE AMAZING FEATURES! 


9. Hotter than city gas (by Univer- 
sity test). 


10. Fuel costs only $1.50 a month 
per avérage family. 


11. Patented, large-size, heavy-duty 
Sta-Kleen generator — five times 
more resistant to carbon de- 
posits. Contains no coils or 
packing of any kind to obstruct 
or hold impurities in gasoline. 
Quick-detachable. Spare gener- 
ator free. 


12. Everdur rust-proof fuel reservoir 
— guaranteed for life of stove. 


13.Ranges are exceptionally fine 
bakers, due to exclusive, scien- 
tific oven construction. 


1 


i 


. Unusually heavy. durable con- 
struction throughout. 





















KITCHENKOOK 


Kampkook Readykook Jiffykook 


Lamps 


Lanterns 


Oil-Burning Heaters 
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1500 Illinois Dealers Attended 
Springfield Meeting 


EASURING increased business 

by the presence of 40 per cent 

more exhibitors than last 
year, members of the Illinois Retail 
Hardware Association held their thirty- 
seventh annual convention and exhibit 
Febr. 5 to 8 in the State Arsenal 
at Springfield, Ill. Fifteen hundred 
representatives of the hardware indus- 
try in the State were in attendance. 

The keynote of the convention was 
sounded by E. B. Gallaher, editor. 
Clover Business Service, and treasurer. 
Clover Mfg. Co., Norwalk, Conn., in 
an address on “Suppliers’ Codes 
Their Effect Upon Hardware Retailers,” 
when he said that “the Government 
cannot guarantee success in business by 
means of the NRA but that the hard- 
ware dealer must increase his efficiency 
and carry on the work started at Wash- 
ington.” 

P. W. Freeman, Urbana, was elected 
president of the association, succeeding 
Herbert W. Giessing, of East St. Louis. 
Other officers chosen are: Harry O. 
Ryan, of New Holland, vice-president, 
and Maurice L. Campbell, Benton: 
John M. Jordan, Ottawa, and W. H. 
Althoff, West McHenry, members of the 
board of directors. The advisory board 
named includes C. G. Gilbert, Oregon; 
F. W. Swannell, Kankakee; G. R. 
Swank, Galva, and H. W. Giessing, East 
St. Louis. Paul M. Mulliken, Chicago. 
is managing director. 

From all sides during the convention 
could be heard optimistic statements 
for a steady recovery in the hardware 
business and pledges of cooperation 
with President Roosevelt in his pro- 
gram. Speeches made during the meet- 
ing had the same note of optimism and 
the spacious floor of the Arsenal filled 
with exhibits, assembled for the inspec- 
tion of dealers and the general public, 
bore witness to this faith in the future. 

Among the major addresses heard 
were by Mr. Giessing, on “Codes and 
Competition”; Ralph W. Carney, sales 
manager, Coleman Lamp & Stove Co., 
Wichita, Kan., on “A Lesson in Sell- 
ing”; Roscoe Rau, Chicago, “The Re- 
tail Hardware Code—lIts Benefits and 
Enforcement,” and C. J. Whipple, pres- 
ident, Hibbard, Spencer, Bartlett & Co., 
Chicago, and president of the National 
Wholesale Hardware Association, on 
“An Inventory for 1934.” 

Much interest centered about the ad- 
dress of Mr. Rau, who branded as 
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“fakes” merchants who say, “I can get 
it for you wholesale,” to the customer. 
He also declared that much false in- 
voicing is done to make some consumers 
believe they are purchasing merchan- 
dise at reduced prices. He predicted 
that the program of the NRA in the 
future will be to educate merchants in 





HERBERT W. GIESSING 
Retiring President 


new business ideas and then return con- 
trol of industry to local groups. 
Rivers Peterson, editor. Hardware 
Retailer, Indianapolis. Ind., a featured 
speaker, declared that many manufac- 
turers apparently are of the opinion 
that the anti-trust laws of the country 





PAUL M. MULLIKEN 
Managing Director 


were repealed by the NRA code. They 
think, he added, they can conduct their 
businesses on a free scale similar to 
the practices of pre-anti-trust days. 


“They are learning differently,” Mr. 
Peterson advised, in discussing meas- 
ures taken by General Johnson. 

The major social function of the an- 
nual hardware convention was held in 
the Hotel Abraham Lincoln. It was 
the yearly banquet and ball. Arthur 
F. Briese was speaker. He presented 
a humorous talk on “Your Dogs and 
My Cats.” Dorothea Brefeld, Aviston, 
[ll., entertained with several vocal 
numbers. 

Ralph W. Carney, sales manager, 
Coleman Lamp and Stove Co., Wichita, 
Kansas, told the delegates and exhibi- 
tors that 50 per cent of household fires 
are caused by electric irons that, turned 
on and forgotten, become overheated. 
He described the advantages of several 
makes of automatic irons now on the 
market. 

The convention this year was at- 
tended by hardware dealers from all 
parts of the State and established the 
largest attendance record in the asso- 
ciation’s history. The number of ex- 
hibitors was also greater than at any 
previous Illinois hardware show. There 
were 83 firms exhibiting their merchan- 
dise at the Arsenal. 

Springfield was chosen as the con- 
vention city for 1935, making the third 
successive year the capital city has 
been thus honored. 


Wisconsin Report 
(Continued from page 68) 
repaid them handsomely for their trip 

te the convention. 
Officers elected were: President. G. 
CG. Jones, Racine; vice-president, Hugo 


- Trilling, Sheboygan, and_ secretary- 
S Ps) Ps 


treasurer, Theo. Suennen, Hudson. 

In addition to the officers named, the 
following were elected to the Board of 
Directors: R. I. Baumann, Phillips: 
Geo. Dickof, Marshfield; Edgar Kroner, 
LaCrosse, and A. Vanden Wymelen- 
berg, Green Bay. The latter is the new 
member on the board. 

H. A. Lewis, who has been acting 
secretary for the past four months, was 
employed as executive secretary, and 
will be in charge of the association office 
at Stevens Point and responsible for 
association activities and services. No 
field man was employed at this time. 
but there will be no curtailment of 
services. 
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California Association 
Changes Its Name 


HE California Retail Hardware 

and Implement Association at its 

thirty-third annual convention 
changed its name to the California Re- 
tail Hardware Association. The organ- 
ization met at the Hotel Whitcomb, San 
Francisco, Feb. 13 to 16 inclusive. The 
deletion was due to the formation of 
an association devoted to the implement 
business, in order to handle code mat- 
ters involving that industry alone, and 
to simplify the handling of hardware 
code matters by the hardware associ- 
ation. The meeting was well attended, 
and Manager-Treasurer Le Roy Smith’s 
report reflected an increase in member- 
ship, as well as an improved financial 
condition. 

Harry Crowe, Tulare, president, de- 
livered a stirring opening address on 
the need of greater patriotism during 
times like the present. 

E. H. McGinnis, general manager. 
Union Hardware & Metal Co., Los 
\ngeles, in an excellent address on 
“The Wholesalers’ Code,” brought out 
the fact that the NIRA is not merely 
an emergency measure. It was only 
the national emergency which brought 
to the fore any crystallized system of 
economic administration to meet a need 
which had been growing more demand- 
ing and critical for many years, he de- 
clared. “You can’t win a war or a busi- 
ness battle single-handed,” said Mr. 
McGinnis, in dwelling on the necessity 
of cooperation and unity in the strug- 
gle for business betterment. “The day 
of the litthe merchant has come,” he 
continued. “All business is really 
founded on him. He is helpless when 
unorganized, but banded together with 
his fellow merchants he can do any- 
thing. The NIRA is gathering these 
small merchants together. The code is 
the Magna Charta of business, giving 
the merchant the right to exist.” 

Albert L. Walters, managing director, 
The Alliance of Retail Trade Associa- 
tions of California, addressed the con- 
vention on his organization’s work for 
the independent merchant. He stressed 
the fact that if every independent deal- 
er and his family would only patronize 
independent dealers in purchases of 
every possible commodity the chain 
problem would be largely solved. 

Irwin E. Douglas, manager, Service 
Department, National Retail Hardware 
Association, spoke on “The Retailers’ 
Code.” He outlined the present effect 
of the code and forecast its future op- 
eration, with particular relation to its 
effect on retail prices. He declared that 
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the code would accomplish no miracle 
in itself. He asserted that it depended 
on the dealers and their whole-hearted 
carrying out of the provisions of the 
code and their cooperation in so doing. 
Speaking later in the convention on the 
subject of merchandising, Mr. Douglas 
brought out many examples of initi- 
ative, enterprise and courage on the 





LeROY SMITH 


Manager-Treasurer 


part of hardware dealers in overcoming 
difficult obstacles. 

A discussion of Local Retail Code 
Authorities was led by S. Walter New- 
man, J. W. Laughlin and E. O. Dalton. 

Leo Gianini, illumination engineer of 
the General Electric Company, gave a 
most interesting and “enlightening” 
demonstration of store and window il- 
lumination. An outstanding feature was 
the address of George H. Eberhard on 
“Manufacturers’ Code and Problems of 
1934.” He spoke in part as follows: 

“We have gone off the gold standard 
since last we met and are now stabilized 
on a new standard with gold as a base. 
Neither the going off the gold standard 
nor going back on performed any mir- 
acle, as many were led to believe. The 
stock market did not rush up to great 
heights, nor did the commodity market 
go forward to high levels. The reason 
for this was that both the going off 
the gold standard and the going back 
on, with the new valuation of the dollar, 
were discounted before the acts were 
made effective 

“The great ‘mental hazard’ for both 
business and the farmer is the growing 
importance of labor in the ‘New Deal’ 
set-up, and its more complete organiz- 
ing into unions. Strikes should increase, 
and attempts by the Government to 


supervise or control labor will be both 
exciting and interesting, if past history 
tells us anything worth while. Shorter 
hours through an NRA 32-hour week 
appear as the next step, and wage de- 
mands will constantly press the inge- 
nuity of management to the utmost. 
“The working of the codes cannot 
yet be called smooth. Much friction 





HARRY CROWE 
Re-elected President 


exists. This friction is chiefly evident 
at three salient points—price-fixing, la- 
bor and enforcement. 

“Definite decisions and a plain state- 
ment of NRA attitude are needed on 
price ‘stabilization’ (if you favor it) or 
‘fixing’ (if you are opposed). It is 
cebvyious that some industries are at- 
tempting to fix prices under the codes. 
Those who attempt it are sure to run 
into trouble. It is only a matter of 
time when governmental authorities will 
make it plain that ‘Codes of Fair Com- 
petition’ do not properly include meas- 
ures to destroy competition, even though 
some moves of this sort are tolerated as 
emergency measures.” 

Harry Crowe, Tulare, was unanim- 
ously reelected , president of the asso- 
ciation, with other officers also being 
retained as follows: A. W. MacKillop, 
first vice-president; E. R. Gifford, sec- 
ond vice-president; Le Roy Smith, man- 
ager-treasurer. 

Directors of the association were 
elected as follows: Ben  Herboth, 
Marysville: Harry Stagg. Modesto; R. 
F. Liston. Morgan Hill; G. M. Tuley. 
Oakland; W. B. Allen, Palo Alto; H. 
M. Weeks, Sebastopol. 

President Crowe and Manager Smith 
were named to represent the association 
at the national convention, and San 
Francisco was designated as the place 
for the 1935 convention. 

Resolutions adopted advocated cor- 
rections in inequalties in the codes and 
favored a general manufacturers’ sales 
tax to replace the heaviest part of the 
income tax. 


HARDWARE AGE 











oth 
ory 
rter 
eek 
de- 
ige- 


not 
ion 





















OLLOWING the route shown in 

the map above. the Train of Hard- 

ware Progress made a successful 
1284-mile educational and sales dem- 
onstration trip through key towns in 
Minnesota, Montana and North Da- 
kota. Sponsored by Kelley-How-Thom- 
son, Duluth, Minn., with 25 manufac- 
turers cooperating by furnishing display 
helps and a factory representative, this 
nine-car hardware exhibition train was 
visited by 41,985 people in the 29 cities 
and towns visited. More than 200 re- 
tail hardware merchants located along 
the route cooperated with local news- 
paper advertisements, window cards, 
etc., to help create local interest. 

The purpose of the trip was to bring 
merchandise displays to the dealers in 
the area covered and to promote in the 
dealers’ interest consumer appreciation 
of new merchandise and the scope of 
services offered by retail hardware 
stores. 

At every stop good-sized crowds 
passed through the display cars and 
saw modern hardware merchandise well 
displayed. A radio amplifier on the 
rear platform was put into service at 
each stop. The program included phono- 
graph records and short sales talks on 
the lines shown. To provide attractive 
atmosphere, radio and _ refrigeration 
were displayed “in action” in the ob- 
servation car, a part of which was con- 
verted into an office where dealers en 
route could place stock orders. 

In addition to the 25 factory men 
there were 25 Kelley-How-Thomson 
officials and department heads. Terri- 
tory salesmen stayed with the train in 
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Kelley-How-Thomson Train of 
Hardware Progress Attracts 
41,985 Visitors Enroute 


Nine - Car Train Displays 
Hardware Merchandise on 


1284.-Mile Trip Through 


Minnesota, Montana and 
North Dakota. Two Hun- 
dred Dealers Participated. 


their respective selling areas and ar- 
ranged for the local participation of 
their dealer-customers. Town officials. 
local newspapers, clubs, etc., greeted 
the Train of Hardware Progress at 
every point. Newspaper advertising 
and news stories heralded the coming 
of the train to each town and helped 
whet up the local appetite for a per- 
sonal visit. 

From Duluth, Bismark, N. D., and 


Fargo, N. D., radio broadcasts aug- 
mented the newspaper and store pub- 
licity. All transportation and schedule 
details were worked out by J. R. Ravi- 
son, the company’s traffic manager. The 
train itself and the planning was under 
the supervision of General Manager 
Ray Higgins and Sales Manager George 
S. Taylor. The displays and advertising 
was managed by A. J. Prescott, adver- 
tising manager, who worked out some 
splendid uniform decorations and signs 
and provided a_ practical, attractive 
color scheme of silver and black in 
modern design. 

There was a model bathroom, com- 
plete in every detail; a builders’ hard- 
ware exhibit on a dummy door and 
house front; a full line of paints; elec- 


(Continued on page 79) 
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"Heese workmen demand 
good tools—your cus- 

tomersappreciate 
quality in pliers-that’s why 
they demand Kleins. Klein 
Pliers have been the stand- 
ard with master workmen 
and public utilities “since 
1857,” and are made in a 
wide variety of sizes and 
styles to meet every require- 
Check 
stock of Kleins with your 


ment, over your 
jobber and be prepared to 
fill the needs of your cus- 


tomers who want the best. 


Buy From Your Jobber 
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The New World—of Ideas 


(Continued from page 55) 


See that large sign across the street? 
There is your answer.” On this sign, 
in large letters, was the name of a 
manufacturer who made the goods 
which this first manufacturer needed 
to complete his line. These two 
factories, each selling part of a line, 
for years had been doing business 
across the street from each other, and 
it had never occurred to either of 
them that the logical and common- 


| sense thing to do would be to amal- 


gamate and sell a complete line un- 
der one name, or combine the two 
names, these two names standing for 
These two con- 
cerns are well financed. They are 
very friendly. They sell the same 
trade, and certainly it would seem 
that the 


the highest quality. 


logical and commonsense 


thing for them to do would be to get 
together. i teas 


Traveling through a Western State 
after dark, a large electric sign was 
seen at the station of one of the 
towns, reading as follows:—*Those 
who come here stay.” “Oh, yeah!” 
remarked one of the men on the train. 
“This place must be a cemetery.” 


* * * 


A well-known brand of shoes made 
up a new slogan:—“‘X brand shoes 
are better.” A few days after this 
was printed a customer called and 
remarked to the president:—“Glad 
to see that slogan. /t’s about time 
they were better.” 

A little expert advice on some of 
the slogans which have been put out 
in this country would do no harm. 





NRA Code Conference Expected to 
Shorten Hours of Work 


(Washington Bureau of Hardware Age) 


HORTENING of hours of work 
in retail trades promises to be 
one definite outcome of the gen- 

eral NRA code conference to begin in 
Washington March 5. 
Slashes in work-hours will be sought 


| generally, though not in all lines. Nor 


will the reductions be uniform, in all 
probability. But General Hugh S. 
Johnson, National Recovery Adminis- 
trator, has determined upon a_ policy 
of reducing work hours and has stated 
that the greatest effect will be in the 
“trades” or white collar class, especially, 
as distinguished from the heavy in- 
dustries. This means that codes, such 
as the general retail 
hardware, are in for careful scrutiny 


code, covering 


| preliminary to plans for cutting the 


hours. By the time the conference is 
called, General Johnson has said that 
a policy will be ready for submission. 
There is every prospect that codes, 
with the possible exception of those 
covering heavy industries, will be re 
vised downward if they call for a work 
week of 40-hr. or more. It is probable 
that if they exceed 36-hr., cuts will be 
urged, and General Johnson has talked 
much about a 32-hr. week, though he 
has apparently given up the idea, if he 
ever had it fixed in mind, of seeing this 
work-schedule adopted, with 
He has said that the 


perhaps 
few exceptions. 


| proposed 30-hr. week, being considered 


‘ : 
by the House Committee on 


Labor. 


' . 
would bankrupt industry. and therefore 


plainly is opposed to it, as it is be- 
lieved the President himself is. 

The heavy industries, will likely be 
given more leeway than retail and other 
lines employing the “white collar” class. 
The point has been made that the great- 
est unemployment is in the heavy in- 
dustries which are not able to absorb 
more labor, despite their low rate of 
operations, and would suffer great 
financial strain if called upon to make 
too sharp a slash in work hours. 

The consumer industries generally 
are in much better shape and are looked 
to as the most promising source to cut 
hours. Moreover, most retail and other 
lines have much longer hours than do 
the heavy industries. Retailers, how- 
ever, already are much concerned over 
the plan to cut hours, contending that 
it is with difficulty that they are able 
to operate profitably under present 
costs which had been increased through 
code previsions as to hours and wages. 

The fact is NRA is thoroughly con- 
vinced that if employment is to be in- 
creased it is absolutely necessary to 
shorten hours. Not to the point advo- 
cated by organized labor, but quite sub- 
stantially. Even going back to condi- 
tions of prosperity such as existed in 
1926, General Johnson has stated that 
there probably would be 2,000,000 un- 
employed if the 32-hr. work week were 
adopted. No doubt if the NRA felt a 
sharp trimming to 32-hr. could be with- 

(Continued on page 80) 
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The New O-So-Ezy Slip-on Mop is 
priced at 50c. O-So-Ezy Polish, 
8-oz., 25c; Quarts, 50c; Gallons, $1.50. 


Here’s 0-Cedars 
Answer! 


' 











ITH the new O-So-Ezy Slip-on Mop, and 

O-So-Ezy Polish (both labeled “A Product 
of O-Cedar Corporation, Chicago”’), you will be 
in line with low-priced competition, regardless of 
its buying power. 

O-So-Ezy trade-marked items are sold on a 
non-price maintenance basis—you can cut the 
prices if you think you must—give away part of 
your profits if you want, but we don’t think you 
will have to. We know you can put this 50c mop 
alongside of many competitive brands selling as 
high as 75c, and $1.00. You can let your custom- 






ers compare it with any other 50c mop, and we 
know they will buy this one. 

Yes, sir! Mr. Dealer, the pad slips off and on 
for washing and it comes in an attractive litho- 
graphed can on the cover of which is printed, “A 
Product of O-Cedar Corporation’”— that is the guar- 
antee of full quality to every American housewife. 


O-So-Ezy Polish is Priced: 8-oz. for 25c 
Quart cans, 50c Gallon cans, $1.50 


All O-So-Ezy items are sold on same terms and 
delivery conditions as O-Cedar products. 

Ask your jobber’s salesman about O-So-Ezy, 
or write direct to O-Cedar Corporation. 


O-CEDAR CORP’N 
4501 South Western Blvd., Chicago 











* THE 
0-CEDAR 
POLICY... 














MARCH 1, 1934 


In’ January 1933, O-Cedar declared: 
“Strict price-maintenance is the 
surest way to stop unprofitable 
price-cutting and assure retailers 
their legitimate profits. We shall do 
everything possible to prevent dam- 
aging price-cutting on O-Cedar 


trade-marked merchandise and are 
determined to have no further deal- 
ings with those not in accord with 
this policy.” We pledge the continu- 
ation of this policy that has proved its 
merit over a period of fifteen months. 


O-Cedar Corp’n 
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“Saunders Type” 
and 


“Barnes Type” 
Pipe Cutters 








If you 
were the 
customer 


If you were the customer you would take 
the ARMSTRONG BROS. Pipe Cutter 
every time, and so will every man who 
knows tools. Tool buyers will go out of 
their way to get these features: Inserted, 
hardened steel blocks imbedded in swing- 
ing arms for thrust rods to bear on. Hard- 
ened steel rollers and pins. ARMSTRONG 
BROS. alloy steel, Knife Blade Cutter 
Wheels. Certified Malleable Iron bodies. 
The balance and finish of a fine tool. 


Every ARMSTRONG BROS. Pipe Tool has 
these extra quality features that close 
sales. They comprise the most complete 
line of pipe tools made. They are dis- 
tinguished by the Arm-and-Hammer Trade 
Mark. 

Write for Catalog 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
314 N. Francisco Ave., Chicago, U. S. A. 


Signal offers you a complete 
line of high quality Induction 
and Universal fans in sizes from 
6/2” to 16”, straight and oscil- 
lator types. There’s a_ good 
profit for you, too, with the 
Signal line, although these fans 
are priced to conform with 
present buying. They are de- 
cidedly fans your customers will 
appreciate. Write for 
Signal’s 1934 presentation. 


SIGNAL ELECTRIC MFG. CO. 
MENOMINEE, MICHIGAN 


OFFICES IN PRINCIPAL CITIES 





Meeting New Problems With a 
New Program 


(Continued from page 49) 


former conditions, much merchandise 
of this nature had been carried on 
upper floors, with general offices on 
the first floor. Building supply lines. 
such as roofing, millwork, wall 
board, contract patterns of builders’ 
hardware, panel samples of paint 
effects, lighting and plumbing fix- 
tures, and related lines are now 
grouped together on the second floor. 
Home equipment, such as electric re- 
frigerators, stoves, washing ma- 
chines, radio, etc., has likewise been 
grouped together on the third floor. 
where a portion of the space is used 
for displaying shop and _ service 
equipment. All floors are served 
by elevators and a new vacuum tube 
conveyor system expedites service be- 
tween all departments. Offices are 
re-located, for greater convenience, 
on the second and third floors, front, 
adjacent to both elevator and stair- 
way. 

No wholesale prices are quoted in 
the company’s retail division. Whole- 
sale customers are directed to a sales 
office of the wholesale division, lo- 





cated on the second floor, where 
wholesale salesmen quote them and 
write up their orders, which are as- 
sembled and delivered to the ship- 
ping room, packed ready for ship- 


ment or for the customers to take 
with them. In this way the extension 
of wholesale prices is kept under 
careful control. 

Through its modernized retail 
store, thie firm expects to study the 
retailer’s problems and gain first- 
hand knowledge of how to serve 
dealer customers more effectively in 
its wholesale division. H. E. Em- 
mons, general manager, believes the 
company’s more aggressive bid for 
retail business will benefit rather 
than harm hardware merchants in 
the company’s territory. Concern- 
ing this, he said: “Some of our re- 
tailer customers may feel that we are 





Large archways are used between the 

double-store quarters of the Em- 

mons-Hawkins Hardware Co., Hunt- 
ington, W. Va. 


going to injure their business by our 
competition. If they are inclined to 
cooperate wth us, we expect to be 
able to help their business. It is 
natural that we cannot expect patron- 
age from retailers if we are unfair 
in our competition with them, but if 
they will align themselves with us. 
under our leadership, we can _ to- 


The Emmons-Hawkins Hardware Co. groups its major appliances together in its 
third floor Home Equipment Department. 
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gether do much to regain the hard- 
ware business for the hardware mer- 
chant which has been going to the 
chain stores and department stores. 

“Having a modern, efficient retail 
store, we are in a position to help 
independent retailers to merchandise 
more effectively and to help the cause 
of independent hardware dealers in 
general, as opposed to their worst 
competition—the chain and depart- 
ment stores. We have already made 
a study of retail display methods, 
and we are well equipped to help 
our retailers improve their display 
facilities, having our own store as 
an example, an advertising and dec- 
orating service at their disposal and 
all kinds of display fixtures for sale. 

“Through our retail store, we have 
an opportunity of testing the con- 
sumer acceptance of the items we 
buy, and for working out the best 
methods for merchandising such 
items. In this way we can offer mer- 
chandise to our retailers, that has 
demonstrated its ability to sell read- 
ily. We can also furnish proven 
methods for further accelerating the 
natural demand. Throughout all of 
our retailing activities we expect to 


emphasize the slogan ‘Buy Hardware 
at the Hardware Store.’ ” 

At the formal opening of its mod- 
ernized retail store, many special ex- 
hibits of the company’s major lines 
were on view, several interesting 
demonstrations were staged, and 
worthwhile souvenirs were presented 
to the 5000 persons who attended 
the event. One of the principal ad- 
vantages resulting from the mod- 
ernization of the store, says Mr. Vin- 
son, is that the same sales force can 
serve twice as many patrons as was 
possible in a given period under 
former conditions, and with less 
effort. Many more items are being 
displayed than ever before, and 
daily sales transactions have shown 
a pleasing increase. 

The company employs 150 people 
and operates 30 cars and trucks. Its 
officers are: C. D. Emmons, presi- 
dent; J.-L. Hawkins, vice-president 
and treasurer; M. W. Dugan, secre- 
tary; H. E. Emmons, general man- 
ager and sales director, and O. J. 
Vinson, manager, retail division. 
It was founded in 1872, and is Hunt- 
ington’s second business establish- 
ment. 





Kelley-How-Thompson Train of Hardware 
Progress Attracts 41,985 Visitors Enroute 


(Continued from page 75) 


trical appliances connected and in op- 
eration; wheel goods; electric washing 
machines in action; auto tires; flash- 
lights; electric lamps; stoves; power 
and hand tools; ammunition and guns, 
ete., and all in complete displays espe- 
cially designed for the narrow space 
available. 

The Train of Hardware Progress, 
made up by the Northern Pacific Rail- 
ruad, took a full month of preparation. 
It left Duluth on Jan. 14, following a 
three-day convention at 
Kelley -How-Thomson headquarters. 
Following the route shown in the map 
it ended its journey at Minneapolis 
Jan. 20, in time to transfer the displays 
ty the Minnesota State convention ex- 
hibit, which brought the program to a 
close. 

Business sold to retailers en route 
more than justified the investment and 
effort, according to Sales Manager 
‘Taylor, who says this was the first Train 
of Hardware Progress, but that it won’t 
be the last. 

The following manufacturers co- 
operated: Acme White Lead & Color 


salesmen’s 


MARCH 1, 1934 


Works, Detroit, Mich.; Landers, Frary 
& Clark, New Britain, Conn.; Louis- 
ville Varnish Co., Louisville, Ky.; Ar- 
nold Schwinn Co., Chicago, Ill.; Fox 
Furniture Co., Elyria, Ohio; Gendron 
Wheel Co., Toledo, Ohio; Bond Electric 
Corporation, Chicago, Ill.; Globe Amer- 
ican Corporation, Kokomo, Ind.; Win- 
chester Repeating Arms Co., New Hav- 
eu, Conn.; The Eljer Co., Ford City, 
Pa.; Horton Manufacturing Co., Fort 
Wayne, Ind.; Black & Decker Mfg. 
Co., Minneapolis. Minn.; Incandescent 
Lamp Dept. of General Electric Co.; 
General Household Utilities, Chicago, 
[ll.: Prentiss Waber Stove Co., Wis- 
consin Rapids, Wis.; Grant 
Battery Co., Minneapolis, Minn.; Sar- 
gent & Co., New Haven, Conn.; Mans- 
field Tire & Rubber Co., Mansfield, 
Ghio; Barber Asphalt Co., Chicago, 
Ill.; Western Cartridge Co., East Alton, 
Ill.; Youngstown Sheet & Tube Co., 
Youngstown, Ohio; American Radiator 
Co., St. Paul, Minn.; Marathon Battery 
Ce., Wausau, Wis., and Duplex Manu- 
facturing Co., Superior, Wis. 


Storage 








- FENCE invariably enjoy a 


COSTS LESS 
Erected... 


ete 


U. S, Poultr 


Fence y 


The Netting Thal Stands WAlone 


tes fs 52 ope 


Biel 


Saves Your 
Customers Money... 


eee you actually save your customers 
money, when you sell them genuine 
U. S. POULTRY FENCE, for this mod- 


ern, straight-line netting costs less erected. 


Made Like Farm Fence... 
ee U. S. POULTRY FENCE, with its 
straight, parallel line wires, can be 
stretched to wood or steel aie without 
the aid of top-rail or baseboard. It re- 
quires fewer posts because of its strong, 
rigid construction; cuts easily, quickly 
and without waste; stretches like farm 
fence, without bagging or sagging. 
Saves Time and Labor, Too... 
ee - your customers save the cost of un- 
necessary lumber and other material. 
They save time, labor and expense in the 
actual building. And, when the job is 
completed, they have a_ better, longer 
lasting fence. 
You Build Good Will... 
e «+ dealers who push U. S. POULTRY 
rofitable, 
dependable repeat business that price 
competition cannot take away. By con- 
centrating on this popular line, they re- 
duce their inventories, speed up turnover 
and increase profits. The fact that U. S. 
POULTRY FENCE is first choice for 
more than 50 practical uses boosts sales 
all year ’round. 
Insist on Genuine U. S... 
e « « made«n one-inch and two-inch mesh, 
galvanized before or after weaving and 
furnished in all standard heights. 

Ask your Jobber or write direct to- 


Indiana Steel & Wire Co. 
Muncie, Indiana 
Manufacturers also of 


IMPERIAL 
Farm, Poultry and Lawn Fence, 
Flower Bed Border, Trellis, 
Gates, Steel Posts, Staples, 
Barbed and Twisted Barb- 
less Wire, Brace Wire. 
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FLOOR 
SCRAPERS 


Better Scrapers! Big 
Sellers! Double Blades! 










The 
Double Blades 


10 
Styles 


FFVHIS Spring 

Carpenters 
Painters, Paper 
Hangers, and 
handymen who do 
their own work, 
will want one or 
more of these tine double 
blade Red Devil Serapers 
for wood cleaning work 
For heavy floor work Red 
Devil No 12 (not illus N - 
trated) is the right tool ~ = 
andl there is none better Retails 
Ask your Jobber to show you 50e 


these Scrapers 


GLASS CUTTERS « GLAZIERS’ POINTS - GLASS PLIERS 
PUTTY KNIVES - WOOD SCRAPERS - LAWN SPRINKLERS 


es R 
LANDON P. SMITH, INC. YW 
Irvington, N.J.. U.S. A. A 














Signal offers you a complete 
omen of high quality Induction 

nd Universal fans in sizes from 
65" to 16”, straight and oscil- 


lator types. There’s a_ good 
profit for you, too, with the 
Signal line, although these fans 
are priced to conform with 
present buying. They are de- 
cidedly fans your customers will 
appreciate. + Write for 
Signal’s 1934 presentation. 


SIGNAL ELECTRIC MFG. CO. 
MENOMINEE, MICHIGAN 
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NRA Code Conference Expected to 
Shorten Hours of Work 


(Continued from page 76) 


| stood it would be urged generally in 


view of this estimate of the large reser- 
voir of unemployment that would still 
prevail in the face of prosperous times. 

Shortening of hours is not the only 
plan under way. It is proposed that 
purchasing power shall be increased. 
Hence to shorten hours, and leave rates 


of pay as they are, would defeat this 
purpose and, therefore, it is understood 
the program calls for increased hourly 
rates of pay in proportion to the re- 
duced hours of work, imposing a dual 
burden upon employers; at least to 
most of them, for the plan calls for a 
wide scale application of the schedule. 





Prices Will Come Up for Discussion 


Prices are another of the numerous 
subjects to be dealt with and code price 
provisions now are being studied, pre- 


| liminary to the submission of a pro- 


gram which will mean a distinct change 


| from outright price fixing. This change 
actually has been adopted but likely 


will be more marked when the study is 
completed and laid before the general 
code conference. ; 
Meanwhile the NRA is barring the 
old system of filing prices and setting 
a time limit in which they are to become 
effective. Codes now must provide for 


| immediate application of prices where 


| they are filed. 





The idea is to force com- 
petition. The point is made that if 
prices are made effective immediately 
upon filing, competitors will have no 
chance to see prices of others first and 
then adjust their own to identical levels. 

The existing formula growing out of 
this development will undoubtedly mean 
the elimination of straight-out price 
fixing, unless it is permitted to continue 
in raw resource industries. The NRA 
is sticking to the policy of barring 
sales below “reasonable” cost. But it 
has also turned to a standard price pro- 
vision for codes, and it may become a 
permanent plan for price provisions. 
The plan first was incorporated in the 
retail coal industry code. The retail 
coal merchants came into sharp con- 
flict with NRA officials when the latter 
struck out price-fixing provisions from 
the retail coal code and threatened to 
withdraw the code unless those clauses 
were maintained. 

But in the end they capitulated to the 
NRA and accepted the new price stand- 
ards, though with ill-concealed dislike. 

Under the plan, when a code author- 
ity determines that an emergency exists 
and there is destructive price cutting 
which threatens maintenance of the 
price provisions, the code authority 
would be authorized to determine the 
lowest reasonable cost of the product 
of a given industry. This determination 
is to be subject to hearing. “Lowest 
reasonable cost,” therefore, is to be- 
come the new yardstick for determining 
prices. The term has been attacked 
as being entirely inadequate and not 


possible of clear definition. Moreover, 
it has been assailed as being a variable 
that would be governed entirely by 
many factors, such as working condi- 
tions, costs of doing business, etc., which 
might well be different even in the same 
area. 

The administrator is given power to 
approve, disapprove or modify the de- 
termination. And during the period of 
the emergency it would be an unfair 
trade practice to sell below such a de- 
termined “lowest reasonable cost.” 
When conditions have changed, the code 
authority, upon its own initiative or 
upon the request of any interested party, 
could have the “determination” re- 
viewed. 

This provision first found its way in 
the retail code, approved by President 
Roosevelt on Feb. 14 but passed with 
little notice at the time. Since then 
the plan has become more widely known 
and has created much interest. It is 
especially a matter of much discussion 
as to whether it will find adoption at 
the general code conference. Certain 
it is it will be discussed widely at the 
public meetings on codes to begin Feb. 
27 as a preliminary to the general code 
conference. 

It is held by NRA officials under this 
provision that no exception to meet the 
lower costs competition is necessary. 
Other exceptions would be permitted to 
remain at present. These include such 
matters as distress stock, export pur- 
poses and competition to meet prices 
of imported products. 


Parker-Kalon Issues 


Showing the company’s line of products 
for making fastenings to sheet metal and 
steel; to iron, brass and aluminum cast- 
ings; to bakelite, slate and other sub- 
stances; to masonry; and for fastening 
sheet metal to wood, etc. Contains 36 
pages of suggestions, information and 
technical data relating to the use of various 
Parker-Kalon types of screws and _ nails. 
Includes illustrations, diagrams and tables 
as well as new products added to the line 
since the previous catalog was issued. 
Parker-Kalon Corp., 200 Varick St., New 
York City. 
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-How’s the Hardware Business 


(Continued from page 63) 


old accounts are being paid up, and 
that the Government’s corn and hog 
and cotton dollars are circulating freely 


and helpfully. - 


Washing machine sales are con- 
tinuing at a good pace. Present prices 
are felt to be still low and higher quo- 
tations are looked for. Several man- 
ufacturers have withdrawn prices dur- 
ing February, and wholesalers are 
rather 
15 per cent. 


expecting an advance of 10 to 
*% * 

On oakum, also jute and hemp 
packing, prices of last July were tem- 
porarily reaffirmed on February 7th by 
Hooven and Allison Co., Xenia, Ohio. 
Distributors feel that the trend is to- 
ward higher prices eventually, and are 
inclined to fill up their stocks at the 
present market, which is subject to 
change without notice. 

*% * * 

Early 1933 sales show a good de- 
mand for popular-priced American-made 
pocket knives. Dealers who feature 
and display knives that retail to the 
consumer at 50 cents, 75 cents, $1.00 
and even up to $1.25, are enjoying 
profitable and lively sales. A good as- 
sortment of these classes of pocket 
knives is still available. Patterns are 
sleek and attractive, and such knives 
make an unusual showing. for the 
money, in competition with any mer- 
chandise the hardware retailer can 


offer. 


*% 


Leading wholesalers report sales 


on spring wound alarm clocks, and on 
non-jeweled pocket and wrist watches, 
have been the best in their history, so 
far this year. Men and. women are 
going back to work, and one of their 
first requisites is an alarm clock, or 
in many instances a pocket or wrist 


watch. 
x 


J. Wiss & Sons, manufacturers 
of Wiss shears and scissors. recently 
put into effect an advance of 10 to 15 
per cent on practically their entire line. 
All cutlery prices seem to be steadying. 
and there are fewer concessions and 
specials available for bargain hunters. 
or for the larger distributors who last 
year could almost dictate their own 
buying prices. 

* 

On binder twine, the 
tional Harvester Company has not yet 
announced 1934 prices. Orders are 
now taken by the jobbers on an un- 
priced basis, subject to the opening 
selling price of the leading manufac- 
turers. when made. Last year the 


Interna- 


MARCH 1, 1934 


opening price for small lots (under 200 
bales) was $3.00 per bale, but, due to 
the advance in raw fibre and in manu- 
facturing expenses, many distributors 
believe twine this year will open around 
eight cents per pound or $4.00 per 
hale. “ 


1 new deal on ammunition prices 
seems to be in effect. Extreme dis- 
counts, quoted to the trade last season 
and early this year, are not a guide 
to what dealers may expect in 1934. 
Manufacturers, when preparing the 
prices issued February 7th, reduced the 
jobbers’ margin to a much smaller per- 
centage than before. Jobbers, under 
the new schedule, cannot afford to cut 
prices, and the leading houses have 
made it clear to their trade. that they 
have only one price, either for large 
or small orders, namely, the recom- 
mended 5 per cent discount for all deal- 
ers, both on shells and cartridges. Re- 
tailers and chain stores may perhaps 
continue former prices, while their 
stock lasts, but this situation is ex- 
pected to adjust itself before the im- 
portant fall season arrives. 

* + * 

{n increase of three per cent in 
the prices of automobile tires to deal- 
ers, or probably 5 per cent to the pub- 
lic, announced by the Goodyear Tire 
and Rubber Company February 9th. 
was caused by wage increases due 
partly to N.R.A. compliance, and to 
steadily advancing costs of raw ma- 
terials, according to P. W. Litchfield. 
president. x * * 

Officials of Sears, Roebuck and 
Montgomery Ward, according to a Chi- 
cago news note, were asked regarding 
rumors of a sharp new price cut on 
tires, and stated that their companies 
have made no general reductions. and 
know of no plans for such reductions. 
They said there are places where local 
situations make it necessary to reduce 
prices to meet competition and the 
branch stores in those localities are do- 


ing so. 


Tvstimony regarding tire price 
advantages enjoyed under the Good- 
year-Sears contract, as presented at the 
recent Federal Trade Commission hear- 
ings, was most interesting to indepen- 
dent tire distributors. At a hearing 
held in Akron, Ohio, the commission 
allegedly developed the fact that ‘“ad- 
justments” and other items brought the 
cost basis to Sears to 41% per cent 
above factory production costs, instead 
of the 6 per cent specified in the con- 
tract. F. <A. Seiberling, formerly 
Goodyear president. testified that the 


WomeEN WILL BUY 


New Labor Saving Items 


if they 
are Priced Right 


A Self-Heating Iron without cords 
or attachments. Priced below 
any iron of comparable quality 
and still carrying an attractive 
profit. Every woman wants one. 
Handsome appearance, less tir- 
ing to use, lower ironing cost. 
A wonderful gift item of prac- 
tical utility that any homemaker 
will appreciate. 


Radiant Self-Heating Iron—beats elec- 
tricity or gas. Lights with a match. 
Cheaper to operate—only 1c for an 
average ironing. Brass front, handle 
straps and top plate heavily nickel 
plated; base chrome plated. 

Base pointed at both ends, with button- 
beveled edges. Ever-cool handle fin- 
ished in black and silver. 

Brass coil generator started with match 
in few seconds—ready to iron in 40 
seconds. Heat evenly distributed— 
point to point—easily regulated. Just 
right weight for pressing or ironing, 
Complete ,with rest, pressure pump, 
strainer funnel, cleaning needles, 
wrench, extra generator, and full 
directions. 


THE RADIANT LINE 


Includes de luxe and utility models of 
graceful, high-powered lamps, as well 
as 300 candle power lanterns and self- 
heating irons. 

New merchandise that attracts buyers 
and sells fast at a good margin. The 
Radiant Lantern is an especially good 
item, appealing to outdoor workers, 
farmers, hunters and tourists. More 
light—lower cost—less trouble. 

The Radiant Self-Heating Iron—a 
labor saver for women. Does whole 
ironing for a few cents. More conven- 
ient, and priced lower than ordinary 
electric or gas irons. Heavily nickel 
and chrome plated. Fix up a Radiant 
department and watch the sales grow. 


Send today for literature and dealer’s 
discounts. 


RADIANT PRODUCTS INC. 
102 Radiant Bldg., Akron, Ohio 
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The Favorite 
Rim Lock Through 
the Years 


SKILLMAN 


: 
Packed with knobs | 
assembled. Order 
through your jobber. 


Skillman Hdw. Mfg. Co. 
Trenton, N. J. 


| The most complete line of Rim Locks made 





SNELL 


Improved Ship, Public Utility, 
Expansion, and Solid Centre 
Bits. Send for catalogue, or 
see our advertisement, the 
Catalogue and Directory of 
Hardware Age. 
SNELL MFG. CO. 
Fiskdale, Mass. 


BITS 


ROCHESTER 
SASH BALANCES 
FOR YOUR PROTECTION 
4 Are Not Sold 
@ To 
Mail Order Houses 
When ordering Sash Bal- 
ances from your Jobber 
e/ specify them by name. 


Rochester Sash B:lanee Co., Ine. 
Rochester, N. Y. 





Established 
9 














SUPERIOR SILENT DOOR CLOSERS 
Four Styles 
Four Price Ranges 











Every Slamming Door A “Prospect” 
Write for Our Circular Catalog 


SUPERIOR SPRING HINGE CO. 
548 W. Lake St. Chicago 


BOLTS 


SES 
& SCREWS 


RIVETS 
GLARKRRosRoir (b 


BEMISS STREET, MILLDALE. CONN. 





Ours is a 










eeeres 


Write for 
Catalog, 




















You'll find REAL 


Sales Representatives 
advertising in the 
Sales Accounts Wanted 
Columns 
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| number of retail tire dealers has 
| dropped from 120,000 in 1926, to 60,- 
| 000 at present. He presented figures 

to show that independent dealers did 
| 97 per cent of the retail replacement 

tire business in 1926, and that now 
| more than 50 per cent of this trade is 
handled by the chain stores. 


* * * 

| Retail trade in rural areas was 
| shown by Department of Commerce 
figures, issued February 19th, to have 
increased 45 per cent in dollar volume 
over January, 1933. At the same time 
trade between December and January 
this year declined 40 per cent as com- 
pared with a 45.5 per cent drop a year 
ago. Rural sales for the full year of 
1933 were about 9 per cent in value 
above 1932. The year 1932 on the 
other hand registered a drop of 16 per 
cent from 1931. 


The condition of city trade is 
shown by Federal Reserve board figures 
on department stores sales, which in 
January showed a gain of 18 per cent 
over January, 1933, one of the largest 
increases over the corresponding pe- 
riod of the previous year since 1929. 
Installment sales have risen sharply 
during the last few weeks. Charge ac- 
counts also are becoming more nu- 
merous, and many accounts, which 
have been long inactive, are being re- 
opened. 


The first twenty-four chain-store 
systems to report for January showed 
an aggregate gain of 14.3 per cent in 
sales compared with their turnover in 
January, 1933, according to Lehman 
Brothers. Upturns by groups of chains 
were: Specialty and department stores, 
39.6 per cent; mail order houses, 36.3 
per cent; shoes, only one company re- 
porting, 36.1 per cent; five and ten 
cent to dollar stores; 17.4 per cent; 
drugs, 13 per cent, and groceries, 5.7 
per cent. 

*% * *% 

The size of the individual mail- 
order purchase is believed to run con- 
siderably smaller now than in normal 
years, as the public has not yet fully 
| recovered its cash position. However, 
a significant trend, recently reported 
by the leading companies, is the in- 
creased demand for so-called capital 
investment articles such as furniture, 
which for a long time has been sharply 
| curtailed. 





Closed banks are reopening at 
an increasing pace, with a total of 186 
reported as having opened or reopened 
on an unrestricted basis during Janu- 
| ary by the American Banker. Of the 
| total, sixty-nine were national banks 
| and 117 were State chartered institu- 


tions. During 1934 it is likely that 
most banks, still unopened, out of the 
3563 institutions closed in March, 
1933, will be replaced with open Na- 
tional or State banks. There were 1046 
such reopenings during the last nine 
months of 1933. 

% *& * 


The new spring and summer 
mail-order catalogs, according to an- 
nouncement by the companies, show a 
general price advance of varying pro- 
portions over the issues of last fall. 
Shoes, for instance, are up 5.7 per 
cent on the average; automobile tires. 
9 per cent: textiles, from 9.3 to 25 
per cent; farm implements, 9.7 per 
cent, and paints 11 to 13 per cent. The 
advances in catalog prices will tend to 
bring these into more normal ratio 
with the retail store prices of the Sears 
and Ward chains. Mail-order prices are 
expected to average usually about 6 per 
cent under store prices, but this spread 
had widened considerably during the 
life of the last 1933 catalog. 

* * * 

Lumber production and ship- 
ments, for the week ended February 
10th, reached the highest level of the 
year, although new business was about 
12 per cent under the average for the 
preceding three weeks, according to the 
National Lumber Manufacturers Asso- 
ciation. For the first six weeks of 
1934 production was 40 per cent above 
the 1933 period, shipments were up 15 
per cent and orders 23 per cent. 

* * * 


Production of electricity through- 
out the United States in the week ended 
February 10th increased 11.4 per cent, 
according to Edison Electric Institute. 
Output in the week ended February 3d 
increased 12.5 per cent, and in the week 
ended January 27th increased 9.6 per 
cent over a year ago. 

* * * 


Steel operation rate en Febru- 
ary 19th, reported by the American 
Iron & Steel Institute, was estimated at 
43.6 per cent of capacity, up 3.7 points 
from a week previous. This is the 
highest level attained since the insti- 
tute began weekly publication of its 
figures on October 23d. Large auto- 
motive tonnages, released as the pro- 
duction of motor vehicles approached 
the level of 1930, plus heavy specifica- 
tions for tin plate from container man- 
ufacturers, and a $3,000,000 steel pur- 
chase by the Pennsylvania Railroad, for 
the building of 7000 new freight cars, 
are among the activities chiefly respon- 
sible for the betterment in this great 
industry. Iron and steel scrap prices 
in the Youngstown district are 50 cents 
per ton higher, and within 25 cents a 
ton of the three-year peak of last sum- 
mel. 
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- Michigan Convention Report 


(Continued from page 65) 


wait to have the case brought to him. 
The individual complaining will be pro- 
tected to the last ditch and safeguards 
are used against those who may think 
to discharge or discipline an employee 
through such subterfuge as supposedly 
unrelated causes. The employer must 
be very careful not to discriminate 
against employees for any such com- 
plaints. 

False advertising and selling below 
cost were also subjects touched upon 
by Mr. Boyd who said that efforts 
against these evils were already making 
large stores more careful in their pric- 
ing. Efforts are also being made to 
curb free merchandise and 
methods of doing business. 

At this session some discussion took 
place on the matter of CWA payment 
for merchandise bought from members, 
some of whom had been kept waiting 
unduly fer their money. This matter was 
referred to the resolutions committee. 

A question box, under the leadership 
of Waldo Bruske, Saginaw, and Louis 
Wolf, Mt. Clemens, concluded this ses- 
sion. 

Thursday morning, Harold Bervig, 
Secretary, substituted for J. E. Russell, 
general manager, Browning Arms Co., 
St. Louis, Mo., in discussing “Inside 
Facts en Inside Prices.” Mr. Bervig 
discussed specific cases that had come 
to court, showing decided advantages 
for the buying company over the inde- 
pendent retailer. He stated that in 
many eases the price advantages were 
not so much the result of efficient man- 
agement as they were due to inside 
prices and special allowances from the 
manufacturer. The cases showed that 
price policies claimed were not iden- 
tical with those pursued. 

Paul Stokes, manager research serv- 
ice, Indianapolis, speaking on “Where 
Are Hardware Prices Going?” ex- 
pressed the opinion that prices would 
go up for some time. He explained the 
principles and objectives of the NRA 
in seeking to raise price levels, incomes 
of workers, raising the purchasing 
power of farmers and stated that the 
object was also to pay back the debts 
with the same value dollar as that of 
1926. He recognized the difficulties, 
but appealed for a merging of common 
interests of retailers to make conditions 
better. 

Herman Dignan, Owosso, and Charles 
Ireland, Ionia, conducted the question 
box at this session. 

The final session, on Friday morning, 
was addressed eloquently by former 
Gov. Wilber M. Brucker, who dwelt 


upon the necessity for making govern- 


contest 
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ment such that it would interest the 
business man, who in turn would de- 
mand and get a businesslike and com- 
mon sense type of government, instead 
of one by professional lobbyists and 
professional legislators. The former 
Governor was lauded for his fine ad- 
dress. Wednesday afternoon and eve- 
ning were given over to the ladies, who 
visited the Edison Institute, Village 
and Museum, of Henry Ford, at Dear- 
born. The evening was known as 
“Ladies Night” at the Exhibit. Thurs- 
day afternoon found them at a theatre 
party and on Thursday evening the 
“Fun Festival” occupied the attention 
of everyone. The Statler ball room was 
given over to a fine entertainment and 
dance for all in attendance. 

The exhibit on the 13th and 14th 
floors was one of the most satisfactory 
from the standpoint of the exhibitors 
as well as visitors. Individual suites 
of rooms enabled each exhibitor to hold 
the undivided attention of visitors and 
many expressions of approval 
heard. 

The resolutions committee favored the 
retail code; the work of the National 
Price Committee; a definite mark up of 
not less than 10 per cent added to in- 
voice cost of all items sold as “loss 
leaders” and defined in clause 1, Sec. 
1, Article VIII of the retail code; asked 
that steel and wire makers operate to 
place independent retailers on a price 
basis more nearly competitive with large 
syndicates; protested action of certain 
manufacturers who sell wholesalers 
and retailers at stipulated prices and 
then sell syndicate stores at special 
prices that permit them to undersell 
hardware retailers; favored the reten- 
tion of the present form of section 23 
of the General Sales Tax Act (permit- 
ting passing on of tax to consumers) 
and continuation of the bracket system 
in collecting the sales tax; requested 
the paint code authorities to set future 
dating of spring orders forward from 
April lst to June Ist; opposed the $30.- 


were 


000,000 bond issue by the State of 
Michigan; protested the inequity of 


merchants selling game licenses without 
compensation and recommended gov- 
erning bodies of the State to adopt a 
measure similar to that of Illinois to 
prevent “fraudulent advertising in the 
sale of merchandise.” 

Henry A. Schantz was elected presi- 
dent for the ensuing year and A. D. 
Vandervoort, Lansing, becomes Vice- 
President. Directors are: Harry F. 
Shaffer. Ypsilanti; R. T. Davis, Adrian; 
W. C. Judson, Big Rapids; J. L. Louis- 


ignan, Cheboygan. 








TENNIS RACKETS 
and EQUIPMENT 








POPULAR 
LINE 


for a 


POPULAR 
GAME ! 





Goldsmith Tennis Rackets 
are the last word in modern 
requirements—speed—ease 
of handling—a design suited 
to every type of player. Re- 
tail from $2.75 to $11.75— 
a splendid value to the cus- 
tomer and a comfortable 
profit to the dealer! 
Complete line of Tennis 
Balls, nets, plain and tarred, 
reels, racket presses and 
covers, wet and dry court 
markers. 

Send for Spring and Sum- 
mer catalog showing com- 
plete line of Basebali, Ten- 
nis, Golf and other sports 
equipment. 


THE P. 
SONS CO. 
Cincinnati, Ohio, U. S. A. 
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Panhandle Registration 
Sets New Record 





T. C. LIVELY 


Retiring President 


ODES and competition affecting 

the retail hardware and imple- 

ment business were the chief 
topics of discussion at the 25th an- 
nual convention of the Panhandle 
Hardware & Implement Association 
held in Amarillo, Texas, Feb. 5 and 6. 
Delegates reported that for the last 
four months their business had shown 
a definite increase, and expressed much 
faith in future prospects. The ad- 
ministration’s relief efforts have con- 
tributed largely to the increase in busi- 
ness, it was declared. Registration 
was the largest in the organization’s 
history. 

T. C. Meinecke, Lubbock, Tex., was 
elected president for the ensuing year. 
succeeding T. C. Lively, Pampa, Tex. 
B. B. Kent, Perryton, Tex., was elected 
vice-president and Clarence Thompson, 
Canyon, Tex., secretary-treasurer, was 
re-elected. J. A. Blackwell, Friona. 
Tex., replaced Mr. Kent on the board 
of directors. 

Among the principal speakers wert 
E. W. Peterson, Florence, Wis., presi- 
dent, National Retail Hardware Asso- 
ciation; E. B. Gallaher, editor of Clover 
Business Service, and treasurer, Clover 
Mfg. Co., Norwalk, Conn.; R. W. 
Carney, sales manager, Coleman Lamp 
& Stove Co., Wichita, Kan.; F. K. Pat- 
chen, assistant sales manager, Oliver 
Farm Equipment Co., Chicago, IIl., and 
Clifton Rhodes, sales director, Belknap 
Hardware & Manufacturing Co., Louis- 
ville, Ky. 

“There are grins on many faces today 
that last year found it difficult to force 
a smile,” said President Lively in his 
opening address, in which he gave a 
survey of last year’s business, saying 
in part: 
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T. C. MEINECKE 


President 





L. THOMPSON 


Secretary-Treasurer 





“Through the most intensive educa- 
tional campaign in the history of our 
country, we have come to a better un- 
derstanding of the principles involved 
and the philosophy of the New Deal. 
Today it is possible to have very defi- 
nite and authoritative statements upon 
this matter. We have generally come 
to accept it as the inevitable result of 
certain forces generated in the evolu- 
tion of our social and business life. 
There can be no question as to the tre- 
mendous change it is bringing in our 
every relation. Some call it revolu- 
tion; I like to think of it as growth 
and development.” 

National President Peterson told the 
hardware and implement men_ that 
NRA would help their business by in- 
creasing the buying power of the pub- 
lic and eliminating unfair competition. 
He advised the dealers not to be 
alarmed over the “confusion now exist- 
ing in operation of the various codes.” 

“In addition to increased operating 
costs, the principal unfair competitors 
of the hardware retailers are finding 
it necessary to pay materially higher 
prices for their goods, and as a result. 
price differences of the future will not 
be so great,” Mr. Peterson said. 

Mr. Rhodes advised the delegates to 
“keep after that elusive item—profits.” 
He declared the various codes of the 
manufacturers, jobbers and _ retailers 
will demand sacrifice from all con- 
cerned in the trade, but that regard- 
less of what is in the codes, the dealers 
will be compelled to work out their 
own salvation. 

The New Deal will reach its climax 
some time next fall, in the opinion 
of Mr. Gallaher, who discussed mer- 
chandising problems under the New 


Deal. He predicted a period of brisk 
business, with an increase in exports. 
but at the same time warned the deal- 


ers against a reaction. He forecasted 


an investigation soon in the manufac- 
turing centers of the East. He said 
that while farmers are receiving more 
for their products, it also is true that 
many things they have to purchase 
have increased so much that it makes 
the farmers’ condition just as diftcult 
as it was during the depression. 

Mr. Carney gave the hardware men 
a “Selling Lesson” together with a 
sales analysis to show the dealers how 
to solve the problem of cheap mer- 
chandise. 

Mr. Patchen urged the retailers to 
plan an annual and monthly business 
program. He advised them to study 
their market, learn the population of 
their trade areas, determine the needs 
of the people and plan for a quick 
turnover in stock. 

“The only difference in a rut and a 
grave is the depth,” observed Dan H. 
Wilmot, Roswell, N. M., who discussed 
the future of the hardware and imple- 
ment business. Mr. Wilmot said the 
depression has taught America a great 
deal. “It burned the dross from the 
gold. It made us more human and 
broadened our understanding; it en- 
larged our vision and emphasized the 
philosophy of service. It made us face 
and solve tremendous problems in our 
individual business. It built bigger, 
more enduring men—men who are fit 
to face the problems coming with the 
New Deal.” 

Ed Hardin, president, Amarillo 
Hardware Co., and first president of 
the Panhandle Association, was break- 
fast host to past presidents of the or- 
ganization. Mr. Hardin said in part: 

“Twenty-five years ago in this Pan- 
handle country of ours there was a 
desire for cooperation and_ friendly 
contact with those engaged in the same 
or kindred work. This was responsi- 
ble for the group of men who met in 
Amarillo in 1909 and out of this meet- 
ing grew the Panhandle Hardware and 
Implement Association. This body was 
backed by men of the highest type and 
through the past quarter century has 
given a very constructive service to 
hardware and implement dealers in all 
parts of the Texas Panhandle, Eastern 
New Mexico and Western Oklahoma.” 

The association protested the General 
Sales Tax. It also opposed the method 
of CWA purchasing materials and sup- 
plies through the wholesale and man- 
ufacturing trade and urged that here- 
after these purchases be made through 
retailers in the locality in which the 
work projects are located. 

Approximately 600 persons attended 
the annual banquet-dance, the largest 
number in the organization’s history. 
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HE ADVERTISED IN THE RIGHT MEDIUM 


This man wanted to represent a good hardware 
manufacturer—he told his story in the Classified 
Opportunities Section of Hardware Age— 


A nationally known company replied to his adver- 


tisement and he secured a desirable position through 
advertising in the right medium. 


HARDWARE AGE is noted for quick results— 
try it—send your ad to— 


HARDWARE AGE 
Classified Opportunities Dept. 
239 W. 39th Street New York 


SPEAKING 


‘“*Helen, have you seen the six 
cup electric perk that Smith’s 
Hardware Store has on sale? 
It's Just what you have been 
looking for.” 

















WOMAN TO WOMAN 


— VER the tea tables, at the bridge club, 
wherever they meet, women tell one an- 
other about the bargains they have seen. 























Shopping with them is a business, and the 
more pleasurable and attractive you can make 
it for them, the more they will be drawn to 


your store. 








Purchases for “home use” are in their exclu- 
- } sive province; they contro] the purse strings 
\ A é © where housefurnishings are concerned. 


Smart hardware merchants plan their house- 
furnishings displays with the woman appeal in 
mind. Attractive merchandise, well displayed, 
both in windows and in the store, will start 
this “word-of-mouth” advertising for your store. 


a 

P ~ You'll find some mighty interesting and help- 
°\"* ful display suggestions in HARDWARE AGE. 

Read each issue carefully. It will pay you dividends 

in practical and useful ideas. 

w 
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Whats Ne 


for Retail 


Hardware Stores 


Solka Sales 
Demonstration Kit 


The Brown Co., Portland, Me., makers 
of Solka, a cellulose fiber base for asphalt 
shingles and roofings have prepared an 
effective sales demonstration kit for the 
use of wholesale and retail salesmen, and 
for distribution by dealers to builders and 
contractors who purchase their roofings 
from them. The kit contains descriptive 
literature, samples of both shingles and 
roofing having a Solka base, and a ques- 
tionnaire “Why Solka Base Asphalt 
Shingles and Roofings?” in which twenty- 
five questions that are likely to be asked 
by roofing prospects are listed and correct 
answers provided. The kit enables sales- 
men to actually demonstrate the merits of 
Solka base roofings, and is being used 
with good results by many firms interested 
in increasing their sales of quality roof- 
ings. The kits are available, without 
charge, to any dealer or distributor of 
Solka base roofings. Requests should be 
sent to the Brown Co. Solka base roof- 
ings are made by the Philip Carey Co., 
the McHenry-Millhouse Mfg. Co., and the 
Weaver-Wall Co. 


Easy Ironers 


Models 60 and 61 


Have color harmony combining three 
pleasing shades of green. Model 61 il- 
lustrated, has table top, which is of prac- 
tical height, permitting ironer to be used 
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New and Improved Merchandise— 
Display Helps—Sales Liter ature— 
Window Trims— New Packages 
—New Colors—New Deals— 


...-454 4 oe 

















as a kitchen work table when it is closed. 
Drop leaves may be extended to accommo- 
date additional dishes or foods during 
preparation of meals. It is of modern 
appearance. As in previous Easy models, 
table top at a touch of finger, recedes to 
position behind ironer where it is com- 
pletely out of the way and where it will 
not reflect heat into operator’s face. 
Equipped with rubber wing nut casters. 
It is fast and thorough, ironing 2500 sq. 
in. a minute with 100-lb. adjustable pres- 
sure and instant action of controls and 
ease of operation. Model 60 is the same 
as No. 61, except that it is without the 
table top. List prices, in Eastern states, 
No. 60, $89.50, and No. 61, $99.50. Easy 
Washing Machine Corp., Syracuse, N. Y. 


Sherman “Long-Grip” 
Menders and Couplings 


Have flat bottom grip finger member 
without hub or collar and right angle grip 
fingers to give direct, deep, biting grip. 
Die cut threads of V shape backed by 
strong solid metal at all points. Has 
washer retaining nut. Grip fingers are of 
heavy steel, accurately formed and rust- 





proofed. All other parts are of heavy 
wrought brass. Couplings and menders 
available in three sizes, % in., 54 in. and 
% in., packed in attractive cartons. 
Couplings one dozen to box, menders in 
boxes of two dozen. Circulars available. 
H. B. Sherman Mfg. Co., Battle Creek, 
Mich. 


No. 150 P.K. Hardened 


Masonry Nail Assortment 


These nails can be hammered into 
mortar, cinder blocks and other compara- 
tively soft masonry in the same manner 


PARKER-KALON 5 
Masonry Nails & 











| 




















in which regular nails are hammered into 
wood, after hole is made. Assortment 
comprises 150 cadmium-plated Parker- 
Kalon hardened masonry nails in the fol- 
lowing sizes: 5/32 x 1 in.; 3/16 x 1% in.; 
%x 1% in.; % x 2 in.; and also one 
each of the 5/32-, 3/16- and 4-in. masonry 
drill bits, with cadmium-plated holders. 
Pocket on back of display panel contains 
supply of leaflets explaining use of nails. 
Assortment costs dealer $1.85. Suggested 
resale prices total $3.37 for assortment. 
Parker-Kalon Corp., 200 Varick St., New 
York City. 


*“*Peerless’”’ No. 12 Recliner 


Has several improvements. Special 
back support and built-in seat for comfort. 





New cover pattern of woven canvas is 
used on the chair and is available in a 
variety of color combinations. Tucker 
Duck & Rubber Co., Fort Smith, Ark. 
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When You See 
This Insignia— 


Ee OUR CONDENSED Cayg 


SEE O'1933 DIRECTORY 
\" THE HARDWARE ace ‘OER 


in a form letter, a circular or in 
an advertisement in this or any 
other paper, it is an invitation 
from the advertiser for you to 
refer to and use the information 
he has provided for you in the 


* 


ANNUAL DIRECTORY NUMBER 


of HARDWARE AGE 
“The ‘Who Makes It?’ Issue”’ 


This is the only “Buyers’ Guide” 
in this field. It is in general use 
by buyers throughout the hard- 
ware trade. 


Use your copy regularly. It will 
put you in touch instantly with 
the whole world of hardware 
merchandise. 


Keep your 
“Directory Number’’ 
at hand for 
ready reference 
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Sells for much less! 
Lasts far longer! 


Strong line wires are only 4” apart. Stiff 
one-piece, picket-like stay wires are only 
2”" apart—practically unclimbable. Keeps 
prowlers out. Keeps children and valu- 
able property safely in. Square Deal knot 
holds with vise-like grip. Lasts far longer 
than ordinary protective fence. Yet se//s 
for much less than chain link fabric. 


Fights rust 2 ways 


Keystone Non-Climbable Fence fights rust 
years longer—both on the outside and in- 
side of the wire. First, because its Gal- 
vannealed outer coating is two to three 
times heavier than on some ordinary gal- 
vanized fence. Second, because its real 
copper bearing inner section resists rust 
twice as long as steel without copper. 


Get samples, prices, details 


Keystone Non-Climbable Fence comes in 100 
and 150-ft. rolls; 36, 40, 48, 60, 72 and 84-in. 
heights; 11 and 1214 gauge. Posts, attach- 
ments, gates to match. Write for samples, 
prices. Also for catalog, agency details on 
Red Brand hog, field and poultry fence, and 
wire and fencing products—today. 
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Chic-Mesh Fence wire, en- 
larged to show the heavy 
Galvannealed outer coating. 





Chic- Mesh Fence 


| 
Chie-Mesh Fence i KEYSTONE STEEL & WIRE CO. Nd 
real copper bearing inner 859 INDUSTRIAL ST., PEORIA, ILL. 
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KEYSTONE 


NOn-CLIMBABLE "vxcr" 
“Fights nut 2 Ways! 











GALVANNEALED Copper Bearing 
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Kester Flux-Filled 


Aluminum Solder 


Said to be the first flux filled aluminum 
solder ever put on the market. Of special 
alloy to meet the requirements for proper 
aluminum soldering, says the maker. Has 





an efficient flux sealed within its core. 
Sold in handy small tines for household and 
small repair work, also in 1 lb. spools for 
commercial and industrial use, such as in 
radio and electrical manufacturing and 
service work in airplane building, garages. 
pattern shops, railroad shops, etc. Kester 
Solder Co., 4201 Wrightwood Ave.. Chicago, 
Ill. 


No. 7 “Secret Service” 
Padlock Offered by Master 


Has brass cylinder, pin tumbler with 
750 different key changes and may be 
master keyed or keyed alike. Measures 





13/16 in. wide and has Master laminated 
steel case. Features include; two embossed 
nickel silver keys, “steel pilfering protec- 
tor,” large brass locking lever, cadmium 
rust proofing inside and out and high car- 
bon steel shackle of 3/16 in. diameter with 
% in. vertical clearance. Padlocks indi- 
vidually packed, six in attractive display 
carton. Suggested retail selling price 50c. 


Master Lock Co., Milwaukee, Wis. 


Apex Model B82 


Electric Cleaner 


Features include a swivel handle, head 
light, pedal for controlling position of 
cleaning nozzle. Working on general prin- 
ciple of steering gear on an automobile, 
handle has pistol grip which controls the 
mechanism, a slight twist of wrist in 
either direction turning cleaner head to 
right or left, as desired. Working parts 
enclosed within handle itself. Slidi#hg lock 
near base permits instant conversion of 
handle to rigid type. Single pedal oper- 
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ated by slight pressure of foot gives choice 
of seven different cleaning positions for 
cleaning nozzle. Headlight permits il- 
lumination of dark and out-of-the-way cor- 
ners. Rubber bumper attached so that 
there are no protruding fasteners. Bag of 
improved style has white corded seams, 
with flap fitting over metal bag clamp to 
prevent dirt from escaping. Nozzle of bag 
is directly back of center of motor. Rub- 
ber mounted on two-speed motor, lower 
speed being practically noiseless. Has ball 
bearings sealed in grease, 25-foot cord, 
brush operating forward and sweeping dirt 
backward. Weight, 16% lb. Apex Rota- 
rex Corp.. Cleveland, Ohio. 


“Difco” For Removing 
Paint, Wall Paper, Ete. 


A harmless white powder which dis- 
solves instantly and works effectively in 
either hot or cold water: bleaches wood 
without discoloring it, or raising grain 
or causing wood to splinter, according to 
the maker. May be used for softening 
and cleaning paint brushes, for removing 
wall paper and kalsomine from walls, or 
old finishes from furniture, and for re- 
moving paint and grease from old clothes. 
Used in mild solution it can be utilized 
to clean painted and varnished woodwork. 
Suggested retail selling prices, 25c. for 
14-0z. package, 10c. for 4-0z. package. 
Dealer cost: 14-0z. packages, 12 for $1.85, 
24 for $3.60, and small size 4-0z. packages, 
two dozen for $1.50. Combination offer, 
twelve of each size, 24 in all, $2.60. Difco 
Sales Co., Garwood, N. J. 
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Removing 
Paint 
Varnish 
Wallpaper 





Royal Culinaire 


For beating, whipping, mixing, juicing, 
shredding and chopping, has motor and 
driving mechanism located in the base. 
All attachments for preparing food slip 
over the same vertical power shaft, making 
unnecessary the use of reduction gear or 
other special parts for use of attachments. 
Measures 10 in. wide, 11% in. deep and 





less than 1] in. high. Three speeds. Has 
Lynite mixing bowl with anodic finish, 
permitting use of bowl in oven for cooking 
purposes. Slicing and shredding plates, 
safety hopper and feed are available at 
extra cost. Meat chopper and grinder at- 
tachment is also available. The P. A. Geier 
Co., 540 E. 105th St., Cleveland, Ohio. 


Wilbur Fire Extinguisher 
Available in one and two quart sizes, 
has pump clear of the liquid, with liquid 
sealed in container. The maker states that 
none of the liquid can escape or evaporate 
thus gumming up or making inoperative, 
any moving part. When opened to pump- 
ing position valve which allows the liquid 
to come out automatically opens. The 
maker states that even when the valve is 





open the liquid does not touch the pump. 
Pump compresses air which forces out 
liquid in long continuous stream. When 
not in use pump is folded against container 
automatically closing valve and sealing re- 
maining liquid. Forces stream 25 to 30 ft. 
Parts easily replaced. Wilbur extinguisher 
and liquid comply with Underwriters’ La- 
boratories standards, says the maker. List 
prices $10 and $15. Wil-X Mfg. Corp., 29 
Ryerson St., Brooklyn, N. Y. 
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MAJESTIC 

Building Specialties 
INCREASE THE PROFIT 
on Every Job 


For new work or re- 
modeling every job pre- 
sents an opportunity to 
sell some Majestic Spe- 
cialty. 

Ask your jobber’s sales- 
man to see the Majestic 
line of building special- 


ties. 


THE MAJESTIC CO. 
Huntington, Ind. 





Coal Windows—Coal Chutes 
Garbage’ Re- 


Underground 
ceivers 
Milk and Package Receivers 
Built-in Mail Boxes 
Majestic Garage Doors 
Fireplace Dampers 
Basement Incinerators 


Send for this Catalog 











SPONGE 
OPENS 
PROFITABLE 
NEW MARKET 


Here’s an item that sells on sight—and why not? 
At 25c., 35c¢., 50c. the Cord-Bound is the biggest 
possible value in sponges. When people can see 
and handle this soft, pliable, high-grade, genuine 





Selenide Tamang 
CHRH-SOUNG 


GENUINE 


SEA WOOL 


SOFT - TOUGH « PLIABLE 





Sea-wool sponge, it means instant sales and gen- 
erous profits for you. Be prepared for the extra 
demand the Spring cleaning season will bring. 
Write today for prices. 
Delivery thru your jobber. 
Direct if he does not 
handle. 





NATIONALLY 
ADVERTISED 


Tested and Approved 
by Good Housekeeping 
Institute 
High grade genuine 
Sea-Wool Cord-Bound 

for greater wear. 


Schroeder & Tremayne, Inc. 


500 N. Commercial 291 Church St. 
St. Louis New Yor 

24 California St. 455 St. Sulpin St. 
San Francisco Montreal 
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y “Who Makes It” Edi- 


tor will be glad to help you 
in your search for the name 
of the manufacturer of that 
product you are interested in. 


If you do not find it or 
its trade name listed in the 
eurrent Directory Number, in 
all probability it has been 
incorporated in the revised 
listings that are being pre- 
pared for the next issue of 
the Directory Number. Many 
such changes are being made 
daily and the listings brought 
up to date. 


If your current Directory 
does not give you the infor- 
mation you seek, write the 
“Who Makes It” Editor. He's 

’ 


at your service! 
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HARDWARE ACE 


239 West 39th St., New York City 
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S IN HESS & HOPKINS 
HARNESS and COLLARS 


The horse is back ... the great volume of orders we are 
receiving for harness and collars is a positive indication 
that farmers are using horse power. 

Are you ready for the big spring demand for collars? 


“Honest Leather” Horse Collars are made of the finest 
material and workmanship . . . stuffed with long rye straw 
... and made to fit the horse. We tan our own leather. 


Let us send you the name of your nearest jobber, and a 
catalog of the H & H line. 


JOBBERS: If you are not handling the H & H line, write 
today for catalog and details. 


HESS & HOPKINS LEATHER COMPANY 
1104 Acorn Street Rockford, Il. 
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Millers Falls No. 702 M-S 
Polishing Head 


Fitted with 14-in. spindle, equipped with 
spring cover oil cups and adjustable bear- 
ings. Two sets of flanges holding wheels 
up to %-in. thick with %4-in. holes, also 
a three-jawed chuck to hold round shanks 
up to %-in. diameter. Steel collars nickel 
plated. Pulley for V-belt, 24%4 in. in di- 
ameter, is enameled red. Base black enam- 
eled. May be driven from above, behind 
or below. Height overall 74% in. Weight 





4% lb. Packed one in corrugated box. 
It is part of 1934 Mohawk-Shelburne line 
described in a four-page folder describing 
23 tools, including three types of planes, 
bit braces, auger bits,-bit extension, com- 
bination square, hand and breast drills, 
nail sets, glass cutter, saw set, screwdrivers, 
coping saw, bench vises, scratch awl, pol- 
ishing heads, wood scraper and miter box. 


Millers Falls Co., Greenfield, Mass. 


Rawplug Folder Shows 
Triangle Drills 

For drilling by hand in masonry. The 
four-page folders show by diagram advan- 


tages of a triangular drill. The Rawlplug 
Co., Inc., 98 Lafayette St., New York City. 


P-K-W Safety Slicer 
and Shredder 

Furnished with two slicing blades and 
two shredding blades. Fruit or vegetable 


is dropped into hopper and movable slide 
in which cutting blade is inserted is 





moved up and down on back of hopper. 
No. 1 blade makes slice full width of 
hopper; No. 2 blade has three cutting 
edges, each cutting a slice one-third the 
width of hopper. The No. 2 blade is made 
of 22-gage steel, nickel plated, with cut- 
ting edges ground to sharp keen edge on 
automatic grinder. Blades No. 3 and 4, 
of deep drawing coke plate with cutting 
edges wedged sharp, are used for all 
shredding purposes. Sliding blade holder, 
22-gage steel, nickel plated, satin finish. 
Blades interchangeable. Suggested retail 
selling price, $1. P-K-W Safety Slicer Co., 
108 N. First Ave., Winterset, Iowa. 


“Real Automatic” Rake 
Cleaner Attachment 

Automatically cleans when rake is lifted 
for a stroke. When used in garden, teeth 


of rake break up soil and back straight 
edge of attachment levels ground over 





which it has been drawn. For raking small 
stones, acorns, etc., rake is turned bottom 
side up. Outside corners of cleaner can 
be used for light weeding. Spring steel 
band, which operates cleaner, is of 81-point 
carbon spring steel. Attachment is light 
but strong and is attached or detached in 
a few seconds by thumb screw. Will fit 
any 14 or 16-tooth, bow-type rake. Fin- 
ished in rust-resisting plating. Suggested 
retail selling price for 14-tooth rake, 75c.; 
for 16-tooth rake, 85c.' Dealer discount, 
40 per cent. Home Necessities Co., Min- 
neapolis, Minn. 


G.E. All-Night Lamps 


Emit illumination intensities compara- 
ble to moonlight are of 3-watt consump- 
tion and employ a recently developed 
tungsten filament wire so fine as to be 
almost invisible to the naked eye. Lamps 
have standard prongs that plug into base- 
board or other convenience outlet. Add- 
ing screw part of a standard attachment 
plug permits their use in any regular 
socket. Output ranges from approximately 
one lumen for smaller size which is 
equipped with resistor to 12% lumens for 
larger size which operates on regular line 
voltage. Five of them can be located to 
advantage at desirable spots around the 
home and operated with no more current 
consumption for all five than is used by 
a single 15-watt lamp. Recommended for 
use to provide proteciion, safety, conve- 





nience, etc. Also proves of assistance in 
finding electric switch at night. General 
Electric Co., Nela Park, Cleveland, Ohio. 


A.F.K. Copper Stemware 


Imperial set No. 1, illustrated includes 
six No. 10 solid copper goblets, 10 oz., one 
No. 17 solid copper pitcher, 24% quart, 
and one No. 16 solid copper tray, 15% in. 
extra large size. The same company of- 





fers other sets with pitcher and mugs as 
well as sets with mugs having sanitary 
handles. Individual mugs are available, 
as well as pretzel hangers, copper vases, 
solid copper trays, etc. A. F. K. Foun- 
tain Works, Milwaukee, Wis. 


.22 Winchester Hornet 
Super Speed Hollow Point 


This new Winchester Staynless Super 
Speed .22 Winchester Hornet Center Fire 
cartridge, using a 46-grain Kopperklad 
Hollow Point bullet, develops 2625 foot- 
seconds muzzle velocity—only 75 foot- 
seconds less than the .30/06 Government 
cartridge with pointed bullet, and develops 
705 foot-pounds, muzzle energy, 128 foot- 
pounds more than the regular cartridge, 
says the maker. Trajectories are flattened 
out accordingly. Other features are, ac- 
cording to the maker “that the bullet flies 
to pieces on contact with the ground, in- 
stead of glancing or indulging in what is 
called a ricochet. This almost eliminates 
danger from glancing bullets, and enables 
the .22 Hornet to be shot in settled dis- 
tricts where shooting a high-powered rifle 
would be too dangerous. Other advan- 
tages are, the report is not severe, there is 
no recoil, and ammunition cost is low.” 
Winchester Repeating Arms Co., New 
Haven, Conn. 
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A QUICK TURN ITEM for 





House-Cleaning Season (), Your Mark | 


A Kn own One characteristic of an upturn in business 
Pro d u ct wit h a is the race among jobbers and dealers to get 


the first orders. 


Created Dema nd We are preparing with some confidence for 


a busy season—and for more pressure than 


The Original has been apparent for several years. It is 


only a friendly suggestion, then, that build- 


Wall Paper ers’ hardware dealers, too, be on their 


marks, and get set to go. 


Cleaner This means check your stocks and samples 


of Rixson Hardware—be sure you are able 


cludes CLEVE LAN D CLEAN ER to give current quotations on all items in the 


nce in 
eneral 


Ohio. 






















» one Rixson Line. 
7 Women everywhere know the value of a ——— 
sige ‘for removing dirt and adding freshness to their wall paper. 
y of- Easy and aan to use, eaves time, cleans all kinds of wall THE OSCAR C. RIXSON CO. 
paper, calcimine, alabastine, water colors, flat paints, silk 4450 Carroll Ave., Chicago, IIl. 
and cotton tapestry, window shades and New York Office: 2034 Webster Ave. 
finest rugs. 2 4 Philadelphia Atlanta New Orleans San Francisco 






Order from your jobber or write: 


The Cleveland Cleaner & Paste Co. 
CLEVELAND, OHIO 


Also manufacturer of Painters’ Friend 


| ae | ee Gee | ee |e 
Cleaner, a 10¢ seller with year ’round N 


demand, for cleaning painted walls, 


woodwork, marble, etc. ri HARDWARE SPECIALTIES 
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DIETZ No. 2 “D-LITE” A Bottle 
With 32 Oz. Fount and a Can 
LWAYS a superior lan- 
sa tern—and now made 
to better than ever in one size SHOOTERS 
only with quart fount, re- 
able, placing regular and large want NOW 
ases, fount sizes—meeting every 
oun- requirement — simplifying a 7 a 
your stock—giving your — 
customers bigger value. To Condi tion 
We do not sell Chain 
Stores, Catalog Houses or 
Syndicate Buyers. ALL GUNS 
Order 
iper 
Fire a 
clad es 
oot- 2 
_ THE famous gun-bore-cleaning solvent that brings 
_ all shooters in—for the little brown bottle with the 
eg big red 9. Removes all firing residue, including 
ot- leading and metal fouling. Dependably prevents rust. 
ige, New Quart Fount Attractively packed in free display carton of 1 doz. 
ned " 
ac- wiciaisatapesrenieetid HOPPE’S Lubricating Oil 
lies HIGHEST For oiling the working parts of all firearms—for 
= , cleaning and polishing outside surfaces—for prevent- 
Bog ; LIGHTI NG ing “finger-mark etching” and plain red rust. Used 
tes y by the family for many household purposes. 
eg Pp 0 W ER Order now, from your Jobber 
‘ae . Write us for FREE GUN CLEANING GUIDES 
an- ; > J 
/ |= an ee DY Pn ae @2 @)\ F - FRANK A. HOPPE, Inc. 
”” NEW YORK 2314A North 8th St., Philadelphia, Pa. 
ow Makers of Lanterns for the World - - Founded 1840 New York—Ed. W. Simon Co., Inc., 302 Broadway 





Output Distributed Through the Jobbing Trade Exclusively Los Angeles—H. L. Bowlds, Mason Theatre Bldg 
408 s—Hi. L. Ss, Mas ° 
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G.E. Kitchen Institute 
Issues Booklet 


Entitled “The New Art of Buying, Pre- 
serving and Preparing Foods.” It illustrates 
and describes the G. E. Kitchen Institute 
and shows G. E. electrical household 
appliances in use. Suggested menus are in- 
cluded together with recipes of frozen des- 
serts, and recipes for other foods. There 
are pages of recipes for various kinds of 
cold drinks, etc. Published by General 
Electric Kitchen Institute, Nela Park, 
Cleveland, Ohio. Price $1. 


Emerson “Silver Swan” 
Electric Fan 

Has the same electric characteristics as 
the Emerson 10-in. oscillator, but is dif- 
ferent in appearance and_ construction. 
Features a patented overlapping blade de- 
sign; blades are of sheet aluminum. 
mounted on aluminum shell with stream- 
line effect. Guard and base in harmon- 





izing satin finish. Fan assembly and motor 
shell finished in highly polished natural 
aluminum. Has 1934 Emerson induction 
motor and fully enclosed oscillating mech- 
anism. The maker states that the fan has 
maximum air delivery and practically silent 
operation. The Emerson Electric Mfg. 
Co., 2012 Washington Ave., St. Louis, Mo. 


1934 ‘Rain Square” Line 
of Lawn Sprinklers 


Includes one new model. Each model 
has been changed. Senior and Junior 
models are now capable of spraying a 
square lawn up to 40 by 40 ft. A new 
Hoover design prevents leakage of water at 
head of riser pipe. The maker states that 
this has been accomplished without use of 
washers, springs, etc., providing a_leak- 
proof construction throughout entire life 
of sprinkler. Size and location of nozzle 
openings on ends of arms have been made 
to insure uniform distribution of water 
over entire square. Utilize Hoover stain- 
less steel ball bearings. All friction is 
said to be eliminated, as well as the need 
for oiling or greasing. Riser pipe, head 
and arms of solid brass. Base, non-break- 
able malleable iron. Senior model, list 
$3.75, Junior Model, list $2.45. Freshman 
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model spraying round area, recently intro- 
duced, lists at $1.45. Hoover Steel Ball 
Co., Ann Arbor, Mich. 


New Lamp Withstands 
Intense Vibration 


And is a departure from the usual rigid 
lamp design, employing a special wire se- 
lected for its ability to withstand vibration. 
4 100-watt lamp with ring type filament 
held by six filament supports as in usual 
mill-type lamp, as contrasted with but 
three supports for usual home lamp. The 
novelty comes in the flexible spring wire 
which supports glass arbor and in the 
wires holding lead wires to glass bar. Sup- 
ported by spring-like steel wire, entire 
mount can vibrate as a whole in tune with 
vibration of machinery, wheels, building 
or other cause. In this manner no undue 
strain is placed on filament, supports, leads 
or other members. While initial light out- 
put is same as old standard 100-watt Hy- 
grade lamp average light output through life 
is 12 per cent less than standard lamp. Life 
under stationary burning is equal to that 
of standard lamp. Because of these factors 
and because it is higher priced than the 
standard lamp it should not be used except 
where necessity dictates. Special filament 
and mount construction concealed in 
frosted bulb. Lamp distinctively marked 
on top of bulb and packed in material 
readily identifying it. Hygrade Sylvania 
Corp., Salem, Mass. 


Star-Rite Magic Maid 
Electric Mixer Model D 


Comprises beater, mixer and juice extrac- 
tor complete with two bowls of heavy 
glass and extra beverage mixer. Features; 
improved design, high glow baked enamel 
finish, non-tippable base, attractive motor 





support, black bakelite handle and fittings 
and die cast aluminum motor casing. The 
maker states that it will not interfere with 
radio reception. Has two position handle, 
improved motor. Adjustable height for 
beverage and other mixing. Lifts off sup- 
port. Heavy opaque glass batter and ex- 
tractor bowls. Attachments available at 
extra cost include; slicer and shredder, 
meat grinder, metal polisher, sharpener, 
coffee grinder and coffee roaster. Power 
unit available for use with vegetable slicer 
and shredder or meat grinder. The Fitz- 
gerald Mfg. Co., Torrington, Conn. 


Schmidt “*Aero Teeter” 


Combination teeter totter and merry go 
round, may be worked up and down or 
around in a circle. Designed to build 
muscles as well as afford amusement. Has 
self leveling seats, sturdy handles and wide 





“tip-proof” base as well as_ protection 
shields. For indoor or outdoor use. Fin- 
ished in green, red and yellow enamel and 
is easily washed. Three sizes; De Luxe, 
Junior and Baby. Schmidt Novelty Co.. 
1966 Wilkins St.. Detroit, Mich. 


Wilson Doorway 
Striking Bag Bar 

A lightweight bar of adjustable type. 
which may be quickly put up or taken 
down. For installation bar is held in door- 
way betwen jambs at desired height, and 
wing nut is turned until bar is tight. Bar. 
chromium-plated steel, fitted at both ends 
with heavy rubber caps to prevent marring 
door jambs. Adjustable from 28 to 33 in. 
Has ball-bearing swivel. May be used for 





overhead, floor, sidewall or waist level 
platform. Sold in unit with Wilson No. 242 
striking bag fitted with stem-type bladder, 
or No. 242-V, equipped with valve-type 
bladder. Wilson-Western Sporting Goods 
Co., 2037 Powell Ave., Chicago, Ill. 
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The R. MURPHY’S STAY-SHARP 
= SHIRT KNIFE BLADES and HANDLES BETTER SOLDER 


ndle 
2 Paper Hangers’ 





“ oe ae LOWER PRICE 
| ex- Oyster Knives 


Gardiner Repair-All Solder (Acid- 


Skiving Knives 




















? at Rubber Knives Core) in handy full sized packages 
der, pose —. sells at a price that meets chain 
ner, ahaa” store competition and gives you 
wer diate tees normal profits. Your jobber can ; 
licer i ues supply you. Also obtainable 
Pruning Knives ; 
Rae . P e 4 
Fitz- Oil Cloth Knives Standard Sizes No. 1 and 2 Blades and Handles. ‘The in I, 5 and 20 lb. 
Plaster Knives finest tools of their kind to work with. Manufactured spools 
Kitchen Knives by us for S4 years—-the name R. MURPHY on this 5 “4 
t il Kni or any blade—guarantees a tool of absolute precision 
psn one with an Ever Cutting STAY-SHARP Blade. 
Knives You are sure to make satisfied Customers of those to . 
mache Kaives whom you sell R. MURPHY STAY-SHARP KNIVES. Gardiner Metal Co. 
y go nis : P ; 4821 So. Campbell Ave. 
Write for complete Catalog and Price List. Seana 
1 or Chicago Illinois 
; 20 ¢ 7. = 
uild ROBERT MURPHY’S SONS CO., Ayer, Mass., Est. 1850 
Has 
vide 











SHERMAN Lawn Hose Fittings 
Best Sellers For 30 Years— 


A fast selling profitable line of 





SENSATIONAL 
CORK PULLER 


Vaughan’s 
“Quick and Easy” 
Cork Puller and Bottle 






vere Me aug 
WES cn ANO BOT nF ASY 





Q 





popular Wrought Brass Fittings 
of enduring quality, including: 


Opener 
Lawn Faucets, Portable Spray At last. A perfect cork puller. Easy to use 
z Easy to handle, and easy to sell ‘ sell 
Heads, Stayflat Sprinklers, Hose on sight. Combination cork puller (does not 
, . ? * damage cork), and bottle opener. Beautifully 


finished die-cast handle—brilliantly colored to 


>; ms os z7\lec 1 
I Ipe Ss and Nozzle S. Couplings. give additional sales appeal. Nickel-plated 





‘ al ° sel i shield. Individually packed in attractive gift 
Menders, Clamps, Rose Sprin- SHERMAN boxes.’ Packed 1 dozen assorted colors (re 
i ‘ yma r saad and green) to the box Send for prices an‘ 
klers, Water Thieves, etc. Sold Wrought Bras= ¥ this new leader No. 161. 
Hose Clamp ICHANN . — 2 " 
through Jobbers. walewer VAUGHAN NOVELTY MEG. CO., Inc 


World’s Largest Manufacturer of Can Openers 


4 3221 Carroll Avenue, 
A Chicago, I11., U. S. A. 





RaQ 


H.B.SHERMAN MFG.CO., Battle Creek, Mich. 
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" Stock and Profit with ||| MOLDED RUBBER Goops 











0, - “G & B” QUALITY Products ( §) wi 
ha Wine POULTRY NETTING T & " ? 











Goops W STRAITLINE FENCING 
GALVANIZED HARDWARE CLOTH 
rG SCREEN WIRE CLOTH: Se Sat seme soos, ott 
pe. is “PEARL facture most anything for your special re- 
en QUALITY / y “ACME” ELECTRO GALVANIZED quirements. Catalogue No. 50 on request. 
- Prooucrs Af ea COPPER ELASTIC TIP COMPANY 
a BRIGHT and ROMAN BRONZE 370 Atlantic Ave., Boston, Mass. 











ds The Gilbert & Bennett Mfg. Co. 





ng Bstablished 1818 America’s Oldest Woven Wire Factory-Manufacturers 
in. WIRE CLOTH, NETTING and FENCING 
or Galvanized Steel Wire Cloth in all Meshes and Gauges ome 








New York City Geergetewn, Conn. Chicago Kansas City, Me. San Francisce 














ALWAYS NEEDED! 
A List of 


WHOLESALE 
HARDWARE 
HOUSES Giving <i 


Names and Addresses; Capitaliza- 
tions; Lines Handled; Territories 






MADE IN 


8m DROP. FORGED -BHAM ALLOY STEEL uss 


DIAMALLOY 


The Diamalloy featheweight adjustable wrench 





















Covered; Number of Men Travelled; is made from a special high grade alloy steel 
Names of Officers and Buyers. of remarkable strength. The wrench actually 
% measures % thinner than the old pattern, yet 
Useful for is much stronger. It fits where other wrenches 
: PERSONAL SALES CONTACTS will not und withstands the severest strain. 
; “ee dome CREDIT DEPARTMENT DIAMOND CALK HORSESHOE COMPANY 
4 theek wit rder 
e DIRECT MAIL WORK 1622 GRAND AVENUE - - - - DULUTH, MINNESOTA 
s HARDWARE AGE VERIFIED LIST 
tnt aR niece FS RR ES 
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Convention Calendar 
Week of March 4, 1934 


American Oil Burner Association Eleventh National Oil Burner 
Show, Commercial Museum, Philadelphia, Pa., March 5 to 9 
inclusive, 1934. Harry F. Tapp, executive ey. 342 
Madison Ave., New York, N. Y. 


Week of April 8, 1934 


One line; one trade-mark; one equitable pol- il 
io Gor ob ae Lat your leukee Gham een | | ennai Toy Fair, Hotel McAlpin, New York, N. Y., Apr 


our complete line and how displays like this 9 to 28 inclusive, 1934. James L. Fri, managing director, 
one can help your over-the-counter business. | 200 Fifth Ave., New York, N. Y 
| ” > . . 


Week of April 22, 1934 
CIRCLE F MFC. co. 68th Semi-Annual Convention of the American Hardware 


TRENTON, NEW JERSEY Manufacturers Association and the 44th Annual Convention 
of the Southern Jobbers Association will be jointly held at 


the Arlington Hotel, Hot Springs, Ark., April 23 to 26 
MOULTON LADDERS inclusive, 1934. Secretary Manufacturers Assn.: Charles 
Strong and Safe |  F. Rockwell, 342 Madison Avenue, New York, N. Y. Secre- 
Profitable, Satisfactory Sellers | tary Southern Jobbers Assn.: T. W. McAllister, Grant 
YALE (MECHANIC TYPE) STEP- Bldg., Atlanta, Ga. 
LADDER as shown. A quality step- 
Week of June 3, 1934 


ladder, made strong, safe and dur- 
Mississipp1 Retail Hardware and Implement Association An- 





TRENT N, Ne Je 





a ie 
CIRCLE F MFG.CO. 























able. Has malleable top _ hinges 
clamped over top—¥% in. Steel rod un- 
der each tread with truss block. Steel 
braces under bottom tread. Cad- 


hens 3 ge ag he oy nual Convention and Exhibit, White House Hotel, Biloxi, 
4 8S 6 ‘ & . . ° ° ° . 
Treads 3% in. Sizes 3 to 12 ft. Miss., June 4 to 6 inclusive, 1934. John F. Jennings, secre- 


Wet. approx. 3 Ib. per ft. 
EXCEL STEPLADDER—a safe, light 
weight stepladder at a lower price 
than the Yale. Sizes: 3 to 12 ft. incl. 
Wet. approx. 2% Ib. per ft. 
Send for Literature and Trade-prices. 


The Moulton Ladder Mfg. Co. 
Somerville Mass. 


tary, Box 846, Jackson, Miss. 
CaroLtinas—The Hardware Association of the Carolinas An- 
nual Convention, Franklin Hotel, Spartanburg, S. C., June 


5 to 7 inclusive, 1934. Arthur R. Craig, secretary-treasurer, 
803 Commercial Bank Bldg., Charlotte, N. C. 


Week of June 17, 1934 a 




















35th Annual Congress of the National Retail Hardware Asso- 
Talk Convenience and Sell the HILL ciation, Hotel Fort Des Moines, Des Moines, Iowa, June 
Tell Housewives how the Hill Champion Clothes Dryer saves time, 18 to 21 inclusive, 1934. Managing director, H. P. Sheets, 
laber and steps—they simply revolve it which brings every foot of | 130 East Washington Bldg., Indianapolis, Ind. 


line right before them—hang entire wash without walking a step. 
Ne lugging heavy basket of wet clothes from place to place. Easily 
erected. Sturdily built. Has folding removable reel and removable 
post. Three sizes to hold 100, 115 and 150 ft. best cotton line. An Ever 1 hromi m Plat 
outstanding seller that returns a good profit. Send for Booklet—it eay C u ed 


shows complete line. Steel Skillets 




















Available in four sizes is designed to heat quickly and save fuel 
HILL says the maker. Pan of special heavy gage steel, finished in 
chromium plate. Inside of pan highly polished. Has cool ebonized 


Clothes Dryer Co., Inc. 
Made in || Champion = Worcester Mass, 
3 sizes | Yard 
} Dryer New York Distributor 


H. Kornahrens, Inc. 



































Turn Inquiries into Orders 


Equip yourself with Stewart —- 
literature, prices and discounts (¢ 
and be ready to convert that 5 
next inquiry into a profitable , 
order for Fence, Gates or Mis- 
cellaneous tron and Wire Spe- 
cialties. Write for our dealers’ 
proposition today stating prod- 
ucts in which you are particu- 
larly Interested. 


THE STEWART IRON 
WORKS COMPANY, INC. 
213 Stewart Block, Cincinnati, Ohio 



































wooden handle, octagonal in shape. Special octagonal handle 
socket design said to greatly reduce conductivity of heat from 
pan to handle. Handle anchored to prevent turning. The maker 
states that it will not stain, warp nor break and that it is easily 
cleaned without scouring. The Everedy Co., Inc., Frederick, Md. 
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Repairs Unsightly Chipped Porcelain 


Tilette Liquid Porcelain 
Glaze repairs unsightly 
chips in Porcelain and 
Enamel Sinks, Bath 
Tubs, Lavatories, Re- 
frigerators, Drain- 
boards, Washing Ma- 
chines, Table Tops, etc. 
Ready for use, water- 
proof, dries quickly with 
a permanent porcelain 
gloss. In 1 oz. jars, 
packed 12 to .attractive 
counter display. Quick 
seller. Liberal profit. 
Ask your Jobber to sup- 
ply you. If he cannot, 
write to us. 25¢ seller 


TILETTE CEMENT CO., INC. 


401 Lafayette St., New York 


1115 Temple Street 
Los Angeles, Calif. 





BUILD SUPPLY SALES 


with 


CLANCY 
““SURE-GRIP”’ 


GALVANIZED STEEL 


HOSE CLAMPS 


—STOP THOSE LEAKS— 


Easy on the Hose 
Permanently Tight 


J. R. CLANCY, Inc: 


m %. 





Syracuse 











Wherever Displayed 


the new, bright, attractive 


Moore 
Aluminum Push-Pins 


To Hang Up Things 
are quick and continuous sellers because 
they can be used with a hammer. 


in Window Front "*“**** 6 for 10 cents 


Order a Counter Display from your Jobber 


MOORE PUSH-PIN COMPANY 
113-125 Berkley St. Philadelphia, Pa. 


Originators of the world-famous Moore Push-Pins 











SURE-CURE 


There’s good will and profit in Sure- 
Cure weaners for cows and valves. A 
farm standard since 1905—well over 
100,000 sales a year prove satisfaction, 
price and dealer profit. 














No. 203 Humane Type 





NATIONALLY ADVERTISED 


This spring advertising in Cappers 
Farmer, Hoards Dairyman and Suc- 
cessful Farming will direct readers 
to your store. Ask your jobber 
or write 


IMPERIAL BIT & SNAP CO. 





No. 205 Prong Type 











Racine, Wisconsin 








— 
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Show your Customer— 


“THE CLEAN CLIPPER” 


A DEPENDABLE GRASS SHEAR 
THAT IS EASY ON THE HANDS 






kei be No. 227—6” Blades 


This shear is Easy to Sell because it’s Easy to Use. 
Cuts clean—stays sharp. Use with either hand over 
or under handle without striking knuckles. Won't 
blister hands. 

Glass hard cutlery steel hollow ground blades. Blades 
cut entire length. 

Send for catalog of pruning hedge 
and grass shears 


SEYMOUR SMITH 
OAKVILLE 


Sell ACCO Chains 


Strong . .. Dependable 


& SON, Incorporated 
CONNECTICUT 














For all purpose ® In all sizes 
Ask Your Jobber or Write 


AMERICAN CHAIN COMPANY, Inc. 
BRIDGEPORT, CONNECTICUT 


AGO 
Goodrich Garden Club Hose 


The hose that helps you make a profit, keep a 
For more value 














reputation, build a business. 
per dollar, more service per foot, more profit 


per season, feature 
GARDEN CLUB 


Goodric HOSE 


THE B. F. COODRICH RUBBER COMPANY, AKRON, OHIO 
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CLASSIFIED ADVERTISING 
RATES 





Positions Wanted Adver- 
tisements at Special Rate of 
one cent a word, minimum 
fifty cents per insertion. 











Use the “Classified Opportunities Section” to Reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 


THE FOLLOWING RATES 


apply to “Help Wanted,” “Business Qppor- 
tunities,” “Sales Accounts Wanted” and 
“Sales Representatives Wanted” advertise- 





ments. 
Set Solid, Minimum of 50 words..... $3.00 
Each additional word...... cocce 6836 
All Capitals, Minimum of 50 weed. 4.00 
Each additional word........ 06 


Allow Seven Words for Keyed Address. 


BOXED DISPLAY RATES 
S DA 6-640 64005 Jdweenwsew~s 0+ OB 
Each additional fiat aa aha a sae Se 


Discounts for Classified Advertising 
4 insertions. 10% off; 8 insertions, 15% off. 
Due to the special rate, these discounts de 
not apply on Positions Wanted Advertise- 
ments. 








HARDWARE AGE is published every other 
Thursday. Classified forms close Nine Days 
previous to date of publication. 








Remittance Must Accompany Order 


Samples of merchandise, literature, catalogs, etc., will not be forwarded 


Address your advertisements and repiles 
HARDWARE AGE, Classified Oppertunitien, 
239 West 39th St., _ York City. 








BUSINESS OPPORTUNITIES 





FOR SALE—HARDWARE STORE FIX- 
TURES, practically new. Consisting of Wall 
Display Cabinets, Display Tables, Revolving Nail 
Bins, Cutlery Display Cases, Burroughs Adding- 
Subtracting Machine, National Cash Register, Fire 
Proof Safe, etc. Going out of business and will 
sell cheap. If interested write Wayne Hardware 

orp., Waynesboro, Va. 


PARTNER WANTED—PROGRESSIVE 
HARDWARE, apartment house supply and elec- 
trical contracting concern, established for past 10 
years, desires medium capital and energetic busi- 
ness ability. Experienced in the above line. Ad- 
dress Box B-361, care Harpware Ace, New York 
City 


FOR SALE-—-WHOLESALE AND RETAIL 
HARDWARE STORE. Established 25 years. 
Inventory approximately $40,000. Advantageous 
lease can be arranged. Ideal location in suburb 
of New York City. Business offers splendid 
possibilities. Address Box B-357, care HARDWARE 
Ace, New York City 


FOR SALE—HARDWARE STOCK and FIX- 
TURES. In one of the best towns in this sec- 
tion. Corner location. Good clean stock. Located 
in the county seat; also the home of the Sylvania 
Radio Tube Very good hunting and _ fishing. 
Address Simons Hardware, Emporium, Pa. 


WALL TEXTURE At BARGAIN PRICE— 
Have several thousand pounds of “Duralith” wall 
texture (white) for sale at $10 per 100 pounds, 
FOB Flushing, L. I., N.Y. Address John Be ~ at, 
150-01 Roosevelt Ave., Flushing, ee : 


SALES ACCOUNT S WANTED | 








NEW_ LINES WANTED—OLD AND ES- 
TABLISHED MANUFACTURERS’ REPRE- 
SENTATIVES WITH MANY YEARS OF 
SUCCESSFUL SELLING EXPERIENCE IN 
THE SOUTH AND Ss tao ane 
STATES DESIRES ONE TWO LW 
LINES ON SanGey OR. “COMMISSION 
BASIS. WE COVER THIS TERRIT 
WITH MEN WHO KNOW _ THE TRADE 
AND ARE CAPABLE OF GETTING YOU 
BUSINESS. ADDRESS BOX B-321, CARE 
OF HARDWARE AGE, NEW YORK CITY. 


NEW KIND METROPOLITAN SALES DIS- 
TRIBUTION. 7,000 square feet warehouse fa 
cilities. Excellent contacts jobbers, department 
stores, “chain stores. Sell for your account, com- 
mission basis. If attractive will purchase out- 
right. Handle your New York Problem every de 
tail. Extraordinary opportunity for you. Open- 
ings for selected lines. Address Gould Enterprises 
Corporation, 20 West 21st Street, New York City. 


MANUFACTURERS REPRESENTATIVE 
DESIRES GOOD LINES for hardware jobbing, 
large retail, department store and syndicate trade 
in Chicago and surrounding territory, Am a 
fiend for carrying samples. Here is your oppor- 
tunity to secure high grade representation. Ad- 
dress Box 7528-A, Harpware Ace, Chicago, III. 
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SALES ACCOUNTS WANTED 


ESTABLISHED MANUFACTURER’S REP- 
RESENTATIVE CALLING ON furniture man- 
ufacturers and the glass and mirror trade seeks 
additional accounts for Southern California. Have 
own warehouse in Los Angeles. Address Box 
B-360, care of Harpware AGE, New York City. 


MANUFACTURER’S AGENT COVERING 
MONTANA AND WYOMING wishes additional 
hardware or kindred lines on a commission basis. 
Box B-354 Harpware Ace, New York City. 





SALES REPRESENTATIVES WANTED 





SALESMEN WANTED FOR NEW YORK, 
PENNSYLVANIA, New England, to sell a high 
grade line Door Checks, Beer Pumps, Caulking 
Guns, Grease and Oil Guns, Lawn Sprinklers, and 
other good items to wholesale hardware, mill and 
mine supply and automotive trade. Strictly Com- 
mission. No objection to salesman handling other 
line. Address Box B-358, care of Harpware AGE, 
New York City. 


SALESMEN ON COMMISSION BASIS TO 
represent various lines of packaged chemical 
products handled by wholesale and retail hardware 
concerns and sold by them during the spring and 
summer. Men now handling lines that run light 
between March and July preferred. Write Chem- 
ical Sales Company, 42 North Cameron St., Har- 
risburg, Pa. 


SALESMAN: CALLING ON HARDWARE 
and PAINT DEALERS in Central and South- 
western States to sell an old established line of 
Calcimine and Cold Water Paint and other paint 
specialties on a commission basis. Address Box 
B-356, care of Harpware Ace, New York City. 


4 - 


SALESMEN, LONG ISLAND, NEW JER- 
SEY, for large line of nationally known _build- 
ers’ and shelf hardware. Commission only. Would 
consider giving to salesman with established trade 
as additional line. Address Box B-355, care of 
Harpware Ace. New York City. 


WANTED: SALESMAN TO SELL AT- 
TRACTIVE line of dog harness and dog collars 
to the retail hardware trade. Can be carried 
as a side line. Give territory covered and refer- 
ences in first letter. Perkins-Campbell Company, 
Cincinnati, Ohio. 


SALESMEN WANTED IN VARIOUS TER 
RITORIES to SELL ESTABLISHED LINE 
paint brushes as main or side line. Leads fur- 
nished. Liberal commissions. Address Box B-359, 
care of Harpware Ace, New York City. 








HELP WANTED 


WANTED—MANAGER FOR HARDWARE 
DEPARTMENT by. concern who_ has several 
stores in the St. Louis (Missouri) district. Must 
be willing to work. One who can show results. 
No capital required, but if proper man can be 
found, would consider a percentage of profits after 
he has shown his fitness for the job. State age 
experience, references, salary to start; confiden- 
tial. Address Box B-353, care of HARDWARE AGE, 
New York City. 








HELP WANTED 


LARGE WHOLESALE HARDWARE AND 
HOUSEFURNISHING HOUSE requires _sev- 
eral salesmen to cover Suffolk County, West- 
chester, Connecticut, New Jersey, Hudson, Essex, 
Union, and Bergen Counties. Commission basis 
only. Must know line thoroughly and have fol- 
lowing in sections mentioned. 
apply. Address Box B-319, Harpware AGE, New 
York City. 








WANTED—SALESMAN, GOOD SIDE LINE 
of drapery hardware for reliable man now call- 
ing on hardware jobbers and department stores in 
middle west. Liberal commission. Address Alto 
Manufacturing Company, 1647-53 Wolfram Street, 
Chicago, Il. 


WANTED—A LIVE-WIRE SALESMAN to 
call on hardware and housefurnishing trade in 
well developed territory in the metropolitan area, 
exclusively for progre ssive brush house, on strictly 
commission basis. Address Box B-368 care of 
Harpware Ace, New York City. 





WANTED — YOUNG MAN HAVING 
KNOWLEDGE of hardware and housefurnish- 
ing business. Also knack for arranging displays. 
Must be neat and willing. State age, nationality, 
salary. Store located near New York City. Ad- 
dress Box B-347. Harpware Ace, New York City 





WANTED — WHOLESALE HARDWARE 
SALESMAN, for local territory. None but those 
having road experience need apply. Commission 
Basis. Address Box B-346, Harpware Ace, New 
York City. 





ROPE SALESMEN WANTED—PHILIP- 
PINE MADE Manila Rope sideline, long estab- 
lished trade necessary, 5% commission. Write 
fully about yourself giving references. Address 
Box B-337. care HarDware AcE. New York City. 








POSITIONS WANTED 








NOW AVAILABLE—A GOOD MAN. Experience 
and close relationship with the customer is the foun- 
i sful salesmanship. Mr. Manufacturer 
rested in securing the service of a man 
that has these qualifications? For many years have 
been contacting with the Hardware and Supply Job- 
bers throughout the United States. The economical 
and industrial situation has made it possible to add 
to your sales staff an experienced salesman at no 
greater expense. Not interested in any commission 
proposition or investment. Ac gre ss Box B-342, care 
of HARDWARE AGH, New York Ci 








None other need 











AMBITIOUS, EXPERIENCED 
MAN, AGE 30 


in general and builders’ hardware and farm ma- 
chinery with faith and confidence to show profits 
now ‘desires position with a firm who will allow 
part of salary to be invested in business. Can 
show past successful record of managerial and mer- 
chandising ability. Address Box B-332, care of 
HARDWARE AGE, N. Y. City. 














YOUNG MAN 25 YEARS OF AGE, experi- 
enced stock clerk, desires position with whole- 
saler in Metropolitan district. Address Box B-366, 
care of Harpware Ace, New York City. 


HARDWARE AGE 
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Hardware Personnel 


FOR THE HARDWARE 
AND 
ALLIED INDUSTRIES 


WHOLESALE RETAIL 


Men and women are registered in this bureau who 
can successfully fill any position listed below. Well 
recommended and trained in their occupations. 
MANAGERIAL DEPARTMENT 

Assistant managers, department managers. 
SALES DEPARTMENT 

Assistant sales manager, 

outside, sales correspondents, 


clerks. 
PURCHASING DEPARTMENT 
Buyers, pick up boys. 
OFFICE MANAGER 
Cashier, bookkeeper, 


clerks. 
SHIPPING DEPARTMENT 
Shipping clerks, assistants, 


porters. 
— pociges sagee e 
men, order 
ADVERTISING AND: SUBLICITY 
Catalogue a circular layout men, ma- 
chine opera 
CREDIT DEPARTMENT 
Credit men, pealstente. collectors 
BILLING DEPARTM 
Pricing clerks, billing machine operators 
RETAIL DEPARTMENT 
Managers, essistants, cashiers, counter clerks, 
store salesmen, store boys, shipping clerks, re- 
ceiving clerks, locksmiths, repair men. 


NO CHARGE TO EMPLOYERS FOR THIS 
SERVICE 


This is the only employment agency which speelal- 
izes in the hardware and allied industries. 


salesmen, inside and 
price clerks, order 


stenographers, clerks, mail 


truck or chauffeurs, 


Associated Placement Bureau 


152 West 42nd Street, New York City 
Wis. 7-1802, 1803 














POSITIONS WANTED 





EXPERIENCED HARDWARE _ MAN, 
WOULD LIKE to make connections with whole- 
sale hardware or manufacturer. Have had ten 
years’ experience in one of the largest whole- 
sale hardware business as assistant sales manager, 
assistant buyer, department manager, salesman and 
in other branches. Also three and a half years as 
traveling salesman, selling another line. Can fur- 
nish good recommendations from former employ- 
ers. Address Box B-364, care of HarpwareE AGE, 
New York City. 


HARDWARE EXECUTIVE, OVER 30 
YEARS’ experience in Wholesale and Retail 
Business as Buyer, Merchandise Manager and Sales 
Promotion in General Hardware, Mill Supplies, 


Cutlery, Sporting Goods, House Furnishings, 
Electrical Appliances. Supervised all Depart- 
ments. Retail Sales, $450,000; age 49; live in 
Central States. Address Box B-363, care of 


Harpware Ace, New York City. 


THIRTY-NINE YEARS OF 
AGE, college education with fine acquaintance 
among reputable mill supply and wholesale hard- 
ware jobbers throughout Metropolitan New York. 
For twelve years represented leading abrasive man- 
ufacturer. Record and references will stand rigid 
investigation. Not interested in side lines. Salary 
or drawing account against commission. Address 
Box B-365, care of Harpware Ace, New York 
City. 


SALESMAN 


ACCOUNT, AUDITOR AND 
OFFICE MAN desires connection with responsi- 
ble, progressive firm anywhere. Refined, neat, 


rapid, accurate. Have had experience in hard. 
ware, housefurnishings, plumbing, sheet metal, 
paints, sporting goods and kindred lines. Age 


scber and reliable. Can open, close, 
departmentalize, etc. Reasonable 
Correspondence 
Lock Box 319, 


44, steady, 
install systems, 
ry: best of references; bond. 
Address Marion, 





sala 
a_ pleasure. 
Perry, Iowa. 


ALL-ROUND | 


| 


POSITIONS WANTED 





HARDWARE 
NECTION 


experience, 30 


EXECUTIVE 


years; with important 


SEEKS CON- 
-manufacturer or jobber of hardware; 
wholesale 


hardware firms, with executive ability above the 


average, who knows’ hardware, mill 


cutlery, sporting goods, plumbing supplies, 
builder’s hardware, hotel and restau- 


implements, 
rant supplies. More 
merchandise values 
price. Can take full charge as head or 
ment buyer, sales promotion 
inanaging, or work happily under 
executive. My salary requirements 
bother you if you want me. 
executive position, a sales position will 
acceptable. Address Box B-336, care 
AcE, New York City. 


important _ still, 


EXPERIENCED HARDWARE 
EQUIPPED mentally and_ physically 


good service, desires position in 
Rocky Mountain district. Have served 
inside and outside salesman, stock-man 


ping clerk. 


Christian, sober and industrious. 


what sell best, at 


work and 
another able 
will not 
While interested in 
also be 
HARDWARE 


supplies, 


farm 


know 
what 


depart- 


sales 


MAN, WELL 


give 


Northwest ot 
as both 
and ship 
Thirty-nine years old, in good health, 
Reliable and 


have ability to produce. Address Box B-367, care 

of Harpware Ace, New York City. 
HARDWARE MAN WITH TWELVE 

YEARS’ experience wants side lines on com- 


mission for the state of Texas. Age 43, 


married, 


have son. Lived in Port Arthur, Texas, thirteen 
years Own my home Can sell lawn mowers. 
garden hose, bird cages, anything in hardware 
line. Address Box B-369, cate of Harpware Acer, 
New York City. 

SALESMAN AND EXECUTIVE WITH 15 
YEARS’ experience as manager of general and 


builders hardware, 


paints and contractors supplies 


is seeking connection to represent manufacturer in 


Chicago and surrounding territory. 


Age 36, 


pleasing personality and capable of getting results 


Address Box 7527-A, HARDWaRE AGE, 


Chicago, Tl 








AUCTION 


General hardware 
Plumbing supplies 
Builder's hardware 
Electrical appliances 


Room 





822 NORTH THIRD STREET 
INVENTORY VALUE $258,000.00 


located at 


Consisting of: 
Tools 

Household goods 
Sporting goods 
Hotel supplies 


AUCTION 


By Virtue of Purchase from the United States District Court for the Eastern District of Wisconsin, 


we will, commencing ten-thirty A.M. on MONDAY, MARCH 12th and con- 
tinuing on TUESDAY, MARCH 13th, and WEDNESDAY, MARCH 14th, 1934 


sell at public auction the entire stock of 


PHILLIP GROSS HARDWARE AND SUPPLY COMPANY (In Bankruptcy) 


MILWAUKEE, WISCONSIN 


Machinist's supplies 
Cutlery 

Auto supplies 

Paints 


Also furniture, fixtures and automobile trucks 


The entire stock will be sold in piecemeal lots to the highest bidders for cash. 
All lots will be suitable for wholesale and retail and Jobber Buyers. 
The merchandise is practically all in original boxes and wrappings. 


Descriptive circulars can be obtained from the undersigned auctioneers. 


SAMUEL L. WINTERNITZ & COMPANY, 4uctioncers 
1036 — FIRST NATIONAL BANK BUILDING, CHICAGO, 


ILLS. 
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Can you use 
*8" a day? 





Investigate the profit possibilities of a 














FEATURES 


1 EFFICIENT. Puts a ball- 
room finish on floors no 
matter how badly they are worn, 
warped or marred. 


2 LIGHT WEIGHT. Easily 
carried by one man—may 
be operated successfully by any 
inexperienced person. 


3 SURFACE—right up to the 

quarter-round, a feature nov 
found in other machines, mini- 
mizing hand work 


MOTOR. Constant speed, 
high torque, ball-bearing. 
Guaranteed against burn-outs. 


5 BUILT—with ball-bearings 
throughout, eliminating in- 
ternal friction and wear, adding 
years of life to the machine. 


This Coupon 
WILL BRING 


YOU FULL 
PARTICULARS 





SPEEDLITE 


An impartial, country-wide survey re 
cently disclosed that hardware and paint 
stores offering sanding machines for 
rent averaged 7 rentals per month with 
an average rental price of $4.68 per 
lay, and an average gross sale of sand- 
paper, varnish and finishes of $4.23 per 
rental—a total income of $8.91 per 
rental day. 


Many hundreds of dealers reported from 
10 to 20 rentals per month. The aver- 


age of 7 days rental per month is con- 
servative and on this basis a SPEED-O- 
LITE would produce an _ additional 


monthly income of $62.37. 


Thirty-eight years’ experience in 
building floor machines assures 
you that SPEED-O-LITE is de- 
signed and built to withstand the 
wear and tear of rental service 
without interruption for costly 
servicing. 





SOLD 
COMPLETE 


GUARANTEED 
FOR ONE YEAR 








DEALERS 
SALES HELPS 


Lincoln-Schlueter dealers are 
supplied with an attractive 
22” x 28”, two-color window- 
display card and 200 four- 
page folders for mailing. 
Mats for newspaper adver- 
tising are also available 
without cost. 


Kach piece of advertising 
material is designed to de- 
velop live leads and cus- 
tomers for your store. When 
used as planned, rentals are 
assured, based on the experi- 
ence of hundreds of dealers. 


READ THIS! 

George Edward Day Sons 
Co., of Springfield, Ill., says: 
“We have three of your ma- 
chines that have been in 
service for about 14 months 
and feel that there is noth- 
ing we own, in the form of 
equipment, that has turned 
us in as satisfactory a form 
of revenue. Our trade, that 
has used these machines, re- 
port very satisfactory suc- 
cess and we are very well 
satisfied with the additional 
sales of varnishes, _ stains, 
lacquer and wax finishes that 
we are able to sell from the 
use of these sanding ma- 
chines.” 


Lincoln-Schlueter Floor Mach. Co.., 


212 W. Grand Ave., 
Chicago, Ill. 
Please send us fu 


LITE SANDER. 


rmat 


ion covering the new SPEED-O- 


Interested in time payment plan. 


Name 


Address 


City = - . ae 

















INTER SRT LL a 
98 








MORE Profits FOR YOU 
IN GARAGE HARDWARE 


HE whole McKinney business has been built on the 
proposition that the more profits the dealer makes 
the better eventually for us. 


To help you make more money in Garage Hardware, we 
have simplified the Garage Hardware line. With 10 of the 
McKinney Sets in stock, you can cover 90% of all calls. 
You do business with less stock. You eliminate special 
orders. You close your sale and get your money quicker. 
For catalogue showing all McKinney Sets, fill in the 
coupon below or write to your jobber. 


WP hb ey A 


— President 





8123. McKinney “‘Around-the-Corner” Set is one of the most popular 
of the line 


SPRING IS THE TIME TO MAKE 
‘GARAGE HARDWARE PROFITS 


Replacement business is a big item. Men who have 
shoveled snow away from swinging doors all winter are 
ripe for an “Around-the-Corner” set in spring. Women 
who have struggled with garage doors that bind will be 
in the right frame of mind for doors that won’t stick. 
Push Garage Hardware this spring and profit by it. 
Send coupon below for details. 


McKINNEY MANUFACTURING CO. 
Pittsburgh New York Chicago San Francisco 


McKinney Mfg. Co., Pittsburgh, Pa. 
Please send me your catalogue on Garage Hardware. 


Your Name... ccccccccces Mkneuaeennes sine 





ee... :. icip rime namin Kamins 


McKINNEY HARDWARE 


HARDWARE AGE 
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*)C.O.OBERG8&Co. 


ESKILSTUNA 


FILES 









For the discriminating trade which demands a better 
File The Genuine Oberg File is really a 


PRECISION FILE 


(juaranteed to last longer, and will do a smoother job. 





Complete stocks of all types and sizes. Write for catalog 
and new price list. 
Factory Sales Office: 


SANDVIK SAW & TOOL CORPORATION 


740 North Washington Ave., 109 Lafayette Street, 
Minneapolis, Minn. New York, N. Y. 








‘[EPASE'S 


LEPASES CASEIN GLUE 
LEPAGE’S LIQUID SOLDER 
LEPAGE'S GRIPSPREADER MUCILAGE 
LEPASE'S COLD WATER WALL SIZE 
LEPAGE'S WATERPROOF CEMENT 
LEPAGE’'S PAPER-HANGERS PASTE 


RUSSIA CEMENT CO.,GLOUCESTER MASS. 














A Practieal **2 in 1°? Tool— 


The B & C Ad- 
p> justable Combi- 

nation Wrench 
handles either pipe or nuts with time 
saving efficiency. Head, bar and shank 
are a solid one-piece steel forging. All parts interchange- 
able. Sizes: 8 to 18 ins., smallest adjusts to pipe from 
% to % in. diam., largest from 14 to 3 ins. diam. 
Bright or black finish. A good selling wrench. 







Ask your jobber 
Las CONDENSED Catan 
£19 


’ aa 
a) 


Springfield Mass. 


BEMIS « CALL CO. (Hieron wee aa 








POULTRY SUPPLIES 


— MOE’S LINE 





ge gg FEED- 
SR for Pullets and 
ull Grown Fowl A 
fine all ncuund feeder 
Large capacity. Le 








without Stand One of 
many fine items in 
MOE’S BIG LINE 
of Supplies. Write for 
new T2-page Catalog 


OEFT & COMPANY 


INCORPORATE 


2305 Davis St., North Chicago, III. 














R=co Furniture Nails 


Display Assortment Contains: 





Ask 
your 
jobber 


Packs contain 50 each. 


2 Pkg. 210 Black 
2 Pkg. 210 Tan 
| Pkg. 210 Red 
| Pkg. 210 Brown 
| Pkg. 210 White 
2 Pkg. 210 Green 
| Pkg. 43 Brass PI. 
| Pkg. 42 Brass PI. 
| Pkg. 220 Black 
| Pkg. 220 Blue 
| Pkg. 220 Tan 
| Pkg. 220 White 
| Pkg. 1512 Antique 
| Pkg. No. 9 Natural 
1 Pkg. No. 9 Hammered 
| Pkg. No. 9 Antique 
i — 7/16 N.PI.Thumb- 
Retail Price $2.30 ack. 


4 Dealer $1.15 complete Weight 2% Ibs. Complete 
We protect the Hardware Jobber and Independent Merchant. 


Robert E. Miller, Inc., 35 Pearl Street, N. Y. C. 
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More Good Luck Jar Rub- 
bers are sold than any other 
kind. Used by experts and 
home canners for 20 years. 
Highest quality jar rubber 
made. Nationally adver- 
tised. Excellent profit. Big 
repeats. 10c. a doz. Two 
gross (24 cartons) in full 
color display container. 


‘cZolo}om Rilel Gera di) il-ya5 
With the BIG handy lip 


BOSTON WOVEN HOSE & RUBBER CO., Cambridge, Mass. 





SAMSON TRA RADE MARK 


SAMSON CORDAGE 40) 50.4) 


BOSTON, MASS. 


ate) 5 a OO). 0B, 


SAMSON SPOT, PHOENIX and SACHEM brands 


each the standard of quality for its particular use. 
“There IS a Difference in Sash Cord” 
OTHER BRAIDED CORDS: COTTON TWINES 


Send for catalogue, samples and selling information 
4 } g ] 


HARDWARE AGE 



































MARCH 1, 1934 





with a full stock of 
CAMBRIA FENCE 


ann BETHLEHEM STEEL POSTS 





As you read this, farmers are decid- 
ing on the upkeep and repair work 
they're going to do around the place 
between the time the frost comes out 
of the ground and the first plowing. 

Soon they'll be coming into your 
store for the needed materials, in- 
cluding field fence and posts. Be pre- 
pared with a stock of Cambria Fence 
and Bethlehem Steel Posts in a full 
range of styles and sizes. 

Cambria Fence is the kind that 
farmers want—for two reasons: 

FIRST: It does the job and remains 
neat and taut. That is assured by the 
strong, springy line wires and the 
hinge-joint stay wires that swing 
right back into position after any 
force acting on them is removed. 


SECOND: It lasts. Cambria Fence 
has a double defense against corro- 
sion. The wire itself is durable be- 
cause it is made of rrue copper-bearing 
steel, containing from 0.20 to 0.30 per 
cent copper, the amount that assures 
highest resistance to atmospheric 
corrosion. Then, it is galvanized with 
a tight coating of extremely pure zinc 
(impurities in zinc are believed to 
shorten its life) that will resist the 
elements for years. 

These qualities make customers 
into lasting friends who come back 
to your store for more Cambria 
Fence whenever they need additional 
fencing about the farm. 


Bethlehem Steel Company 


a 
gerHLeHty 
TEE 
Bethlehem, Pa. 














1843~SHAPLEIGH'S 














Made by 
Fishermen 
Who 


Know 











SAN LUIS 
€ MARK REC. I THE U.S. PAT.DFFICE 


No.SLEG FISHING LINE 





Universally Prized By 
Fishermen Everywhere 
For Original Patterns 


an 
Exclusive Features 


























Silver King 


TRADE MARK REG Iw THE U.S. PAT. OFFICE 
No. SK1i2 FISH LINE 
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SHAPLEIGHS <> DiAMONO BRAND 


TRADE MARK REG.IN THE 


- BAMBOO FLY ROD 


U.S. PAT. OFFICE 














Made For 
Fishermen 
Who 


Know 

















* 


SK OUR 


SALESMAN TO SHOW YO 
OUR FULL LINE 
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“DIAMOND EDGE IS A QUALITY PLEDGE” 


2 OS wes e) 
S 08 G62. @ 
at no: a 
one 








We Carry the Largest 
and Most Complete 
Line of Fishing Tackle: 
Assembled Under 
One Roof 




















Shapleigh National Series No. 1784 


HARDWARE AGE 
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